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BEAVER 26-R 
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THE “EASY-TO-SELL” 
BEAVER 26-R IS... 


the only too/ 
of Its kind that 


...cuts either standard “taper” or 
electric “straight” conduit threads by a 
simple adjustment. 


+ 





..- has “radio” dial size-setting. Dies can 
be removed in a few seconds FROM THE 
OUTSIDE without use of tools. 


...is fully-adjustable and easy-working. 
The only 1 to 2-inch pipe threader that 
cuts standard, oversize and undersize 
threads of uniform standard length. 


The Beaver 26-R uses one set of dies 
to thread four sizes—1, 1%, 1¥%2 and 2- 
inch. It is fully-adjustable for oversize or 
undersize threads to compensate for 
variation in fittings. There’s a cam-type 
universal self-centering chuck, too, which 
centers the pipe accurately and insures 
straight pipe lines. Yet, ‘drip threads” 
may be cut when desired fer heating 
lines. 








Push Beaver today. Sales of pipe tools 
increase with sales of pipe. Competitive 
in price! 


SEND FOR BEAVER CATALOG NO. 50. Address 
Beaver Pipe Tools, Inc, 216-500 Dana Ave., Warren, 
Ohio, U. S. A. 
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216-300 DANA AVENUE , WARREN, OHIO, U. S. A. 
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That Good Will Note —An editorial 

Outlook for 1951 —McGraw-Hill economist discusses what’s ahead for business. . 

Sell Ideas—Let Customers Buy Products—Know applications and customer operations « 
Ever Get a Case of Salesman’s Jitters? —Here’s how a veteran cured his 


Sales Promotion, Southern Style 
Southern distributors spend almost 3 times the average, but get results 


Net Pricing Pays Off —/nvoicing items on net price basis drops inside costs, speeds up operations... . . 
Show Customers How Tools Operate —Demonstration room in basement gives visible proof 


Customers’ Operations Are Key to More Sales 
Find out how a new industry works, what equipment and supplies it needs 


Committees Put Over Open House 
A Denver firm set up several committees with exceptional results 


Sell Maintenance Machinery & Equipment 
This method opened the door to production equipment sales for a Richmond distributor 


Problems You Face—Here’s how one firm met 6 “crises” head-on and turned them to its profit 
Write Letters That Sell—Following these 6 rules can win you new customers. . 


Handle Price Changes Quickly—Loose-leaj notebooks make possible 24-hour notice to salesmen 


> &@ FP AR TSB B. FB 


Washington Briefs .....°..... 7 Door Openers to Sales.... 
Talk ofthe Tene. ....-.s...-. 61 = Selling Is My Business. . . 96 Questions & Answers. . 
Supply Sales Trends....... ... 90 How They Do It .. 98 New Products .... 
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COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


Manufacturers’ Men to us”. Well, your editors found a firm that has the 


You may say that you don’t receive the help that you answer—not the answer to how much time and 
should from manufacturers’ men. That, of course, money you could save, but the answer to how to elim- 
brings up the question of “Just what do you expect inate rewriting otders. Yessir, this firm writes orders 
from them?” If you’re not quite clear on the point, only once. Look for this article on how they do it 
or if you want to check your thinking, you'll want to and you'll leam how you can do it. 

read our article on “How to Get the Most from a 
Manufacturer’s Man”. It’s a factual report from a 
distributing firm. If you were a betting man, you'd say those were 
pretty good odds, wouldn’t you? Translate those odds 
into a sales campaign. If you’re pushing one product, 
do you increase sales on eight others? If you don’t 
How many times have you told yourself: “If only we maybe you're missing a good bet. At any rate, you 
didn’t have to write and rewrite orders we could save won't want to miss our January story on how a 
a heck of a lot of time and°that would mean money distributor “kills nine birds with one stone”. 


Nine for One 


Time Means Money 








NG PERFORMANCE GUARANTEED 


HOLO-KROME 
Congolatily (oled Frrgad 


SOCKET HEAD 





CAP SCREWS 


CONTROLLED STRENGTH—Completely cold forged from 
special analysis alloy steel. Scientifically heat treated to 
develop the utmost in all physical properties. 


CONTROLLED ACCURACY—Heads are concentric with 
body. True hexagon sockets with controlled uniform 
depth and smooth, taperless walls. 


CONTROLLED INSPECTION—Holo-Krome’s own Physical 

and Chemical Laboratories control production from raw materials 
to final inspection. All H-K products are given final, individual 
inspection for Class 3 Thread Fit; Pitch; Lead and appearance. 


SATISFACTION GUARANTEED 
Distributors find profit and 
satisfaction in the H-K 100%, 
Distributor Soles Policy. 
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LINK-BELT 


DEVOTED TO 
DISTRIBUTOR KNOWLEDGE 
OF LINK-BELT PRODUCTS 





istributor Hews 











BETTER TIMING 
with SILENT CHAIN DRIVES 





Link-Belt 
Pre-Selected 
Silent Chain Drive 


Auto makers have long recognized the 
importance of perfect timing for top 
engine performance. That's why so many 
of them have standardized on silent chain 
for the transmission of power from crank- 
shaft to camshaft and to maintain proper 
timing for efficient engine operation. 

What is true in the automotive industry 
is true of industry in general, for thou- 
sands of efficiency-minded engineers real- 
ize that silent chain drives just can't be 
surpassed for dependable, smooth, quiet, 
slip-proof operation. 

For many years, Link-Belt Silent Chain 
Drives have been winning friends by influ- 
encing industrial production through these 
well-known advantages: 

No power loss through slippage 

Low first cost—low maintenance 

Continuous uninterrupted service life 

Easy, quick installation 

No wasted space 

Require practically no attention 

Operation unaffected by atmospheric 

conditions 


EASY ON, EASY OFF! 


V2” and ¥,” pitch stock drives utilize 
Taper-Lock Bushings in the sprocket 
wheels to permit easy installation and a 
tight fit on the shaft. No reboring of 
wheels is necessary. Such stock drives 
range from ¥ to 50 H. P. 


Easy Selection Too! 


Book 2125-A includes easy-to-use 
tables for the selection of stock drives to 
meet most normal requirements. 

oe 


KNOW YOUR PRODUCTS— 
KNOW THEM WELL! 

THE MORE YOU TELL, 

THE MORE YOU SELL! 


LINK-BELT COMPANY, f2.so8 3 scnonne! 











Pert Poster Poster 

This young lady certainly hits the nail on 
the head (and hammers home a point) as 
she posts one of the porcelain posters 
featuring Link-Belt Roller Chain Drives. 
Such posters placed in distributor store 
windows, on walls, with actual product 
displays, etc. are helping distributors sell 
more and more of this popular precision 
steel roller chain. 


How many of these 
shapes can you identify? 


The five shapes reproduced below rep- 
resent distinctive shapes of five different 
Link-Belt products or familiar parts of 
same. If you can name all five, you cer- 
tainly deserve a medal for product knowl- 
edge. For answers, turn this page upside 
down. 








2. Mock? 





1. Ukelele pick? 








4 Mantel clock? 


5. Baby's bib? 
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ALL INDUSTRY Usts 
LINK-BELT P. I. Vv. 
VARIABLE SPEED DRIVES 


Seemann 
For more than 20 years, the unique Link- 
Belt P.I.V. Variable Speed Drive has been 
supplying industry's diversified needs for 
exacting variable speed control which is 
essential for delicate or sensitive opera- 
tions. 

It provides precise, flexible control of 
rotary motion, quickly adjustable over a 
wide range of speeds, reliably constant 
over long periods of time. 

The first and only variable speed trans- 
mission combining stepless speed control 
and positive chain drive, it furnishes posi- 
tive, non-slip transmission of power, en- 
tirely independent of frictional elements 
for stepless speed changing. With the 
P.1.V., there's no wasteful slip or creep, 


no guesswork or speed hunting. 





a Horizontal 
° Type H-1 P.I.V 


ALL-METAL CONSTRUCTION 


Made entirely of metal, the P.I.V. Drive 
provides quiet, dependable speed control 
with very little attention. Totally enclosed 
in a rigid cast-iron housing, P.I.V. Drives 
are unaffected by atmospheric conditions, 
making them ideally suited for operation 
in abnormal ambient temperatures, hu- 
midity, abrasive dust or dangerous ex- 
plosive vapors. 

Where there's a need to change the 
speed, recommend LINK-BELT P.I.V.— 
Positive, Infinitely Variable. Book 2274 
tells the whole story. 

Ad 12201 
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Dealers and distributors deserve a sane, 
sensible factory sales policy. Peoria Mal- 
leable Castings Co. knows this and protects 
your profits on Peoria Chain. Complete line 
of every size malleable iron chain. Write 
today for catalog or order immediately if 
your stocks are low. 
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DETACHABLE CHAIN 


H CLASS 
REFUSE CHAIN 


400 CLASS 
PINTLE CHAIN 


700 CLASS 
PINTLE CHAIN 


ROOF-TOP 
TRANSFER CHAIN 


ROLLER TOP 
TRANSFER CHAIN : 
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ELEVAT 
eucKETS € CLASS 
“COMBINATION” 
CHAIN 
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PEORIA MALLEABLE CASTINGS CO. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30 YEARS 
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The Cover 


The party spirit—getting in touch 
with old friends — expressions of 
jollity and good will—all these add 
up to holiday time. So, as “calling 
ecards” for our Yuletide visit, we're 
sending your way articles written 
specifically to help you operate in 
today’s ever-changing economy. 
Plus, of course, our very best wishes 
for happy holidays! 





Publisher 
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Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
Associate Editor John A. Wertis 
News Editor John F. Farley 
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13th Edition 
Washington Bureau 
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Got customers w 


ith grinding problems? 


Send them to a 3M Demonstration Room! 


Fhe 3M Company Invites You 


nan 
and your customers to visit ne 
asaleon demonstration rooms 7 
wi ; 

in the following cities, for expe 
advice on the applicatro 


SORT R emer meeeeee 


Mie CLEVELA ND 
4 sus eee 1200 West Ninth Street 


GRAND RAPS, . ..6cev sweet 
| s+e+24815 Monroe Avenve N.W. 


- sessaes +6411 Randolph Street 


nm of abrasives. 


From Boston to Los Angeles, 3M Methods Engineers 
are ready to help you and your customers on any grind- 
ing problem—large or small. Demonstration rooms, 
equipped with the latest in belt grinding equipment, are 
now operating in 13 major industrial areas. 


Check the list below for the most convenient location. 
Any one of these 3M Methods Rooms will be glad to 
advise your customers, free of charge, on equipment and 
type of coated abrasive that’s best, most economical 
for the particular job. 


Why not let your abrasive customers know about this 
service today? Tell them to come in anytime with any 
kind of problem—from heavy grinding to fine finishing. 
You can be certain they’ll get careful attention. 


M 


ABRASIVE 
BELTS 


Made in US A. by MINNESOTA MINING & MFG. CO., St. Paul 6, Minn., also makers of “Scotch” Brand Preasure-sensitive Tapes, “Scotch” Sound 
Recording Tape, “‘Underseal’’ Rubberized Coating, ‘‘Scotchlite” Reflective Sheeting, ‘‘Safety-Walk” Non-Slip Surfacing, “3M” Abrasives, "3M" Adhesives, 
General Export: Durex Abrasives Corp., New Rochelle, N. Y. In Canada: Canadian Durex Abrasives Ltd., Brantford, Ontario 
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.eeFOR YOUR BEST CUSTOMERS 


eae UNION BONNET 


BRONZE GATE VALVES 
< mS 4 200 LB. CLASS 300 LB. CLASS 
200 Ibs. steam at 500°F. 
400 Ibs. OWG (non-shock) 
\ 


300 Ibs. steam at 550°F. 
600 Ibs. OWG (non-shock) 
600 Ibs. Hydrostatic Test 
s\ VE) 


800 Ibs. Hydrostatic Test 
Integral Bronze Seats 


Nickel Bronze Seat Rings 


5) BONNET P & C High Test Bronze with 
3) ‘ smoothly machined bevel for tight joint 
+ ; with body. 

\ UNION RINGS P &C Valve Bronze. 
Rugged. Permits repeated disassembly 

\ a 


\ 


without distortion of body or weakening 
of threads. 

WEDGE Nickelalloy. Reversible. Mill- 
ed grooves engage guide ribs in body, 


reducing seat wear. With valve full 
open, wedge clears line of flow. 


SEAT RINGS Nickel alloy (renew- 
able in sizes 1” and larger) or bronze, 
integral with body. 

BODY P &C High Test Bronze. 
Heavy end hexes. Heavy section 


and strong threads at union for 
long service. 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & 


CABLE 
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Steel Supplies 
For Distributors 
Assured by NPA 


Distributors who handle steel prod- 
ducts will receive regular allotments 
under a new order (M-6) issued by 
NPA on November 8. Steel producers 
are required to allot to distributor cus- 
tomers a proportionate percentage of 
each steel product, based on average 
monthly shipments during the first 
nine months of 1950. 

These allotments will come out of 
the production available after the mills 
have filled defense orders. Such allot- 
ments will be in addition to shipments 
to cover defense rated orders. 

A ceiling provision (in terms of 
total quantities and individual prod- 
uct) on “DO” orders that distributors 
are required to accept is set. Specific 
tules for extension of “DO” orders by 
distributors must be followed. 

The order contains provisions for 
adjustments and exceptions, reports, 
violations and it defines the types of 
steel products affected. There are two 
product groups—industrial and mer- 
chant trade. Included among indus- 
trial products are blooms, billets, etc.; 
structural shapes, plates, rails and 
track accessories hot rolled bars, con 
crete reinforcing bars, cold finished 
bars, sheets and strip, tin plate, welded 
tubing, tool steel and wire rope. Type 
of steel is also indicated. 





Any Questions? 


Have you any questions about con- 
trols? Would you like to have specific 
answers to some particular applica- 
tions you are in doubt about? Give us 
the details and we will get the answer. 

Write your question, giving a brief 
description of the circumstances of 
your problem and send it by air mail, 
or telegram, to: Washington Fditor, 
InpustRIAL Disrripution, 330 West 
42nd St., New York 18, N. Y. 


DO-98 Is Rating 
For Capital Goods 


If you've been filling rated orders for products without checking into 
their end use, the chances are that you have a lot of worthless ratings on your 
hands. Many manufacturers making items for defense are extending the wrong 
rating to industrial distributors for operating, maintenance and repair sup- 
plies or other capital goods. Regulation 2 of the National Production 
Authority expressly forbids the use of most ratings to secure items for such 
use. The items for operating, maintenance and repair purposes can be secured 
only on a DO-98 rating. 

DO-98 is relatively new. But it was pointed out in this space last month 
that the only way a manufacturer working on a defense item can obtain a 
rating for “machine tools for production, and supplies for operating, mainte- 
nance and repair” is to apply to the procurement official from which he 
received his contract and original rating. 

If satisfied that the need is urgent and that the items cannot be obtained 
through regular channels, the procurement official can authorize the use of 


DO-98. 


DO-98 isn’t easy to get. Originally designed to maintain control over 








Aluminum Users 
Need Substitutes 


Distributor salesmen with customers 
who use aluminum may have to scout 
around looking for substitute mate- 
rial to keep the customers going. The 
NPA order cutting back use of alumi- 
num in civilian production by 35% 
was stiffer than had been expected. 
Cutbacks in civilian use of manganese, 
copper, cobalt, tungsten, cadmium 
and steel will follow, making things 
tougher. 

The ruling does not apply to de- 
fense production under priority orders. 
Neither does it apply to users who 
consume less than 1,000-Ibs. of alumi- 
num a year. 

Aluminum used for maintenance 
and repairs is not curbed. However, 
the quantity used must not exceed the 
rate of consumption during the base 
period which is the first six months 
of 1950. The 35% cutback is ap- 
plicable against the same six month 
period 
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facilities expansion, the rating cannot 
be issued indiscriminately. Each pro- 
curement officer is limited by a dollar 
volume ceiling as to the amount of 
capital goods he can subject to a 
a rating. Each time he authorizes the 
use of DO-98 he must specify the 
dollar limit of the goods to be ob- 
tained. 

In preparing his application for 
specific authorization to use the 
DO-9§ rating, the manufacturer has 
to list in detail his existing facilities 
for carrying out his contract, specify 
the type and number of items he re 
quires to meet the delivery dates, the 
reasons why he must have: the needed 
items and what effort he made to se 
cure them. 

When specific authorization has 
been obtained, it is advisable, but not 
mandatory, for the user of the rating 
to attach a photostat copy of the au- 
thorization to the order to the sup- 
plier. Otherwise the standard form 
of certification of a rated order speci- 
fied by NPA Reg. 2 should accompany 
the order. 

Rated orders for capital equipment 
may, of course, be placed directly with 


(Continued on page 10) 
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Delta does it again! Gives 
ELT, 
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Imagine a planer handling short 6 


Handling extra-size stock up to 13° x 
stock unbutted. Delta's new planer does! 


Exclusive! Fingertip clutch control, Depth 
5 is an easy job for a Delta Planer 


scale you can read from any position 
—_ ' , \ 
fy 
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ete ) | 
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It's the 
NEW 


you another profit-maker: 
Delta-Milwaukee 





13° Wood Planer 


A totally-enclosed single-surfacing machine without equal in its field! 








Your customers couldn't ask for a better machine 
—and you couldn't find a better time to sell it! 


This is Delta’s answer to the need for a low-cost precision 
planer that has the extra capacity to handle oversize stock 
up to 13”x 5”. New in every way . . . it measures up in 
every respect to the quality standards your customers ex- 
pect from Delta. 


Far ahead in design , . . advanced in performance .. . 
this new Delta Planer has what it takes to keep you out 
front in any competitive market. 


There are many, many reasons why you can close more 
sales with this new Delta machine. For example: It’s the 


% DELTA® x MULTIPLEX® 
% CRESCENT® *% HOMECRAFT® 


Sold only through authorized 
industrial distributors. 






DELTA POWER TOOL DIVISION 


‘G) Rockwell 


Manufacturing Company 
MILWAUKEE 1, WISCONSIN 






safest planer on the market today! All gears, pulleys, 
and belts are enclosed, The motor is out of the way within 
the sub-base. The accuracy of the Delta cutterhead helps 
your customer get closer tolerances on finish planing. 


You can do a real selling job with this Delta 13” Wood 
Planer! The market is big — and ready now. The ma- 
chine is ready now. Be sure you are — get a Delta 13” 
Wood Planer on your sales floor now. 


Get behind this planer with all you've got! Don't 
delay — it costs too much to catch up. 


The World's Most Complete Line of Power Tools 


53 Machines 246 Sizes 


Over 1300 accessories 14 Homecraft Power Tools 


PLUS Unequalled Customer Aids and Service 
. .. from ONE Dependable Source 


Exclusive! Individual blade adjustment 
and simplified measuring device make 
blade-setting easy 


Exclusive! Pull dull cutterhead out 
slip new one in. It's that simple 


Double worm-geor reduction drive is 
automatically lubricated as it runs 








E relusively Yours 


the tool that’s making drilling history 


shre you 


PUSHING 


thes profit maker? 





User reports prove 
spectacular savings 


PRODUCTION 


oam- MACHINE SHOP 


"Savings on first 4/2 hours production re- 
paid entire cost of Dumore Drill Head! 


‘Doubled our production on 
ture shaft centering with 
Automatic Drill Head!” 


—- MAKER 


“Drilled 123,500 die-cast parts with 
Dumore Drill Head — slashed drill 
breakage — set-up was ideal!” 


MOTOR 
MANUFACTURER 


arma 
Dumore 


SOUND 
EQUIPMENT 











Get your orderiu Today! 


te 

Show it and you'll sell it!” — 
that’s the report from Dumore Dis- 
tributors who are stocking and dem- 
onstrating this revolutionary drilling 
cost-cutter. The savings it offers are 
usually so spectacular, that once you 
get a Drill Head into the shop, and 
on a job, the customer won't let it go. 


Orders and reorders from aggressive 
distributors prove that it pays to 
push the Dumore Drill Head. Its 
price is high enough to give you a 
nice profit — yet low enough to 
make the savings it offers a real 
bargain for the user. 


Don’t miss out on the profits small 
drill users in your territory are 
waiting to give you. 


D I-12 


The DUMORE COMPANY 
1300 17th St., RACINE, WIS. 





WASHINGTON REPORT 


(Continued from page 7) 





suppliers by any agency of the De- 
fense Department, Atomic Energy 
Commission, National Advisory Com- 
mittee for Aeronautics and Coast 
Guard. Don’t confuse these orders 
with ratings issued to prime contrac 
tors to obtain material to be incorpo- 
rated into the end product. 

The glossary of the DO rating num- 
bers recently activated by the Defense 
Department and the Atomic Energy 
Commission will help you to distin- 
guish rated orders and determine 
whether the products called for go 
into the end product. 

Keep the list in a conspicuous place 
for ready reference when rated orders 
are received. The numbers denote the 
program under which the contracted 
item is being made. All numbers are 
preceded by the letters “DO”: 

01—Aircraft. 

02—Guided Missiles. 
03—Ships. 
04—Tank-Automotive. 
05—Weapons. 
06—Ammunition. 
07—Electronics and 
tion Equipment. 
08—Fuels and Lubricants. 

(9—Clothing and Equippage. 

10—Transportation Equipment. 

11—Building Supplies and Equip- 
ment for Overseas (Troop) Construc 
tion. 

12—Subsistence Items. 

21—Miscellaneous. A sort of catch 
all classification for whatever produc 
tion programs happen to hit snags. 

22—Department of Defense Con 
struction (Contract). 

23-29—Unassigned. 

98—Production equipment for cer 
tain contractors. 

99—Rated orders by either Depart 
ment of Defense or AEC—‘“Basket”’ 
designation—rated orders for shelf 
items and others required in individ- 
ual amounts of less than those recog- 
nized as minimum deliverable com 
mercial quantities. 

Eventually Defense’s unclassified 
ratings will be assigned to materials 
handling equipment, medical supplies 
and the like. But the squeeze isn’t 
tight enough in these areas yet. 

The AEC activated the following 
ratings: 

40—Contract and purchase orders 
related to AEC operations. 


Communica 


(Continued on page 1+) 
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Aircraft Factories - Fabricated Metal Products 
Truck Builders - Sheet Metal Plants - Foundries 


Add dozens of industrial prospects to your salesmen’s lists with the complete SKIL Tools 
line. Full ranges in size and capacity make SKIL Drills, Sanders, Nut Runners, Drivers and other SKIL 
Tools fully adaptable to the needs of every industry. With one famous brand, one outstanding factory 
service policy, you offer the best in portable tools to every customer. 

And SKIL Tools are easy to sell. They’re vigorously advertised in leading industrial maga- 
zines. SKIL Tool Distributors get strong merchandising aids to build SKIL Tool sales. SKIL quality 

and dependability are known wherever your salesmen go. Write 
today about open SKIL Tool Distributorships in your territory. 
SKIL Tools are made only by SKILSAW, INC. 


5033 Elston Ave., Chicago 30, Ill. * Factory Branches in Principal Cities 
In Canada: SKILTOOLS, LTD., 66 Portland St., Toronto, Ont. 





SLIMLINE 
FLUORESCENT 
LAMPS 


~ 


In the new addition to the Greist Manu- 

e e facturing Company of New Haven, 

General Electric slimline fluorescent 

Greist Mfg. Co. improves lamps are used throughout. More than 80 

footcandles of light, plus light-colored 

s +’ * surroundings, make seeing easier—boost 
ighting, speeds production — ~:::: +: 18 posucion 

The continuous rows of G-E slimline 

* h e e lamps are easy to maintain; rugged push- 

* ~& j : j pull sockets permit one man to quickly 

eee wi D $s im ine am Ss replace a 16-foot row of lamps without 

moving his ladder. And slimlines start in- 


stantly, need no starters, have long life 
and high efficiency. 





¢-E/ ” SLIMLINE FLUORESCENT 


A High efficiency 


Low maintenance cost 


Instant start, no starter needed 
Three brightness levels 


Single-pin base, easy in and out 











4-lamp fixtures do the job throughout All these advantages of General Elec- modern source of light. Slimline lamps 
2 the plant, as in this parts tumbling tric slimline fluorescent give you a are another development of General 
room. Decision to use slimline was based big profit opportunity you can’t afford Electric lamp research—another reason 
on long life, low-cost maintenance, and to miss. Stock and sell General Electric why you can give your customers more 
availability of three brightness levels. slimline fluorescent lamps—world’s most when you sell General Electric. 


GENERAL @@ ELECTRIC 
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| | Capitalize on these | | te 
| Advantages of 


"ACHing 


Certified Re ° mm 

Reshippable | 
| IN DISTRIBUTOR 
WAREHOUSES 

HANNY-PACK | Sseecectecess 


ing. They can bestacked neatly andeasily | 


without crushing or toppling. They 
save time...eliminate costly spillage, 
mixing and sorting. 


IN JOBBER SALES 


Sturdy Handy-Pack bolt cartons have | 
sales features never before available. | 
Jobber salesmen respond by pushing 
the line... because they have something | 
: ‘extra’ to sell. Sales go ‘way up. 
@ Handy-Packs contain the same small 

lot quantities of bolts that have been 
standard for years. Cut thread carriage 
and machine bolts have nuts attached as 
always. 


STURDY HANDY-PACK 
CARTONS 


are constructed of corrugated board with 
a certified bursting strength of from 125 
to 200 Ibs. per sq. in. depending on bolt 
size. The cartons are packed in wooden 
boxes...can be woot oad in carload or less- 
than-carload lots. Every carton is sealed 
with nylon tape...is certified reshippable. 
Tying and wrapping are not required 
when you reship. Sturdy Handy-Packs 
are superior in every way to ordinary 
‘paper’ cartons. Warehousemen, jobber 
salesmen and sales clerks who have tried 
them don’t want anything else. Order 
your bolts from Buffalo and enjoy the 
many advantages of Handy-Pack. 


Rugged open 
drawer 


IN RETAIL OUTLETS 


Handy-Pack covers are marvelous open 
drawers for bolt cabinets. They save 
time...elimimate opening cartons every- 
time you make a sale. The Handy-Pack 
covers are sturdy...won’t bulge, tear 
or crumble. 


| 
| 
| 
| 
| 
| 
| 
| 
| 6 
| 
[ 
| 
| 
| 
| 
| 
| 


WRITE for this free circular on quantities 
and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 





Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City | 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS * RIVETS AND SPECIAL FASTENERS | 
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41—Contract and purchase orders 
related to AEC construction except 
purchases of construction equipment. 

42—*Contract and purchase orders 
related for construction equipment. 

43—* Privately owned AEC facili- 
ties. 

44—* Additions to privately owned 
AEC facilities. 

*These ratings must be approved 
by AEC each time they are used. 

There is a simple test by which you 
can determine whether a rating is 


| being extended legally. When you re- 


ceive a rated order, note the rating 
number, consult the glossary to find 
out what program it belongs to and 


| ask yourself whether the items on the 


order can be incorporated into any 
product made for that particular pro- 
gram. 

For example: you receive a rated 
order calling for taps and dies. The 
rating is DO-05. This identifies it as 
the weapons program. Obviously, there 
are no taps and dics in weapons. 
Equally obvious is that the taps and 
dies are needed as operating supplies. 
You do not have to accept the order. 

If the customer’s operations are 
threatened with stoppage, he must 


| apply to the issuing procurement off- 


cer for authorization to use DO-98. 


| Then you must accept the order with 


this rating. 

The test is end use and, for that 
reason, you should make sure, par 
ticularly with orders bearing DO-03 
(Ships) and DO-04 (Tank-Automo- 
tive). You may receive an order bear- 
ing a DO-03 rating which calls for 
hand tools, drill press, lathe and power 
transmission products. You may have 
to accept it. The customer may be 
outfitting a ship with a repair and 
maintenance shop as part of his con- 
tract. 


Industrial Supply 
Leaders Meet NPA 


J. H. Ruddell, Central Rubber & 
Supply Co., Indianapolis, Ind.; Charles 
T. Bush, The Charles Strelinger Co., 
Detroit, and Harry Rinehart, repre 
sented the National Supply & Ma 
chinery Distributors’ Association at a 
conference of wholesalers held in 
Washington recently, at the invitation 

(Continued on page 15) 





BUDDY BOMAR.. 


twice named “Bowler of the Year’. Member of 
the All-American bowling team, 1948-49 and 
1949-50. Winner of All-Star individual Classic. 
During 1949-50 season, Classic League, Chi- 
cago, led individual scoring with a 207 game 
average, bowled the high three-game total of 
790, and had ten 700 scores. 





LEAVE IT 





WHY, WE ASK YOU, should we (or anyone else) try to 
do something that you can do better? 

As manufacturers, we specialize in building a line of mul- 
tiple and general duty V-belts second to none. As distri- 
butors, you know how and why V-belts are used. You know 
how to sell the men who buy them... you’re an expert be- 
cause that’s your business. And that’s why we believe that 
the warehousing and distribution of Durkee-Atwood V- 
belts should be left exclusively to you. 

Here’s your chance for a ten-strike. We can offer you a 
real opportunity . . . a way to do a more profitable V-belt 
business on a fair and square basis. Sound good? Then write 
us today to get the complete story. 


DURKEE-ATWOOD COMPANY - DEPT. A6-12 - MINNEAPOLIS 13, MINN 


DURKEE-ATWOOD 
MULTIPLE BELTS 


Extra duty design and construc- 
tion. Available in sets matched 
by D-A'S special Iso-Dynamic 
Method, with belts running under 
full load. 


DURKEE-ATWOOD 
GENERAL DUTY BELTS 


“High Cord Line” design keeps 
the entire body of the belt under 
compression for smooth, even 
transmission ... reduces slippage 
and wear. 








DURKEE 
ATWOOD 
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FOR JOBS LIKE THESE... 


uve got to havea rope with quts 





< -oeilinitil  ellaity  O4 
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HIGH, WIDE AND HANDSOME. Quarries need wire WET AND MUCKY. Ticer Branp Wire Rope furnishes 
rope that will run fast, support tremendous weight. This the muscles for this big Mississippi dredge. Constantly in 
photograph shows Ticer Brann Wire Rope used for der- and out of water . . . subjected to extreme loads . . . Ticer 
rick and mast guys, and hoisting ropes, in « nationally- 2 Branp delivers economical heavy-duty service that pays 
known quarry. off in fewer rope replacements, 


ae oy 





american BRC Gy TIGER WIRE ROPE 


TIGER BRAND 


A ROPE’S TOUGHEST DIGGING JOB. Dust and grit spelt short life 


for inferior rope—if it's used in strip mining. But you can count on 

Trae Baane Wire Rope to Give matebians performance ender the toughest We can furnish a complete line of 8, 6, 4-part and 

epesnting condisienn, ’ laid slings as well as all standard and special wire 
rope fittings. Choose from our standard selection or, 
if you have a special problem, we'll make special 
slings to your specifications. Write for our free book- 
let, “American Tiger Wire Rope Slings.” 
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READY FOR A WORKOUT. Tiozn Brann Wire Rope has the flexi- 
bility to withstand constant coiling and uncoiling. When properly 
lubricated and maintained, Ticer Brann Wire Rope will give you 
dollar for dollar service that can't be beat by any other wire rope. 


OUT GOES THE OVERBURDEN. stripping overburden usually means high 
shock stresses on the rope. Tictr Brann Wire Rope—made in the widest 
variety of styles—is available to meet unusual conditions of shock . 
abrasion . . . high loads, 


FOR HIGH STRENGTH, GREAT FLEXIBILITY AND 
A COMPLETE RANGE OF SIZES AND STYLES — USE 


TIGER BRAND WIRE ROPE 


Judge it by the jobs it handles / 


Most premature rope failures can be traced to 
improper selection, maintenance or installation. 


Your Ticer Branp field service engineer can 
help you with all these problems. A skilled engi- 
neer, he has access to a tremendous file of case 
histories. He knows how to pick the best kind of 
wire rope for your own job—the type of core, the 
kind of steel, the construction, the lay and the 
finish—all things that must be considered for top 
performance. 

Your Ticer Branp field service engineer will do 
more than help you select the rope. He’ll show 
you how to use it most effectively with your run- 
ning equipment. He might, for example, suggest 
that you use: 


MANGANESE STEEL SHEAVES TO INCREASE ROPE LIFE 


Soft steel sheaves can cause trouble. Tiny slivers 
of metal become imbedded in the rope and “grind” 


it until it fails. Furthermore, the rope will cause 
corrugations in the sheave. In turn, these corruga- 
tions can ruin the rope that caused them. Man- 
ganese steel sheaves actually harden and polish 
themselves under severe pressure and friction. So 
they continuously present a smooth surface to the 
rope—and lengthen its life. 

If you have a special application that’s tough on 
wire rope, get in touch with your Ticer Branp 
field service engineer. Meanwhile, you'll find a 
wealth of knowledge in our information-packed 
handbook, “American Ticer Branp Wire Rope.” 
Write for it today. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT CO., WEW YORK 


AMERICAN TIGER BRAND WIRE ROPE 
Cicely Cheformed 


UNiITEOD 


oo ae eS oe Te 
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ask eae BILLINGS DISTRIBUTOR 
He’ll tell you why! 


»Get your customer's interest, focus their atten- 
tion on you, the BILLINGS’ DISTRIBUTOR . . . 
one of the solid planks in 
the Billings’ selective Distributor Policy. 

It's working every day! 


THE BILLINGS & SPENCER CO. HARTFORD 1, CONN. U.S.A. 
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of NPA. William H. Harrison, NPA 
Administrator, attended with other 
control agency officials. 

Mr. Harrison stressed the impor- 
tance and essentiality of wholesale dis- 
tribution to the entire economy. “Our 
defense program is in the making,” 
Mr. Harrison said, “and nobody at 
this time can foresee all our future 
needs.” He added that NPA’s staff 
is looking ahead, trying to avoid abrupt 
shortages, trying to give as much ad- 
vance notice as possible when alloca- 
tions must be resorted to. 

Among the 90 wholesalers attend- 
ing were: Frank G. Stewart, Standard 
Automotive Supply Co., Washington, 
D. C.; Henry J. Allison, Allison-Erwin 
Co., Charlotte, N. C.; F. B. Kaufman, 
Hibbard, Spencer & Bartlett, Evans- 
ton, Ill. 


Two More Agencies 
Get DO Authority 


The National Advisory Committee 
for Aeronautics and the Coast Guard 
were authorized by NPA to use de- 
fense order (DO) ratings for their 
direct procurement and construction. 
hese agencies are engaged in activi- 
ties directly connected with promoting 
the national defense, and the delega- 
tions of rating authority will facilitate 
the discharge of their functions and 
responsibilities, according to NPA offi- 
cials. 

Use of the rating authority by both 
agencies is limited to such quantitive 
allocations as may be assigned by 
NPA, and to such conditions as may 
be imposed by NPA on use, records 
and reports. In addition, the authority 
cannot be used to rate direct pro 
curement or contractors’ purchase of 
construction equipment for use on 
construction in the Zone of Interior; 
purchases from exclusively retail es- 
tablishments except in emergency sit- 
uations and only in small amounts to 
prevent imminent stoppage. 

Prior to these delegations, NPA 
had issued “DO” rating authority to 
the Department of Defense and the 
Atomic Energy Commission. In all 
instances, the issuance of ratings must 
conform to the limitations set by NPA 
Regulation 2 and by the limitations of 
the delegation order. 
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Guard Against Atmospheric Hazards... 


Drip Proof 
Oe nal 
ALTERNATING CURRENT MOTORS 
POLYPHASE 


Squirrel Cage Induction — 1/6 to 400 H.P. 
Wound Rotor Motors—1 to 400 HP 
Synchronous Motors—20 to 150 H.P. 
SINGLE PHASE 
Split Phase Induction—1/6, 1/4, 1/3 HP. 
Capacitor—1/6 to 20 H.P Splash Proof 


Repulsion Start, Brush Lifting, Induction— 
2 to 20 H.P 


DIRECT CURRENT MOTORS 
1/6 to 300 H.P. 
GENERATORS 
AC, .63 to 250 KVA 
DC, .75 to 200 KW 
GEAR MOTORS 
1/8 to 1-1/2 H.P. 
MOTOR GENERATOR SETS Totally Enclosed Fan Cooled 
AC to DC, AC to AC 
DC to DC, DC to AC 
Open Protected, Splash Proof, Totally Enclosed 
Fan Cooled, Explosion Proof 


Ball Bearing motors are factory lubricated for sev- 
eral years’ normal service. Bearing housing con- 
struction permits easy re-lubrication when unusual 
service demands it. 


- 


Explosion Proof 


INDUSTRIAL DISTRIBUTION « 


I. guard your production against the destructive 
effects of atmospheric hazards, Century offers four 
types of protective motor frames. 

DRIP PROOF — meets the requirements of most installations. 
Use it where operating conditions are relatively clean and 
dry. Top half of the frame is enclosed to keep out falling 
solids and dripping liquids. 

SPLASH PROOF — keeps splashing liquids out of the motor 
even when the frame is washed with the full force of a hose. 
Use Century Splash Proof motors indoors or outdoors. 
TOTALLY ENCLOSED FAN COOLED—resists the hazards of 
abnormal concenirations of dusts, powders, grit, oil mists, 
acid and alkali fumes. 

EXPLOSION PROOF — protects life and property in atmos- 
pheres charged with explosive dusts or vapors. 

The properly selected protection with the wide varia- 
tion of starting torque characteristics to choose from 
provides long operating life and improves the produc- 
tion of the driven equipment. 

Century motors are available in a wide range of kinds 
and types—in sizes from \% to 400 horsepower—for 
single phase, polyphase and direct current applications. 


Specify Century motors for all your electric power 
requirements. 


CENTURY ELECTRIC CO. 1006 pice se.-st. ovis 3, me. 


Offices and Stock Points in Principal Cities 


DECEMBER, 1950 








Now! LINK-BELT Offers 





One-Piece Link of simple design 
has integral carrying platform. 
Chain can be detached at any 
convenient pitch—no coupler links 
needed. 


A light, durable, efficient Chain for 
carrying Containers through Wash- 
ing, Filling, Packing, Capping, Seal- 
ing, Labeling and other Operations. 
. 
$-815 Flat-Top Conveyor Chain oper- 
ates in conventional flat-top chain 
tracks, making it readily adaptable to 


both newly-designed machines or those 
already in operation. 


Folder No. 2344 gives complete 
details. 








SIMPLE DESIGN — Each pitch consists of a 


single hinge-type link and pin. 


SMOOTH SURFACE — smooth transfers. Over- 


lap of adjacent links assures continuous smooth carry- 
ing surface. 


SUSTAINED STEADINESS — so few parts 


used that there is virtually no unsteadiness due to accu- 
mulated looseness from wear. 


SERVICEABLE — te:; wear, long life because load 


is distributed over entire length of chain joint. 


Carrying cans of beer at The Jos. Wiedemann Brew- 
ing Company, Inc., Newport, Kentucky. 


LINK-BELT COMPANY Chicago 9, Indianapolis 6, Philadelphia 40 


t Toronto 8, Johannesburg 


SANITARY — Easy to keep clean. Smooth surface, 


rounded corners and beveled edges—no pockets to 
collect dirt. 


STANDARDIZED TRACKS — s-215 operates 


in conventional flat-top chain tracks—only necessary to 
change sprocket wheels to use S-815. 


SECURELY ASSEMBLED, yet easily detached 


by a sharp blow against end of pin. 


SPROCKET WHEELS — Life is doubled as chain 


contacts only every other tooth. Available in either steel 


or gray iron. i220 


Moving milk bottles through filling and capping 
Operations at Quality Dairy, St. Louis, Missouri. 
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TACKLE 
BLOCKS 


FITTINGS 


WIRE ROPE 


Only manufacturer of the complete line— wire 
rope, wire rope fittings and tackle blocks... All 
engineered to the job by Upson-Walton for 
LONGER LIFE and BETTER SERVICE. 


THE UPSON-WALTON COMPANY : Cleveland, Ohio 


New York ¢ Chicago ¢ Pittsburgh 
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There’s Money for 
ripe! ou 
in this picture! 


This Har i 
wich advertisement appears curr 
le nes read by your custome a 
or ~ on it by stocking and 3 
mee: g Harper non-ferrous and 

inless steel fastenings 


Joe was on his way % setting a new sales record. Then came that 
wire from the home office - - - 
Corrosion had caus iv n a vital piece of processing 
equipments other fastening fai y icipated; 
production had to be stopped 
This is not ao exceptional case. It's happened many times. 
It could happe® to you any time. And the only way © protect yourself 
against such a loss is to standardize 0© non-ferrous OF stainless 
steel bolts, nuts, screws and accessories. 
Harper makes these Everlasting Fastenings in over 7000 different 
sizes, tyPe> alloys— Brass, Bronzes, COpPe? onel and Stainless 
Steels. In addition to resisting corrosion, they are non-magnetic, 
long-lasting, reusable—most economical in the long rue- 
Large stocks ready for delivery from distributors and warehouses 
in principal cities. Write for catalog, current 
stock list: The H. M. Harper Company, 
8219 Lehigh Ave., Morton Grove, Ill. 








New York Office and Warehouse: 200 Hudson St 

Les Angeles 5 £. 31s St 

Branch Offices: Atlanta, i > 4i, Clevelond, Dollos 
Denver, Detroit, 

Philadelphia. Pittsburgh. St. Lovis, Seattle, 


AMERICA’S LEADING SPECIALISTS IN NON-FERROUS AND STAINLESS STEEL FASTENINGS 


' 





SPECIAL NOTE TO 
DISTRIBUTORS : 
Write us today about 
handling the well- 
known A=-L DRILL ROD in 
your territory. Line 
is complete... 
quality is tops. A-L 
warehouses (located 
north, south, east, 
west), plus master 
stocks at Dunkirk, 
N. Y., assure quick 
shipments. Get the 
whole story and de=- 
cide for yourself. 


/mprove your products 22 CU costs 


witt A-L DRILL ROD 
in high-speed, alloy, or carbon  Sradees 


Standard sizes are promptly available If you want better quality, accuracy, 

from stock in Commercial, Pompton, and finish on your products—with 
FREE BOOKLET Alloy Tool Steel, and High-Speed economy,—call A-L. No obligation. 
grades for making: 





gives useful 
. ° Arbors Drift Pins Perforating 
information 


Armature Shafts Drills Punches 
The eight pages of this Ball Bearings & “oo = se Rode A 
illustrated booklet, “A-L Races eee wre arene 


DrillRod andCold Drawn Broaches Fetng Fine tesrted Geae- 


” " er Blades 
Products,” are a valuable eo » pened ates Peiba a6 
" . . Five-expander rew Drivers . 
contribution to your file ieee ieee aati 
on how to save needless Guim Shotts 
operations in makin Chuck Jaws STEEL CORPORATION 
per & Gears & Pinions Spindles 
your product and how to Collets Pittsburgh, Pa. 


2 Keys Stamps 
enhance customer satis- Cut-off Tools 


; : Knock-out Pins Vise Jaws e 
faction. Setetiteest TOOL STEEL DIVISION: DUNKIRK, N. Y. 


Machine Parts Wood-cutting 
Tools Mandrels Tools 
Get Your Copy— 


Dies— : , 
Write for it Today cold header, Nail Sets Watch Parts fin Too A OG Y 


noil, Pipe Grips Taps 
ADDRESS DEPT. ID-12 threading Scale Pivots Tong Bits 2. . (854 
Dowel Pins Nut Punches Etc. PATEL, 
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RUST-OLEUM ! 





Show up in large figures 
* THE PRODUCT i 


RUST-OLEUM is a scientifically prepared 
rust preventive that is easy to apply and 
is self-levelling. Here is a product with 
either flat, semi-gloss, or gloss finish that 
has great salability because of the excellent 
job it does wherever applied. It is pliable 
and retains its elasticity. RUST-OLEUM 
resists expansion or contraction. It is 
applied by spray, dip, or brush method. 
Any trade area can be a volume sales 
producer. 


* ITS PURPOSE 


There are Industry-Proved RUST- 
OLEUM products ‘or protecting metal, 
wood, brick, cor:crete, etc. RUST- 
OLEUM is applicable to stacks, metal 
roofs, fire escapes, boilers, structural 
steel; window frames, pipes, ducts, tanks, 
and a long list of other items. It is used 
both indoors and out. In its various types 
RUST-OLEUM resists acid fumes, alkali, 
grease, oil, exterior weather elements, brine, 
slight abrasion, salt water, salt air, etc. 


* THE RESULTS 


Where RUST-OLEUM is used, time, labor, and money are saved. 
This has been true for years past throughout industry, and means 
that you build permanent customers and therefore steady sources 
of profit. Now particularly when all of industry is sveking ways and 
means of saving money, RUST-OLEUM gives you an excellent 
opportunity for increasing your earnings. 


« Your MARKET 


Rust is one of industry's big problems. It is being fought continuously. 
It means that you have a market for this rust preventive that is as 
big as all industry itself. Distributors require no complicated, tech- 
nical knowledge. The repeat business in YOUR market is something 
for you to think about. You can be the “stop the rust” man in your 
territory and make excellent money as such. 


RUST-OLEUM 


Available in colors, white 
and aluminum. 
Decorates as it protects. 


DISTRIBUTOR 
POLICY 


We cannot emphasize too strongly 
the value of a RUST-OLEUM dis- 
tributorship and the protection it 
gives you. Our policy of selective 
distribution assures fast, profitable 
turnover on minimum inventory. 


Promotional support — Your sales 
effort is backed by an increased 
advertising schedule in Time, 
Newsweek, Business Week, Factory, 
Mill & Factory, Modern Industry, 
and other leading industrial pub- 
lications — plus direct mail adver- 
tising, directories, and our catalog 
in Sweets. 


Cooperative Field Men — RUST- 
OLEUM trained field engineers 
qualified to do a thorough sales 
job are ready at all times to help 
you build and maintain high profit 
volume. 


Write — As a good business move 
we suggest that you write for 
complete information and data on 
tested sales promotion and sam- 
pling campaigns. 


CORPORATION 








2410 Oakton Street * 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 


Evanston, Illinois 





ERMETO FITTINGS 


= is the famous Ermeto fitting . . . made in stainless steel. This 
is the famous high-pressure fitting made by Weatherhead and used 
extensively in industry to insure dependable, corrosion-resistant, 
leak-proof connections under the most severe conditions of vibration 
and pressure. Ermeto fittings are now available in stainless steel for 
pressure lines where corrosion or contamination of flow is a problem. 

Ermeto stainless steel fittings provide the same flawless perform- 
ance and are identical dimensionally with the comparable steel 
Ermeto fittings. They are easy to install and tubing connections made 
with Ermeto fittings require NO FLARING, NO THREADING, NO 
WELDING, NO SOLDERING. They provide the typical, dependable 
Ermeto seal at pressures up to the burst strength of the tubing. 

Wide application for Ermeto stainless steel fittings exist in the 
chemical, food processing, refining and other industries. Weather- 
head field engineers will be glad to work with you on any pressure 
connection problem. 

In addition to stainless steel, 

Weatherhead Ermeto fittings are 

available in steel and brass. 

Weatherhead products are stocked 

by leading industrial distributors HERE IS THE 
...name and address of closest SAFETY JOINT 
distributor furnished on request. 


3 oii \\" am 
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THE MARK OF QUALITY 
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THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 
CLEVELAND, O. + ANGOLA, IND. + COLUMBIA CITY, IND. + ST. THOMAS, ONTARIO, CAN. 
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Four sizes . . . all available from stock with stock product 
economy ... with capacities up to 27 H.P. and developing 
output speeds from 115 to 330 r.p.m. 


No special engineering required. No foundation to provide. 
No flexible couplings. No sliding base. No “‘lining-up” 
difficulties. No expensive installation. Stock Taper-Lock 
sheaves prescribed for each job to provide desired speeds. 


, Reducer locks on the shaft-to-be-driven with a steel locking 
collar on each side of unit. 


Unit is driven through any V-Belt Drive. This absorbs shock 
loads. Speeds can be varied by simple change of sheave. 
Interchangeable bushings adapt shaft sleeve to different 
shaft sizes, making application to other machines practical 
and easy. 


INDUSTRIAL DISTRIBUTION 


Torque arm, fastened to floor or any fixed object, anchors 
the reducer unit. Turnbuckle in torque arm provides fast and 
accurate adjustment of belt tension. 


Compact. . . light in weight (size 12 weighs 49 pounds)... 
yet extremely rugged. Cast iron housing. Helical steel gears, 
shaved for quiet operation, heat treated for long life. Gener- 
ous capacity deep groove ball bearings. 


Backstop available from stock when required. Simple and 
positive. Easily installed on input shaft. Sealed from dust and 
dirt inside the reducer housing. 


The new Single Reduction TORQUE-ARM SPEED REDUCER 
is a DODGE product—which means fine engineering, 
quality manufacture. Get all the facts. WRITE for bulletin 
with selection tables. 
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115 to 330 R.P.M. 


TORQUE-ARM 
SPEED REDUCERS 
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ODGE now broadens the market — increases 
the sales and profit opportunities of Distrib- 
utors — with a new SINGLE REDUCTION Torque 


its application than floor mounted reducers. 
Dodge Torque-Arm Speed Reducers provide 
economies which increase their sales appeal. 


Arm Speed Reducer, for output speeds ranging 
from 115 to 330 r. p. m. 


This new Dodge product provides the same big 


Easy-to-use selection tables enable you to supply 
from stock the correct “package” 


to meet your 
customer's specific needs. 


advantages in this range that its companion, the 
Double Reduction Torque-Arm, has brought to 
the field of lower speeds. It is practical and eco- 
nomical, easier to install and far more flexible in 


DODGE MANUFACTURING CORPORATION 


and Transmissioneers 


AMERICA’S MOST COMPLETE LINE OF SHAFT-MOUNTED SPEED REDUCERS 
j @ ’ : 


DOUBLE REDUCTION 
CAPACITIES TO 25 H.P. Fe 


Write now for Bulletin A602 with details, speci- 
fications and selection tables on the new SINGLE 
REDUCTION Torque-Arm Speed Reducers. 


ates 


e 500 UNION ST., 


ipported by 


. s str ong pate aE campaign which, 
of Mishawaka, Ind. ss usual, features Dodge D 


istributors 


MISHAWAKA, INDIANA 


This new Dodge product is 


sees, a REDUCTION , 

CAPACITIES TO 27 H.P. ; 
€ Cee rrr: OGeae 
ns TO 330 R.P.M, : 
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12 TO 110 RPM. 








ar SUN’S 


NEWEST 
REFINERY.. 


Reaching twice as high as the Statue of Liberty, 
this 308-foot Houdriflow unit forms the heart 
of Sun’s newest refinery. It can produce 600,000 
gallons of New Blue Sunoco gasoline daily, 
plus other products, doubling the capacity of 
the Toledo plant. 

OIC Valves are at work in many strategic 
points throughout this refinery. They give 
efficient, precise control because they’re— 

PRECISION ENGINEERED—positive closure 





Sun Oil Company's new cat cracker at Telede, Ohie 


-..Minimum friction...designed for smooth, free 
flow. PRECISION BUILT—every essential part 
accurately finished for a precise fit, on the most 
modern production equipment. PRECISION 
APPLIED—OIC engineers will assist in select- 
ing valves to suit each job, at lowest cost. 

This design, manufacturing and application 
know-how helps you sell better valving—more 
OIC Valves. The Ohio Injector Company, 
Wadsworth, Ohio. 


VALVES. 


FORGED AND CAST STEEL- IRON - BRONZE 
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Yin for MILWAUKEE QUALITY Everytime 


“STURDI-BILT” Wire Cup Brushes recom- 

mended for the steel fabricating industries 
wherever scale, rust, paint or weld spatter 
is to be removed from large or rough 
metal surfaces 


DURA-BILT Wire Wheel Brushes 
insure smooth operation on 
high speed power equipment 


Heavily filled unit for extra-tough cleaning 
jobs on flat surfaces 


Rocker or curved back style used on flat 
surfaces—easy grip—minimum effort 


For cleaning small difficult-to-get-at places, 
and pipe-threads. Shaped handle gives easy 
grip. 


THE men who use MILWAUKEE 
brushes are boosters for them. 
The boss knows this and it’s but 
logical for him to make the orders 
read for MILWAUKEE quality. 
Your territory can pay well if you 
stay with MILWAUKEE. 
Centralization of purchases by dis- 
tributors is a sure way to simplify 
ordering. The MILWAUKEE line 
is complete in types for every in- 
dustrial need. Therefore, you can 
make MILWAUKEE your service of 
supply and be sure of the quality 
that users O. K. 

No. 42-61R is a 16 page bulletin 
describing brushes of particular 
interest to the Industrial Distribu- 
tor. Bulletin No. 48-12 features 
Steel Wire Hand Scratch Brushes. 
Catalog No. 36-R-7 describes the 
complete line. Write for copies. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE 45, WISCONSIN 


“ntl PROBLEMS” 
= eee ZZ 
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@ Here is a complete brush 
tool supply source keyed to give 
you a dependable service—one 
that will work for you in build- 
ing sales and profit. We are 
fully equipped to produce spe- 
cial brushes designed from blue 
prints or specifications. 


Power Driven Wire Wheel 
Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup 
Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


Your Wlarket 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 

Glass 


<< ee aaa 





@ Sharp, Strong Corners 
@ Straight, True Sides 
@ Clean, Accurate Threads 


REPUBLIC UPSON 


—from the more than 20,000 
members of the REPUBLIC 
UPSON Quality Line. 


* 
REPUBLIC STEEL CORPORATION 


Bolt & Nut Division 
CLEVELAND, OHIO 7 GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N. Y. 


L\ 


BOLTS AND NUTS 


96 YEARS FASHIONING THE FASTENING HABITS OF INDUSTRY 
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LETS QUIT MONKEYING AROUND 
WITH INADEQUATE TOOLS. BUY THE BEST- 
BUY SHIELD BRAND. 








. and you, too, can do it faster, better and at less 
cost with a Standard Red Shield Drill. No matter 
what you have to drill—iron, steel, brass, copper, 
aluminum, plastic~we have a Shield Brand Drill 
especially made for the job. 


Shield Brand Drills—like all the Shield Brand 
Tools—are Foremost Quality in design, construction, 
workmanship. Our Service Men have the benefit of 
over 69 years’ accumulated experience in solving 
tough drilling, reaming and metal cutting problems. 
Their advice and suggestions are gladly given without 
cost or obligation. Leading Industrial Supply Distribu- 
tors coast to coast will look after your requirements 
for Standard Shield Brand Tools. 


STANDARD TOOL (10. cizvetano « onto 


New York + Detroit - Chicago + San Francisco 


THE STANDARD LINE: Drills - Reamers + Taps + Dies « Milling Cutters « End Mills » Hobs » Counterbores + Special Tools 
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.. + Speeds TV Production 


Plenty of power is needed to start and drive self-tapping 
screws fast on TV assembly lines. But torque must be 
automatically, accurately limited or threads strip, delicate 
electronic parts crack and crush. 

That was the problem a leading electronics manufac- 
turer faced. Other drivers were tried. But it took the 
versatile Millers Falls No. 50 with patented ‘“Adjustomatic” Clutch 
to solve the problem. 

Today this manufacturer is using 36 of these powerful, super- 
sensitive tools — with an additional 36 to go into service shortly as 
new TV tuner lines are started. 

Stories like this are typical of the outstanding performance you can 
offer your customers — and the volume of sales you can obtain — 
when you carry Millers Falls ‘“Adjustomatic” Clutch Screw Drivers. 

Available on the suspension-type No. 50 and pistol-grip ‘‘Dyno- 
Mite’’® Screw Drivers, Millers Falls ““Adjustomatic” Clutch can open 
up highly profitable new business for you in local plants wherever 
delicate asse.. sly work is performed. 

Write today for complete details on the profit possibilities offered 
by a Millers Falls distributorship. Millers Falls Company, Greenfield, 
Massachusetts. 


Millers Falls SaZer- Sensitive 
“ADJUSTOMATIC’””’ SCREW DRIVERS 


OTHER HIGH PRODUCTION, HIGHLY PROFITABLE MILLERS FALLS ELECTRIC TOOLS INCLUDE: DRILLS, POSITIVE-CLUTCH SCREW DRIVERS, 
NUT RUNNERS, STUD SETTERS, BENCH AND PORTABLE GRINDERS, BUFFERS, POLISHERS, SANDERS, HAMMERS AND CIRCULAR SAWS. 
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To keep 
your profits 
growing 


with the Goodyear Franchise 


\ 
> 


We think you'll like “THE GREATEST STORY EVER TOLD"—Every Sunday— ABC Network 


GOooD, 





6 
me? 
% of 
@ 
@ 


ow’s the time to plan for profits in 
N°st — by ordering the new, hard- 
hitting direct mail campaign from 
Goodyear. You'll find ten powerful mail- 
ings available for you to send out — 
featuring hose, flat belts, V-belts and 
every type of Industrial Rubber Product. 


Punch-packing direct material is but one 
of the reasons why leading Industrial 
Supply Houses have found the Goodyear 
franchise — year after year — one of the 
top money-makers. The other reasons for 
its leadership are listed in the blueprint. 


So look them over now — decide to put 
them to work for you in 1951 — then 
write for full details to Goodyear, Akron 


16, Ohio. 


EAR 


THE GREATEST NAME IN RUBBER 
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The Round trademark will boost your sales! 





Reel Sales- 
man holds 4 


Complete line... te pie ge 
' Y reels) of 


Recognized top quality... EEE poputer email 


sizes of weld- 


Strong sales support TW sd ond wold 


less chains. 
The ROUND trademark means more chain 
volume for YOU . . . more customers, steady 
repeat business, greater customer satisfaction 
and higher profits. 
You profit because your customers can meet 
all their chain needs from one single source — 
you! ROUND makes chain of every type .. . Se eee 
Proof Coil, Brass Safety, Double Jack ...a aie ees eee m= 
hundred other kinds from small links used in BBB Coil chain is stocked in 
precision instruments to massive anchor chain. 4 storage bins in base. 
ROUND has stood for top quality in chain 
since 1869. Your customers know and trust the 
ROUND name. 
Six large plants with warehouses in principal Proof Coil or BBB Coil 


cities guarantee that your requirements will be 
filled promptly and efficiently. 
Continuous ROUND trade and national ad- 


vertising, modern packaging, a full assortment Liberty Coil—Twist Link 


of selling aids—plus planned sales promotion 
help you get more orders, faster. oo 


Cash in on these ROUND sales advantages: Liberty Coil—Straight Link 


(1) Complete Line (2) ROUND Quality (3) 
Sales Support. They’re real profit boosters! 4.2059 aS 8 2 es 2 


Liberty Machine—Twist Link 


a a > = 


Lock Weave or Triumph Pattern 








The Cleveland Chain & Mfg Co. 


Cleveland 5, Ohio 


ROUND Associate Chain Companies 


The Bridgeport Chain & Mfg. Co., Bridgeport, 
Conn. ¢ The Cleveland Chain & Mfg. Co., 
Cleveland, Ohio ¢ Round California Chain 
Co., So. San Francisco and Los Angeles, Cal. ¢ 
Kegettes are ideal for store display ... boost sales... are pe an a o Ely. Cr. gma - * 
easy to stock. Each contains one of following quantities of eattle Chain & Mfg. Co., Seattle, Wash. * The 
Proof Coil or BBB Coil Chain (self colored or hot galva- Southern Chain & Mfg. Co., Birmingham, Ala. 
thized): 250 ft., %"; 150 ft., 4%"; 100 ft., %"; 75 ft., %”. ® Woodhouse Chain Works, Trenton, N. J. 
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Every other week another class of distributor salesmen 


“graduates” at 


@\ WALKER-TURNER 


From North and South, East 
and West they come. Salesmen—in 
from the field. Under the guid- 
ance of an experienced instructor, they 
learn how to operate Walker- 
Turner machines . . . see catalog 
specifications become sales advantages. 
They return to their territories light 
machine tool specialists—and, distributors 
report, better salesmen. 


Already, more than a hundred industrial 
distributor representatives have 
completed the Walker-Turner 
sales engineering course. This training 
program, designed to equip the salesman 
to perform maximum service, is but one 
phase of a thoroughgoing business- 
building program for Walker-Turner 
Distributors. 


Just as we design for sales, you can 
count on Walker-Turner to follow 
through. If your organization has not yet 
taken advantage of this sales and 
technical training service, send for 
particulars. 


WALKERUTURNER 
* PLY LSI DN) « 
Liibine 
KEARNEY ANDITRECKERL CORPORATION DRILL PRESSES « BAND SAWS «+ RADIAL SAWS « BELT and DISC SURFACERS 
PLATNEIELD, A, J. JOINTERS + LATHES + TABLE SAWS + JIG SAWS © TILTING ARBOR SAWS 
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POWER TRANSMISSION 
and CONVEYOR EQUIPMENT 
PROVIDE SUPERIOR SERVICE 


7 SALES UP! PROFITS OP/ 


FOR DISTRIBUTORS SERVING 
THE DEMAND FOR DICK EQUIPMENT 


BARRY CONVEYOR PULLEYS 


Welded steel construc- 
tion. Light in weight yet 
extremely strong. 
They're easy to install. 
Available in a wide 
range of sizes for all gen- 
eral conveyor services. 


DICK ROPE V-BELT DRIVES 


V-Belt and sheaves operate with 
engineered efficiency. Give maxi- 
mum service with minimum stretch 
. Resilience maintained. 

Sheaves carefully 

balanced and ac- 

curately ma- 

chined to mini- 

mize belt wear. 


COMPANY, INC. 


SAN FRANCISCO, CALIF. 


CHICAGO, ILL. 


The Dick Company stands ready to help 
you forge ahead by offering you a basic 
and complete line of engineered power 
transmission and conveying equipment to 
meet the needs of every customer. 


The Superior operating service of Dick’s 
power transmission equipment has built a 
volume of repeat orders and valuable new 
contacts for Dick industrial distributors. 


BARRY STEEL SPLIT PULLEYS 


Scientifically designed 
—electrically welded 
construction. Light in 
weight. Easy to install. 
Maintain exact shape 
under all loads. 


DICK’S BALATA BELTING 


Constructed of hard surface, closely woven duck. 

Thoroughly impregnated with Balata Gum. Free 
from stretch and 
shrinkage — and 
moisture resistant. 
High in power 
transmission effi- 
ciency. All “Dick- 
belts'’ guar- 
anteed. 


PASSAIC, N. J. 


SEATTLE, WASH. 
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These NATIONAL PIPE features 
mean better performance 


COMPLETE UNIFORMITY — 


Every time you re-order NationaL Pipe, you 
get the same clean, smooth pipe, the same 
strength, the same ductility, the same metallic 
structure and the same resistance to corrosion 
that you got in every previous order. 


EASY CUTTING AND THREADING — 


NaTIONAL Pipe is made from high quality 
steel, free from slag, laminations and blisters. 
As a result, NATIONAL Pipe threads smoothly 
and easily. Threads retain their strength, even 
in the lightest part of the thread. 


EASY BENDING AND COILING — 


Top quality materials, special manufacturing 
methods, and close inspection give NATIONAL 
Pipe that extra ductility and strength that 
mean better performance for close and exact- 
ing work. 


STRONG JOINTS — 


Workmen everywhere, in plants and in the 
field, say that nothing can beat a NATIONAL 
Pipe joint for strength. That's just one reason 
why Nationa. Pipe is the largest selling pipe 
in the world. 


SCALE - FREE — 


The Nationa Scale Free Process is your best 
assurance of pipe that’s clean as a whistle, 
inside and out. So you get less corrosion and 
pitting, greater fluid flow, fewer damaged 
valve seats and clogged orifices. 


And when you’re selling pipe, don’t forget this: National Tube Company is the 
largest and most experienced manufacturer of tubular products in the world. Furthermore, 
National is the largest-selling pipe in the world. So when your customers buy National, you 
know that you’re selling the best pipe for the job that money can buy. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS . UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Stee! PIPE 
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Selling PERFORMANCE that is BUILT IN 


The most successful salesmen are those who 
sell performance .. . not just products. 

Earl Traynor, industrial salesman for Thomas 
H. Bradley, Inc., of Watertown, N. Y., distrib- 
utor of hardware and industrial supplies, makes 
it a practice to sell fasteners that will stand up 
under the most difficult operating conditions. 

Because he translates the values built into 
RB&W fasteners into terms of longer, trouble- 
free operation for the customer, he is able to 
maintain volume business on quality-priced 
merchandise—and, with the help of the de- 
pendable RB&W fasteners themselves, keeps 
his customers satisfied. 


The values that Earl Traynor tells his custom- 
ers about are built into RB&W fasteners by 
men like John Waring. 

John operates a bolt-maker in RB&W’s Port 
Chester plant. Automatic cold-heading, which 
RB&W originated, accounts for the superior 
strength, greater accuracy, almost perfect uni- 
formity and improved appearance of RB&W 
bolts. 

Here, and in other manufacturing steps, 
RB&W builds into its bolts and other fasteners 
the maximum soundness that enables them to 
perform as well, on the job, as Earl Traynor 
says they will. 


R B W RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, lll., Los Angeles, Calif. 
Additional soles offices at: Philadelphia, Detroit, Chicago, Chattanooga, Dallas, 
The Complete Oakland. Sales agents at: Portland, Seattle. 


Quality Line 106 Years Making Strong the Distributors That Make America Strong 
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uper-7 Texrope 
A and B Belts 


Powerful cord structure im- 
pregnated with live rubber, 
extra stiffening plies, resili- 
ent rubber cushion, tough, 
double-wrapped, bias-cut 
cover, precision molded, ac- 
curately matched. 


Super-7 Texrope 
C,D, and E Belts 


Famous grommet construction, no 
splices where failure can start, heavy 
rayon cord, rubber cushion supports 
cords at pitch line, bias-cut double- 
wrapped cover has high wear resistance, 
accurately molded, matched under load. 


Sell the V-belt That Brings 
‘em Back For More 


= CAN COUNT ON REPEAT BUSI- 
NESS and satisfied customers when 
you stock and sell Texrope V-belt drive 
equipment. Strong advertising builds 
user demand. With top quality mer- 
chandise backed by the greatest engi- 
neering experience in the industry, you 
sell installations that give long, trou- 
ble-free service. 
Industry's Broadest Line 


Famous Texrope line offers you the 
world’s largest range of V-belt drive 
equipment... for any industry you 
name. That means you can handle any 
V-belt drive order with this one line. 


Engineering and Selling Help 
Allis-Chalmers gives you real coopera- 
tion on tough engineering problems, 
sales training for your salesmen, and 
printed selling aids. And you benefit 
from our experience in selling more in- 
dustrial V-belt installations than any 
other manufacturer. 

Get the Facts 
A Texrope line franchise is money in 
your pocket. A limited number of ter- 
ritories have franchises available. See 
your nearest Allis-Chalmers Sales Office 
today for details and requirements, 


Texrope, Super-7 and Vari-Pitch are Allis-Chalmers trademarks. 


ALLIS-CHALMERS 


ORIGINATORS OF THE MULTIPLE V-BELT DRIVE FOR INDUSTRY 
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Please send me: 

() Pre-Engineered 
Drives 2086956 

() HondyGuide for 
SelectionotTex- 
rope Drives 
B6051 

(CD Automatic Vari- 
Pitch Sheaves 
2087223 








ALLIS-CHALMERS, 1080A SO. 70 ST. 
MILWAUKEE, WIS, 








Title 





Company 





Street 


aeiecicions a ~ tame 
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Only MARVEL éecidels all foun 


While it is true there are several builders of hack sawing 
machines and many builders of band sawing machines, only 
MARVEL builds BOTH hack saws and band saws. The fact 
is that MARVEL manufactures 35 models of 10 basic types 
of metal sawing machines which include the world’s fastest 
automatic production saw, the world’s largest giant hydraulic 
hack saws, the world’s most versatile band saw and the 
most widely used small shop saws. 

With intimate and broad field experience in all types of 
metal cutting-off equipment and 35 different saws avail- 
able, it is obvious that MARVEL Field Engineers occupy a 
unique and exclusive position in the industry. They are 
eminently qualified to make expert and unbiased recom- 
mendations covering the type, size and model of metal 
sawing equipment best suited to individual requirements— 
the most efficient, most accurate, fastest, broadest in 
scope and the most economical. 


' MARVEL is also the only manufacturer of both metal saw- 


ing machines and metal sawing blades. Because the 
efficiencies of both the machine and the blades are inter- 


' dependent, each upon the capability of the other, expert 


knowledge covering both saws and saw blades is essential 


|} to the proper appraisal of any specific sawing situation. 


Correct balance of cutting speed and blade life, feed 
pressure and blade tension are all potent factors in over-all 
performance. Here again it is the MARVEL Field Engineer 
who is qualified to provide the comprehensive answer to 
your customers’ question. His job is to help you sell the 
most efficient metal saws for each of your customers’ 
specific application. Keep after this profitable business . . . 
call in the MARVEL Field Engineer to help you close sales 


Write for Catalog 49 


ARMSTRONG-BLUM MFG. CO. 


5700 Bloomingdale Ave., Chicago 39, U.S.A. 


A 


ayy Ti \aryy 


MARVEL High-Speed-Edge 
HACK SAW BLADE 





44 


*HACK SAWING MACHINES 
*BAND SAWING MACHINES 
“BAND SAW BLADES 
“HACK SAW BLADES 
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“Have a tough gasket or packing 


teresting stories. ..new, unusual 
applications and products of neoprene. 
Write E. I. du Pont de Nemours & Co. 
(Inc.), Rubber Chemicals Division C-12, 
Wilmington 98, Delaware. 


me = 


§ Ag FREE! THE NEOPRENE NOTEBOOK — In- 


une in Du Pont “Cavalcade of America” Tuesday nights—NBC coast to coast 


NEOPRENE 


The rubber made by Du Pont since 1932 


=_ a * 


REG. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 


problem? Your answer’s right heref” 


“Just tell me what you’re up against, and I’ll bet I have 

the answer right here . . . in neoprene sheet, gaskets or 
packings. For neoprene’s resilience assures an efficient 

seal against either rough or smooth surfaces. It resists 
deterioration from heat, oil, grease, steam and most chemicals. 
And neoprene’s low compression set assures a permanent seal.” 


Convincing sales talk? It’s just one of many, many cases 
where gaskets, packing and other resilient products made of 
neoprene serve better in severe service. And you have plenty 
of selling points when you point out how neoprene’s 
outstanding properties pay off in lower maintenance costs 
and longer life. While Du Pont does not make finished 
neoprene products, the manufacturer you represent uses 

it in his quality lines. Ask him to tell you about the sales 
advantages of the neoprene products you are selling. 

E. I. du Pont de Nemours & Co. (Inc.), Rubber 

Chemicals Division, Wilmington 98, Delaware. 


/ 








UNITED STATES ELECTRICAL TOOLS OFFER 
AMERICA'S GREATEST LINE OF SNAGGING GRINDERS 


Comparisons prove that the United States Line of Electrical Tools is 
the greatest and most varied array of precision-designed and built 
QUALITY equipment. It’s this QUALITY which makes distributors 
build confidence and hold customers . . . just as it surely will for you, too. 





ADVERTISEMENTS— 
full pages in leading 
trade publications 
every month in the 
year—HELP YOU 
SELL. 











LINE UP 
AND PROFIT BY 


United States 
Electrical Tools 
Six-Point 
Distribution Plan 


1. Full Line 
. Super-quality 
. Economical, 
competitive 
prices 
4. Protection 
. Good profits 
. Selling helps 








WRITE TODAY FOR AVAILABLE TERRITORY 
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WHAT ARE 


4 Eas y Ways 


TO OPEN oe 


4 Poene 





1, UNCOVER THE “MISSING LINK". 
that amazing Laughlin fitting that puts cus- 
tomers in a buying mood because it’s a link 
that’s stronger than the chain itself! 


2. REVEAL THE LATCH THAT LOCKS THE 
LOAD... the famous Laughlin safety hook. 
Gives hoists great safety efficiency, protects 
workers and equipment from damage caused 


PRODUCE THE “FIST-GRIP” CLIP... 
another Laughlin sales-getter because it saves 
money, rope, accidents, time, bolts, tools. 
Grips wire rope firmly without crimping, bow- 
ing, crushing rope. 


gq 
A 
=] SHOW THE TEAM THAT PAYS OFF 
DOUBLE . . . the Laughlin Clevis Grab Hook 
and the new Clevis Slip Hook preferred be- 
cause they need no connecting fitting, no cut- 


by slipping loads. 


FOR 
ALL AROUND 

SALES 
ON FITTINGS 

FOR 
WIRE ROPE 
AND CHAIN 


ting, bending, rewelding. 
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CONCENTRATE ON LAUGHLIN because: 


Laughlin’s exclusive sales leaders sell 
fast. 


Laughlin gives you the widest selection 
from one source. 


Laughlin offers a good profit margin. 


'. Laughlin products have a quality repu- 


tation — backed up by national adver- 
tising in leading trade magazines. 


Laughlin provides the most educational 
catalog in the industry. 


». Laughlin assures timely deliveries from 


a large stock. 


Laughlin gives you a liberal freight al- 
lowance on 100-Ib. shipments . . . saves 
expense of parcel post, express, mini- 
mum transportation. 


Laughlin has conveniently located sales 
offices. 


FOR FURTHER DETAILS, see your nearest 
Laughlin representative. THE THOMAS 
LAUGHLIN COMPANY, Portland 6, Maine. 





UG A ae ee ® Laughlin Protects the Distributor 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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ATLAS “BUILT-IN” STAMINA a 
MINIMIZES WEAR AND REPAIR 
Means Greater Sales 


Trouble-free three times longer . . . one chain outlasting 

three others! That’s the authentic performance of Atlas Roller 

Chain employed on a chain-eating drive up in New England. 

Atlas ‘““Super-Life” Chain, with its “built-in stamina,” is rolling 

up thousands of hours of outstanding performance not only on 

the New England installation but on drives in every section of the 

country . . . on conveyors, calendars, lift trucks, mine machinery, 

diesel engines, stone crushers, packaging machinery, drilling rigs, 

road equipment, and other types of machinery. 

The die-hard stamina of Atlas Roller Chain and its ability to stay on 

the job is made possible by a special method of heat treating every com- 

ponent part. Bushings and pins are case hardened by the Atlas Nicarb 

Process which provides an outer surface strongly bound to the core of the steel. 

Link plates re rollers are also made of tough, heat-treated alloy steel; their 

uniformity achieved by automatic electronic instruments controlling the 
furnaces. 

The proven performance of Atlas Roller Chain builds satisfied customers 
for you... both in replacement and OEM business. This means bigger sales 
volumes ... steady profits. Find out about the Atlas Cooperative Plan; whether 
there is an Atlas distributorship open in your territory. Write: General Sales 
Manager, 


Atlas Chain & Manufacturing Co., Philadelphia 24, Pa. 








““SUPER-LIFE’’ 
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; ; For your customers who finish 
Help them investigate abrasive and 


rubber Brightboy for a wre METALS * OOo 


unique action of almost limitless 


versatility and outstanding savings. 
@ SP Se a 
Point out that GLASS PLASTICS 
The Soft Rubber Binder 
CUSHIONS The Abrasive 
THE COMBINATION of abrasive and rubber, work- Some BRIGHTBOY Applications 


ing simultaneously, produces 





Brightboy Rod in drill press, burring and 


BURRING e FINISHING polishing inside of guide bole, 
CLEANING + POLISHING 


in one, time-saving operation 


Cleaning and smooth. 


: . . P : . ng of threads th 
Time savings achieved by Brightboy’s all-in-one ac- Bo: et oe 


: ‘ Dai ghthoy hand tablet. 
tion frequently amount to 50% and more when com- 
pared to methods previously used. 


Tie Brightboy in 

profitably with the 

sale of other related 

products: cutting , 

tools, coarse abra- Polishing base of 
i for example. elbow tube with 


a “must” to Brighthboy Wheel. 
round out your com- 
plete abrasives serv- 
ice to customers. 
CHOICE DISTRIB- moot! img ane i burring dural and stainless 
UTORSHIPS STILL 1 parts with Brightboy Wheel. 
AVAILABLE 
IN ATTRACTIVE 
agama beeeue How BRIGHTBOY Saves Production Time 
Write for details. 


ppm SRA 1 AL NLA EI 0 


- Bridges the gap between the rough grind and the buff. 
- Works to close tolerances: can be shaped to contour. 


3. Produces a wide variety of conventional and special finishes 
and patterns; frequently the final polish. 


4. Requires no before-use preparation or dressing} no skilled 
labor to handle it. 


Some BRIGHTBOY Uses 
Removing light digs, tool and heat marks 
Cleaning welded and soldered joints 
Finishing dies and molds 
Burring stampings, castings, machined parts 


Made in WHEELS, STICKS, RODS, BLOCKS 
for machine and manual operations 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. NEWARK 7, N. J. 


America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 
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Mr. Distributor Salesman, 
how’s your file “1.Q."? 


Here are twenty elementary questions 
about files and filing. If you can answer 
18 or more, your rating is Excellent; 
15 to 17, Good; 10 to 14, Fair; less than 


10 — well, “school’s in.” 


. Why are Mill files so named? 


.How long (how measured) is an 
8-inch file? 


. What are the 4 general types of 
file teeth? 


. What designations cover the 4 gen- 
eral degrees of coarseness in the 
more commonly used files? 


.In a double-cut file which is the 
“overcut” and which the “upcut’’? 


What are Swiss Pattern files and 
how, in general characteristics, do 
they differ from American Pattern 
files? 


.Special-cut (or special-purpose) 
files are generally used on what 
metals or alloys? Name 4. 


What machinists’ files are not 
double-cut? 


What is a G.P. Machinist’s file? 


What type files come in flexible as 
well as rigid form; and how and on 
what are they generally used? 


. What distinguishes a Super-Shear 
from the usual file of its class? 


12. What is drawfiling? 
13. What is a Lead Float? 
14, Why is a Bastard file so called? 


15. What are the chief characteristics 
of a Lathe file? 


16. As distinguished by cross-section, 
name 8 common shapes of files 


17. What extra quality is needed in a 
file for stainless steel? 


18. How does a Brass file differ from 
an ordinary Flat file? 


19.How do Foundry file teeth differ 
from those of a Flat file? 


20. Name six “Do’s” or “Don'ts” that 
will lengthen the life of any file. 


Stumped ? You'll find the 
right answers in “FILE 
FILOSOPHY." Write for 
your free copy—or tell 
the Boss you want one. 


e*@eeeeee#eee. 


FILE SALES 


FOLLOW FILE 


(PLUS PERSISTENCE IN ASKING FOR ORDERS) 


Dunno the coming year America will be buying 
millions of files — in thousands of kinds, cuts and sizes. 
A large proportion will be purchased by industrial con- 
cerns — the customers ot the industrial distributor. It 
is a sizable piece of business in any language — or in 
any line. And most of it is going to the salesmen who 
(1) know files best and (2) are most persistent in 
asking for orders. 


Because of the wide variety of regular and special 
purpose files, a practical file education isn’t a “casual” 
thing by any means. Today the expert file salesman 
sells files on the basis of filing results ... on helping the 
customer to cut operating costs, increase shop efficiency, 
speed work. His keynote: 


Use the right file for the job. 
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Okay, school’s in for all distributor salesmen who 
ought to brush up on their file knowledge. Nicholson 
is anxious to help. Well-qualified Nicholson field repre- 
sentatives are eager to work with distributor sales 
groups — on the uses and advantages of files for special 
purposes; on pointing out the kinds of industries that 
may need introduction to this or that special file; on 
the value of selecting long-lasting quality files (which, 
of course, means Nicholson or Black Diamond). 





For study material there are available Nicholson 
wall charts, catalogs, technical pamphlets and bulletins 
— and that world-famous, profusely illustrated 48-page 
“textbook,” “FILE FILOSOPHY,” for putting the 
whole course on a solid footing. 


When do we start? 


NICHOLSON FILE CO. « 42 ACORN ST. 
Providence 1, Rhode Island 


(In Canada, Port Hope, Ont.) 
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HERES THE VARIETY THEY WANT 


No matter how wide the variety of bolts and related items that your customers 
need, you can count on meeting their requirements with Bethlehem Bolts. 
The Bethlehem line of bolts is an all-purpose line, including just about every 
type and size that are called for. Bethlehem Bolts are good bolts. They're 


strong and dependable, with accurate heads and smooth-fitting threads. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. ETHLEHE 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 


Steel Corporation. Export Distributor: Bethlehem Stee! Export Corporation STEEL 
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Submarines 
use U.S. Gauges 
Transformers 
use U.S. Gauges 


5UU 


Auto Power Analyzers 
use U.S. Gauges 


Cream Filters 
use U.S. Gauges 


Airplanes 
vse U.S. Instruments 
fron Lungs 
use U.S. Gauges 


If you have an idea looking for a gauge, why not make the search = 
short and sweet? Come to U.S. Gauge. 

More than 6 out of 10 original equipment manufacturers find the 
solution for their problems right here in Sellersville, Pa. And for 
good reasons. U.S. Gauge designs and produces top-flight special 
purpose instruments as well as first class pressure and temperature 
gauges. 

U.S.G. has a warm and friendly welcome for the ideas and prob- 
lems of engineers and designers...and some solid help. Your 
gauge should be included in those we have developed for over ae = 
15,000 other purposes. 


So whatever your gauge needs, large or small—commercial or 
highly specialized, call in U.S.G. first. United States Gauge, Division U S S 
of American Machine and Metals, Inc., Sellersville, Pa. i 


g C 
Yyully Fuuyes Crymnd fo a CO ULL HUY 


PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gougese Aircraft Instrumentse Air Volume Controlse Altitude Gauges» Boiler Gauges 
Chemical Gauges # Mercury, Gas, and Vapor Dial Thermometers » Glass Tube and Industrial Thermometers » Flow Meterse Inspectors’ Test Gouges 
Precision laboratory Test Gauges» Marine, Ship ond Air-Brake Gauges e Voltmeterse Ammeterse Welding Gauges 
OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC., AT SELLERSVILLE, PA.; GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS. 
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SELL THESE 


CONDENSED OIL 
NO. 50 


Used for air com- 

pressor cylinders, 

ring oil bearings 

in electric motors, 

etc. and for gen- 
eral plant lubrication. Does not 
creep or drip. It clings to the job, 
goes 6 to 8 times further than 
ordinary oil. 


CUTTING OIL 
NO. 101 
A general pur- 
pose sulpho-chlo- 
rinated oil for 
threading, tap- 
ping, milling, etc. 
Contains sulphur which is chem- 
ically combined and will not 
settle out. Effective under severe 
pressure and heat, it prevents 
ragged cuts, saves tools, increases 
production. 


PENETRATING OILS 


KPO No. 1: Used to remove 

rusted nuts and bolts. Has high 

wetting power. Extremely fast 

action. Non-volatile. 

KPO No. 2: A gum and sludge 

solvent for use in Diesel and 
gasoline engine 
lubricating and 
fuel oils. A “flush” 
for sluggish 
bearings. 


For complete data 

on these and other Keystone 
Specialized Lubricants—consult 
your Application Guide. 


BALL AND ROLLER 
BEARING GREASE 
NO. 44 
Excellent for gen- 
eral purpose use 
on ball or roller 
bearings in mo- 
tors, fans, blowers, 


“e 44 
GREASE 


“ae 


pumps, etc. Handles speeds up to 
20,000 rpm. Temperatures sub- 
zero to 225° F. Low starting and 


running torque. 


...@ profitable 


line... high 


in repeat value 


SPECIALIZED CUP GREASE 


Various densities are available to 
suit operating conditions. Hard 
densities withstand heavy loads 
and give excellent lubrication for 
applications close 
to heated parts. Used 
in hand compres- 
sion cups. Medium 
and Soft densities for 
use in pressure guns. 


SPECIALIZED 
LUBRICANTS 


ACID-ALKALI RESISTANT 
GREASE NO. 5P7 


Ideal for chemical industries, 

food processing, etc., No. 5P7 is 

a tacky lubricant highly resistant 
to acids, alkalies 
and moisture. 
Uses include: 
glands, valves, 
bearings and 
chains. 


mo 


MED. CUP 


SPECIALIZED 
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OPEN GEAR 
GREASE NO. 32 


Has exceptional high 

load capacity. Easy to 

apply, No. 32 is 

packed in cartridges 

for gun applicators. It 

is water repellent, 

permits easy starting in cold 
weather, has a melting point 
above 400° F. 


SPEED REDUCER LUBRICANTS 


SR Lubricants meet high loads 
with a minimum of internal fric- 
tion. Tests show savings of 
11.3% in power 
consumption 
alone. Tem- 
peratures 

up to 200° 

F. Densi- 
ties SAE 10 

to 70. 


SPECIALIZED 
LUBRICANTS 


SR No. 1 
NS 


Seti your prospects on a 


trial test—and any one of 
these Keystone Leaders will 
open the door to sales of 
other Keystone and Mill 
Supply products. KEYSTONE 
LUBRICATING COMPANY, 
21st & Lippincott Streets, 
o2, PR 


Philadelphia 


Est. 1884. 


WIRE CABLE GREASE 


Keystone Wire Cable Lubricant 
lubricates and penetrates to the 
core. Highly resistant to water, 
it will not oxidize, gum, chip or 
peel. Available 

in semi-solid 

and liquid 

densities. 


SPECIALIZED 
LUBRICANTS 


\\ WIRE CABLE j 


LU 


on 


BRIECANTS 





begs > 
unting Precision Bronze Bars are of SAE 660 Bronze, pre- 
ferred by experienced design, production and maintenance engineers as 


the finest all-purpose bearing bronze. 


The metallurgical structure of Bunting Bars is the responsibility of a com- 
petent metallurgical staff supervising foundry control and constantly 


checking chemical and structural correctness. 


Bunting Precision Bronze Bars are carried in stock by hundreds of Bunt- 
ing Stock-Carrying Distributors. There is a Bunting Distributor in your 
vicinity, ready and qualified to serve you. The Bunting Brass and Bronze 
Company, Toledo 9, Ohio. 


TERS HA NT TT a ee ea ae a a a 
BRONZE BEARINGS & BUSHINGS & PRECISION BRONZE BARS 
eel 
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ARMSTRONG 


TOOL HOLDERS... 


for every operation! 


There are ARMSTRONG TOOL HOLDERS in sizes and types 
for every operation on lathes, planers, slotters and shapers— 
for the heaviest cuts; for the most delicate cuts. 

With Standard Shaped cutters bits and blades of 
ARMSTRONG HIGH SPEED, ARMALOY (Cast Alloy) and 
ARMIDE (Carbide-Tipped) they provide a system of tooling 
that assures maximum production per machine hour, lower 
tool costs, and high machining profits. 

Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are being 
bought continuously . . . are a constant source of profit to 
the Industrial Distributors who catalog, stock and display 
them. It is a profitable practice to put the question, “What 
ARMSTRONG TOOL HOLDERS do you need?” 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 West Armstrong Ave., Chicago 30, Illinois 
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BAYFLEX' SCOR 
ANOTHER HIT: 


Grinding welds on rockets may not be your particular prob- 
lem but if you BLEND WELDS . . . REMOVE RUST AND SCALE 
. or have PORTABLE CUT-OFF problems, Bayflex Disce- 7p. problem of grinding 
Wheels are the answer. They are fast, safe, economical, easy welds on rockets was solved 
on the operator (cushioned grinding action). The side as well by these resilient abrasive 
as edge is used. They fit all standard right angle portable disc-wheels. 


grinders and sanders. 


Distributors and Welding Supply Houses... 
Here is an abrasive tool that sells 
itself. Write for particulars in 
handling this item in your area. 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass. 
Top Performauce Conscstently Duplicated 
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besides Self-tapping Screws? 


Any P-K* Distributor will tell you that there’s more performance, of each screw, will be as promised. 


in the Parker-Kalon package than the fasteners ’ ‘4 
alone ... far more in it for him. Thow's Profit! Not just the fair and adequate 


The’ U | margin assured on each individual package. He gets 
b Prectige: For this is the package that the extra sales and repeat business that follows from 
contains the original Self-tapping Screws, the trusted handling the brand that is always in most demand. 
line. When he sells this package, he is identifving 
himself with the finest Self-tapping Screws money Wherever you see this familiar blue-and-white 
‘an buy. package, you'll find a Distributor who knows what 
there’ S } PR ' ) products prove out in the pay-off .. . one who has a 
b romotion | Yes, the Parker- lot more advantages of the Parker-Kalon franchise 
Kalon package itself provides an important plus in in mind when he says, “If it’s P-K .. . it’s O.K.!” 
sales promotion. Every one carries the “Guarantee Parker-Kalon Corporation, 200 Varick Street, New 


of Highest Quality” —the customer’s assurance that York 14, New York. 


The Ohiginel) 
K PARKER-KALON: SELF-TAPPING SCREWS 


*TRADE MARKS REG. U. S. PAT. OFF. 


/ TRADE maak OTHER P-K PRODUCTS — COLD-FORGED SOCKET SCREWS, WING NUTS, THUMB SCREWS ¢ HARDENED SCREWNAILS AND 
MASONRY NAILS © SHUR-GRIP FILE AND SOLDER IRON HANDLES © METAL PUNCHES * DAMPER REGULATORS AND ACCESSORIES 





58 INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 





New demands for higher production—within contract-limited costs— 
are forcing your customers to look to their production tools for greater 
results. That’s a made-to-order situation for you to sell your line of 


Disston Wood Cutting Tools. 


} OD CUTTING TOOLS The best-believed sales point in the industry is the record long life 


built into cutting edges by Disston Steel. You're backed up further 
by Disston skill that balances tools exactly—to preserve not only the 


od uce more... | tools, but even the machines they're used on. And always, Disston 


foresight, study and research give you proved designs for the very 


e e ‘ : oR s lik ‘ 
Ore eff i Cc ‘ e n + y i | latest production demands. It takes tools like that . . . Disston Tools 


WHEN YOU SELLA 
ISSTON PRODUCT YOU 


... to close orders for you today. 


DISSTON Knives 


THIN PLANER KNIVES... 
Two select Disston Steels—Dissteel and High Speed—assures lower 
production costs on every user's operations. Knives balanced in sets. 
HEAVY PLANER KNIVES... 


Three different tempers to meet all requirements accurately. 
Standard slots or slotted as required. Also beveled backs as 
specified. Balanced in sets. 


HOG KNIVES... 


Made of specially heat-treated steel that stands up to strains and 
abuse. Available for all standard machines. 


HENRY DISSTON & SONS, INC., 1223 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland, Ore., Vancouver, B.C. 
Canadian Factory: Toronto 3, Ont. Australian Factory: Sydney, N.S.W. 





THE Right Drill FOR EVERY JOB... 


can be selected 
from among the 


HIGH SPEED JOBBERS 


AND 


WIRE “lg DRILLS 


Ae POR Pe, 


"Regularly Me Manufactured od tr We & BARNES” nas 
AND OBTAINABLE FROM YOUR W & B DISTRIBUTOR 


(1) HERCULES—For General Purpose Drilling 

Q) BLUE DIAMOND —For High Production and Deep Hole Drilling 

G) Fastwist—For Aluminum, Die Cast Metal, Copper, Slate, Etc. 

@ Slowtwist—For Bakelite, Brass, Fiber, Hard Rubber and Plastics 

6) Boltwist—For Bolt and Cotter Pin Drilling 

© Brytwist—For Drilling Sheet Metal, Auto Bodies, Etc. 
One kind of drill is not the right drill for every cessfully take care of most drilling operations, 
job. Whitman & Barnes has developed various there are many metals and materials that can 


types of drills to suit specific needs. Whereas be better drilled by using one of the other types 
the general purpose HERCULES drill will suc- _ illustrated above. 


GiB Ms Sie et Fie 
WHITMAN s BARNES 


PLYMOUTH, MICHIGAN 


NEW YORK «© CHICAGO + LOS ANGELES + HOUSTON 
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of the Trade 


IN THE HEADLINES: Ducommun Metals and Supply, 
Los Angeles, recently announced the appointment of a 
new officer but to the readers of the Los Angeles Times 
the announcement was perplexing, to put it mildly . . 

Che Times, over a story about a declining poultry market 
used this headline: 


Egg Mart Weakens 
As Ducommun Names 
New Officer 


‘Never knew we affected the egg market like that,’’ com 
n.ented a Ducommun official. 


CONGRATULATIONS: Here’s wishing the best of luck 
to Ed Neal who recently was promoted to the sales man 
agership of Nicholson File and to Paul Roddy, formerly 
New York representative of Nicholson, who has been 
promoted to the home office in Providence. 


SIGNS: Wilshire Boulevard, of course, is one of the 
country’s best known streets . . . One thing about it, 
though, that I can’t figure out is the discrepancy between 
trafic signs . . . As you drive along you'll see one sign 
advising you that the traffic lights are set for a 30-mile-an 
hour speed . . . Within a couple hundred feet you'll 
see a sign warning you that the speed limit is 25... . 
Pedestrians in L. A. certainly get a break . . . All you have 
to do is cross at established crossings and the motorists 





slap on their brakes and let you stroll by . . . If you cross 
against traffic lights, though, you not only take your life in 
your hands, you’re liable to wind up in the clink . . . Jay 
walking just ain’t permitted. 


NEW JOB: Ben Larmer is the new president of American 
Wholesale Hardware, Long Beach, Calif. . . . Lewis Boys 
is sales manager of the industrial department. 


TRAVELER: Neil Hurley, Jr. (Independent Pneu- 
matic) recently returned from a 30,000 mile trip . . . He 
was gone two months, visiting South America, Africa and 
Europe . . . Speaking of traveling reminds me that 
Yvonne Lohn, daughter of Mr. and Mrs. Al Lohn 
(Ducommun) is on a 90-day tour of Europe . . . Yvonne 
was graduated from Sarah Lawrence College last spring. 


S 


MORE CALIFORNIA: J. F. Aubineau (J. W. Minder 
Chain & Gear, Los Angeles) has a motto card over his 
desk which states: ““We have no quarrel with those who 
sell for less—they should know what their stuff is worth.” 

.. C. L. Cunningham (Howard Supply, Los Angeles) 
has a “swear box” on his desk . . . It was given to him 
almost a year ago and still is quite empty . . . The reason: 
Cunningham says his associates should make contribu 
tions whenever they use profanity . . . The associates say 
Cunningham should make the contributions . . . Stale 


mate. 
R.W.B. 
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10 WEDGE 
SCREW-IN BONNET 
TRAVELING SPINDLE 





SOLID WEDGE 
REW-IN BONNET 
TATIONARY SPINDLE 





SPLIT WEDGE 
NION BONNET 
TRAVELING SPINDLE 





SPLIT WEDGE 
REW-IN BONNET 
TRAVELING SPINDLE 


SOLID WFOGE 
OUTSIDE SCREW YOKE 
RISING SPINDLE 





EXCEPTIONALLY RUG- 
GED BONNET. Projection 
on bottom assures snug fit 
into neck of body. Large 
diameter Acme threads, 
with long bearing, assure 
improved wear resistance. 


» LARGE SPINDLE 


THREADS LAST LONGER. 
The threads on the travel- 
ing spindle are exception- 
ally long and large in di- 
ameter. This reduces wear 
to a minimum and insures 
easy operation. Spindle 
metal is hard, tough man- 
ganese bronze. 


i 


nt 
HG 
Hall 


@ DEEP STUFFING BOX— 
MORE PACKING. Deeper 
than most 200 Ib. gate 
valves, it holds more pack- 
ing. Keeps stuffing box 
tight around spindle with 
less friction, and permits 
spindle to be turned with 
less effort. 


HEAVY BONNET RING. 
Union Bonnet joint with- 
stands exceptionally high 
hydraulic pressures. Liberal 
thread engagement assures 
assembly that can be made 
tight and kept tight ofter 
repeated disassembly. 





have the best buy 


Whatever his customer’s need in Bronze Gates, the 
Jenkins Distributor can offer the right valve for the 
service. Thirty-five different patterns are available for 
125 lb., 150 Ib., 200 Ib., and 300 Ib. steam pressure. All 
are built to Jenkins unvarying high standard which makes 
them the longest-lasting, lowest-upkeep valves that 
money can buy. 

Leading the list are Jenkins far-famed Fig. 270-U, and 
Fig. 270-UN. No other Bronze Gates offer the unique 
features that make them first choice for trouble-free, 
time-defying performance in the toughest services. 

There’s no better set-up for steady sales, as any Jenkins 
Distributor will agree. It’s another of the many reasons 
why Jenkins remains the preferred valve franchise . 
why it pays, and pays well, to sell Jenkins Valves. 

Jenkins Bros., 100 Park Ave., New York 17. 

al Jenkins Bros., Ltd., Montreal. 


we 
{wants \ 
git \\ 


yes ‘ , 
¥ \ Jenkins Bronze Gates are fully described 


in this folder, Form 181-B. Supplied to 
\ Jenkins Distributors on request, im- 
\ printed with name and address. 


ENKINS | 


LOOK FOR THE DIAMOND MARK 


LVES 








re 


used in LINK-BELT coal handling systems 


REPUBLIC’S 5-POINT POLICY 


Ww A LINE of rubber items sufficient 


to permit ettectively supplying the requirements ot 


y complete 


the trade solicited 


% A QUALITY of product uniformly good and 
apable of delivering service results that should rea 

sonably be expected 

WA PRICE basis inducing and making possible ag 

gressive competition with reasonable profit returr 

% FREEDOM from competition from his source 
t supply, either direct or indirect, among the trade 

vered by his day t Jay so tations 

® SELLING helps of reasonable amounts so that 
his sales force may be given the edventege of spe 

cialized training and a knowledge of the product 


so 


When the Link-Belt Company built a mechanical coal handling sys- 
tem for Ohio Edison's Mad River Generating Station, they lined the metal 
chutes with Republic Rubber Chute Lining for protection against abrasion 
and impact. 

Alert Republic Distributors know that Republic Chute and Launder 
Lining Is tops for increasing equipment life. 


Not only does it outlast metal, its yielding structure helps along the 


smooth flow of materials it dulls direct impact and reduces erosion 


of structural metals 

Republic Chute Lining is a true economy product that’s easy to install 
and easy to replace. It’s available in various gauges in both plain and fabric- 
backed construction to suit all requirements. Recommend it today for use 
on the toughest job in your territory 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber & Tire Corporation 
YOUNGSTOWN, OHIO 
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That Goodwill Note 


ECEMBER again brings the Christmas season. And soon we'll turn 
the calendar to 1951. 


This is a season of good cheer. It is a season for the extending of good 
wishes and for the making of resolutions for the New Year. A feeling of 
goodwill and good fellowship seems to pervade the very air. This is part 
of our heritage. And it is good. 


Let’s give a little of ourselves this Christmas time. And what could 
be a more precious gift? Sure, we'll mail out cards and do the formal 
things. But let’s earmark some of our own precious time this year and 
get out some of the long overdue letters of goodwill that in our hearts we 


know we should write. 


For each of us, there were many occasions during the past year when 
we should have taken out a few seconds to say thanks. Let’s do it now. 
Our industry is one which is built on close personal relationships—manu 
facturer and distributor, distributor and salesman, salesman and customer, 
and combinations of all three. In all these relationships there are plenty 
of opportunities to write the short personal notes of goodwill that mean 


so much. 


As the magazine of this industry, we on the staff of Inpusrriat D1s- 
rRIBUTION say thanks to all our many friends for the favors that have come 
our way. Basically, this is a friendly industry and we're proud to be a 


part of it. 


Our very best wishis for a most happy Christmas season and for a 


prosperous New Year. 


ee ee ee 
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INDUSTRIAL SUPPLY SALES started an upward climb 
in 1950 and, since they rise and slump with the country’s 


factories, mines and service industries, there are reasons for 
distributor optimism in Dexter M. Keezer’s . . . 


Business Outlook For 1951 


Mobilization presages record-breaking year for business with long-term outlook 


dependent upon Russia’s behavior — economist warns of inflation dangers 


By Dexter M. Keezer, Director 
Department of Economics 
McGraw-Hill Publishing Co. 


WHERE WILL BUSINySS GO IN 1951? 


Mobilization promises a year of 
record-breaking activity for American 
business. In the first six months of 
1951, industry will begin to produce 
in volume the goods ordered for our 
own military and our allies 
abroad. Defense orders will carry in 
dustry to new production records 

But in the long run the American 
business outlook depends on the in 
ternational situation—and it promises 
to for some time to come. 

Are we seeing the start of World 
War III with Russia? Are we in for a 


forces 
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series of small wars—10% wars—such 
as that in Korea? Or 3s it possible that 
the Communist aggressors will cool off 
ind permit a period of relative tran- 
quillity in our relations with Russia? 

On the answer to these questions 
depends how far and how fast the 
United States carries its mobilization 
program—and the degree that Ameri 
can business is disrupted by defense 
production 

Communist China’s attack across 
the North Korean border on United 
Nations forces vividly underlines the 
possibility of war. Short of general 
war, the Russians are likely to try to 
keep sapping our strength in small 
wars and foreign aid programs. So the 
United States mobilization will go 
head. Even if the Russians should 
start what seems a genuine “peace of- 
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fensive”’, I do not think we will take 
our guard down soon. 

Our foreign commitments will, I 
assume, be somewhat more critically 
examined as a result of the November 
election returns. Also, I cheerfully 
anticipate that Senator Taft’s thump- 
ing victory in Ohio will cause our po- 
liticos to be a little less cringing before 
punitive pressure groups. But I can 
see nothing on the horizon which por- 
tends a right-about-face on our defense 
program. 

How far and how fast the program 
goes—whether we tool up 15% of 
American industry for war production, 
or the much larger segment that would 
be needed for general war—will de- 
pend on the course the Russians take 
in the next year. 

But it is already clear that the de- 





fense program, as it is planned now, 
will assure a record-breaking volume 
of business in the United States next 
year. It also confronts business with 
the possibility of steady, sharp infla- 
tion. That's the overshadowing prob 
lem for business in 1951. 


A Lull in Prices? 


Before military production begins to 
roll in heavy volume, we may well 
have a lull in price rises. But it is 
likely to be temporary—lasting only a 
few months. And it will not even be 
felt in many lines. 

Food prices are easing as harvests 
come in. That’s a seasonal lull that 
will help hold down the cost of living 
for a few months. In addition, the 
I’ederal Reserve Board’s sharp tighten- 
ing of credit terms for buying autos 
and homes comes just as these in- 
dustries normally slow down for the 
winter. 


Credit Controls 


It’s too early yet to measure the full 
effects of tighter credit. In the case of 
homebuilders, for example, it will be 
January or February betore the curbs 
really take hold. Homebuilders will go 
on in high gear through the winter, 
finishing the 1.3 million new houses 
they are starting this year. But about 
February they must make plans for 
their 1951 season. 

Washington hopes to cut home 
starts in 1951 down to about 850,000 
—one-third under this year. ‘Vhat in 
itself would be a very good year 
topped by only a few in the history of 
the industry. But builders fear that 
the credit controls will be too strict, 
will cut homebuilding even below the 
target. Washington can ease curbs if 
they promise to be too drastic. 

Other industries, notably autos, may 
see a lull this winter as credit con 
trols take hold. In addition, direct 
controls-limiting production of civilian 
goods and limiting use of materials 
such as copper and aluminum—are 
expected to cut back the metal-using 
industries. 

These cutbacks reflect the shift 
from civilian production to defense. 
They'll ease some prices by easing de- 
mand. Lumber, for example, broke 
sharply after credit controls for home- 
building were announced. The con 
trols will also affect retailers, notably 
those who have been giving extremely 
liberal credit. 

Prospects are, however, that the ris 
ing tide of military production will 
absorb the materials and manpower re 
leased from civilian output. As the 
chart shows, Washington’s plans for 
military production will bring a sharp 
rise in spending in 1951. 
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DEFENSE EFFORT spotlights production peaks. As plans go now, about 85 percent 


of the nation’s total production in 1951 will be available for civilian use 


By present plans, we shall be spend- 
ing by the middle of 1951 at an an- 
nual rate of $30 billion for military 
and foreign aid. The program is al- 
ready well set, and even a sharp im- 
provement in our relations with the 
Russians would do little to change it 
before mid-year. 

If present plans carry through, we 
shall be spending at the end of next 
year for defense at the rate of $50 bil- 
lion a year. At the start, the program 
moves slowly and unevenly, but it will 
pick up speed and momentum as it 
goes. 

What does this sharply rising pro- 
gram of military production mean in 
terms of its impact on the economy? 


Impact on Metals 


Here are some rough estimates by 
one government agency of what the 
military program will take of some key 
metals: When Korea began, the mili- 
tary was taking about 2% of U. S. 
steel production. By mid-1951, it will 
take about 10%. In copper, require 
ments rise from 6% or 7% to 22% 
or 23% in the same period. Aluminum 
requirements run roughly the same as 
copper. 


Moreover, stockpiling of strategic 
metals will take an additional bite out 
of available supplies. 

This does not leave us confronted 
by a decision to have guns or butter. 
Even at its peak the emergency pro- 
gram now planned will still leave 
Americans enough goods and services 
to provide a high living standard. 

As plans go now, about 85% of the 
U. So total production in 1951 will 
still be available for civilian use. 
Goods made of metal will not be in 
comparable abundance. But there 
should be enough steel to produce as 
many as 5 million automobiles. That 
is more than we produced in our most 
prosperous year before World War II. 


Inflation Dangers 


We do not, however, have the pros 
pect of enough production to prevent 
continuing inflation. The war in 
Korea touched off a great wave of 
price increases. Since the shooting 
started, the average of all wholesale 
prices, as computed by the U. S. 
Bureau of Labor Statistics, has gone 
up about 8%. That in itself is a 
formidable rise. 

Moreover, this first wave of infla 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 67 





BUSINESS OUTLOOK FOR 1951 (CONTINUED) 
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PRICES are headed upward and are expected to hit new highs 


Flood of new 


consumer dollars from defense spending will exert upward pressure. Inflation is 


great danger 
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CAPITAL EXPENDITURES started upward even before Korea 


Prospects are that 


1951 will see capital expenditures outstrip all previous post war records 


tion has taken place with virtually no 
direct impact from the new billions 
appropriated for military and foreign 
ud. It started with a rush of scare 
buying, in anticipation of war short 
Since then, however, the fifth 
yostwar round of wage increases has 
nuilt a permanent foundation of 
higher costs under higher prices 

Any let-up in this inflationary wave 

such as is in prospect for a brief 
period this winter—presents its own 
special danger. It will make many 


70 
ages 
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people think that the danger of infla- 
tion is pretty well past. And then, 
while we are lulled, we will begin to 
feel the heavy impact of the new bil 
lions poured out for defense expendi 
tures. 

Che new billions—Congress, which 
added $17 billion to the regular military 
and foreign aid programs after Korea, 
is expected to vote perhaps as much as 
another $14 billion—will be felt early 
in 1951. Money will be paid to peo 
ple producing goods for the military 


or to be shipped abroad. ‘Those goods 
will not be available tor civilian con- 
sumption in the country. But the 
money paid to the producers will re- 
main here and will tend to bid up 
prices of civilian goods. 


Prices Head Upward 


It’s not possible to make anything 
like a precise calculation of the size 
of the inflationary gap which will be 
created by these new billions. Nor is 
it possible to gauge with accuracy the 
eftect of these expenditures in boost 
ing prices. 

it is not an unreasonable guess, 
however, that by mid-1951 a total ot 
$25-$30 billion of new money will be 
going into the stream of purchasing 
power. ‘There will be no compensat- 
ing increase in production of goods for 
civilian consumption. 

It is also not an unreasonable guess 
that, by the middle of next year, this 
new flood of consumer dollars will 
force another increase in wholesale 
prices roughly equal to that which has 
occurred since the war started in 
Korea. ‘That would mean an increase 
of about 15% in the average of whole- 
sale prices in the year beginning with 
the outbreak in Korea. Living costs 
in the same period may well go up 
about 10 percent. 


What About Controls? 


How much can the government do 
to prevent price inflation? 

{he government’s efforts to control 
inflation promise to fall far short of 
their targets. New and higher taxes, 
which would siphon off much of peo 
ple’s increased incomes, are the basic 
weapon in fighting inflation. 

Unfortunately, the present prospect 
is that new federal taxes will cover 
only a fraction of the inflationary gap 
which is being created. At its last 
session, Congress added about $5 bil- 
lion to the Treasury's tax receipts. 
Plans call for raising about another 
$7 billion in new taxes at the coming 
szssion of Congress. But that will ab 
sorb only a minor fraction of the 
$25-$30 billion inflationary gap ex 
pected for the middle of 1951. 

The Administration so far has put 
its chief reliance on credit controls— 
asking higher down payments and 
shorter repayment periods on credit 
for buying homes, automobiles, and 
other consumer products. 

But the effect of controls on con 
sumer credit in cutting purchasing 
power is problematic. This is because 
consumers, on the whole, are bounti 
fully supplied with money. For ex 
ample, the total of liquid assets in the 
hands of consumers—in the form of 
money, bank accounts and govern 
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MILITARY SPENDING will rise sharply in 1951 


tide of military production will absorb materials and man 


power released from civilian output. 


ment bonds—is more than $180 bil- 
lion. That is nine times the value of 
the consumer credit—loans, charge 
accounts, and installment debts—now 
outstanding. 

In short—there is no reason to be 
lieve that credit restrictions, desire 
able as they might be in most cases, 
are going to accomplish wonders in 
reducing inflationary pressures. 

What about direct controls on 
prices and wages? Won't they stop in 
flation if applied early enough? The 
answer seems to be no. Even if they 
work reasonably well, direct controls 
temporize with inflation rather than 
cure it. In World War II, for ex 
ample, direct controls worked reason 
ably well in deferring inflation for a 
while. But the inflation itself 
felt in the end. 


Will Direct Controls Work? 


There are major questions, too, as 
to how well direct price and wage con 
trols can work in this period of some 
where between war and peace. Con 
trols did work for a while in World 
War II—when people had _ patriotic 
incentives to support them. But as 
soon as the war ended, controls ran 
into difficulty. Now, with none of 
the moral compulsions of all-out war 
to make them work, there is a real 
question as to the effectiveness of con 
trols. 

All this adds up to the prospects for 
a damaging wave of inflation—despite 
what may be done in attempts to 
woid it through controls. 


made 


Rising 


VOLUME OF CONSUMER CREDIT outstanding will be 


cut by newer and tighter credit curbs in 1951. Some indus 


tries may see a lull as credit controls take hold. 


Mobilization will produce other 
problems for business. In consumer 
lines, a shift to soft goods is in pros- 
pect. With fewer cars, homes, appli- 
ances and television sets available, cus- 
tomers are expected to shift emphasis 
in their buying to soft goods. And, 
with a relative abundance of materials, 
soft goods producers will be able to 
increase their production. 


Boom in Capital Goods 


A new boom in capital goods is also 
in the making. From its peak in 1948, 
industry's buying of new plants and 
equipment dropped steadily well into 
1950. But the curve had begun to 


turn even before Korea. Now latest 
surveys of the Securities and Exchange 
Commission indicate that capital ex- 
penditures in the third quarter were 
running 15% above the same period 
in 1949, 

Prospects are that 1950 will see 
capital expenditures matching or top- 
ping the record 1948 rate—$19.2 bil- 
lion. The index of machine tool 
orders jumped after Korea, reaching a 
new postwar peak. Orders flooded 
builders at a rate six times as great as 
a year earlier. Freight car orders have 
jumped similarly, giving builders a 
total of five times as many Cars on 
order as they had a year earlier. 

Mobilization directors in Washing 
ton are urging expansion of basic facili- 
ties—for aluminum, stcel, electric 
power, and a wide range of other 
essential materials. In addition, Con- 
gress has approved five-year amortiza 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 


tion of defense facilities and has au 
thorized government loans to help 
business expand facilities. 

The steel industry has announced 
plans to increase its capacity by almost 
10% in the next two years—adding 
more than nine million tons to its 
present capacity of 100 million tons. 
The Secretary of the Interior is urg 
ing a still greater expansion. Officials 
have set a target of 2.4 billion pounds 
of aluminum capacity—about dou 
ble the record production of World 
War II. 

All this promises record-breaking ac 
tivity in heavy industry. Many lines 
machine tools, machinery, electrical 
equipment—will top their postwar 
records. 

In short, we can put the prospects 
for 1951 this way: Business as a whole 
will break records. Prices may level in 
the next few months—as mobilization 
brings cutbacks in housing, autos and 
other lines. But the rising tide of in 
dustry’s capital expenditures and wage 
increases, and the upsurge of defense 
spending, will maintain pressure un 
der prices. Inflation will still be busi 
ness dominant problem. 

How far prices will go up, and how 
heavy a burden rearmament will bring 
in the second half of 1951 depends on 
the international situation. It’s clear 
now that by mid-year the burden of 
mobilization will put a heavy squeeze 
on the economy. But how fast mo 
bilization is pushed late in 1951 will 
depend on our relations with the Rus 
sians—which cannot be foreseen now. 


69 





IDEA TO INCREASE production of hubs was sold by J. P. ACTUATING CYLINDER on roller press controlled 
Jones, Russ Chamberlain Co., Portland, Ore. (center, stand automatically was one of the products which helped to step 
ing), to W. W. Stout, W. H. Stout and E. C. Pahl up production of the wheel hubs in Mr. Pahl’s “ 


ace. 


Sell Ideas—Let Customers 


Knowledge of applications and customer operations is key 


to developing ideas which Portland, Ore. salesman sells 


Joun Paut Jones, salesman for Russ 
Chamberlain Co., Portland, Ore., sum 
marizes his selling theory briefly as 
(1) learn what the prospect is making; 
(2) learn how he makes it; (3) devise 
a better way to make it; (4) sell him 
on the idea of making it your way. 

Mr. Jones is an industrial engineer 
specializing in the sale of hydraulic 
and pneumatic products for operation 
and control of machinery. He has been 
engaged in this field for the past five 
years. Behind this, however, is a sell 
ing career of 25 years in various fields. 

Product knowledge plays an im 
portant part in Mr. Jones’ selling but 
products themselves do not dominate 
his thinking. Product knowledge helps 
him to develop cost-saving or produc 
tion increasing ideas. He sells the ideas 
and lets the customer buy the products 
which make the idea work. 

Product utility—what the product 
can do—is the strongest appeal a sales 
man can make, according to Mr. Jones 
If the customer gets the complete pic 

ONE-MAN OPERATION, instead of two, and increased output for this multiple ture of what a product or products can 
drill press in ladder factory were strong selling points for sale of air equipment for do for him, the greatest part of the 
semi-automatic operation sale is made. 
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IMPROVED PERFORMANCE was achieved through the 
installation of second actuating cylinder. By following up on 
original installation and checking on performance, Mr. Jones 


Buy Products 


The opportunities for selling cost 
saving or production increasing ideas, 
Mr. Jones believes, depends a lot on 
the salesman knowing his customers’ 
operations. The fundamental things to 
know about these operations are: (1) 
the raw materials used; (2) the proc 
esses involved; (3) the equipment 
used. 

With this information the salesman 
can bring his product application 
knowledge into play. Mr. Jones asks 
himself: Can the raw material, through 
the use of my products, be handled or 
processed more efficiently? Can the 
equipment, through the use of my 
products, be modernized or its capacity 
stepped up? The answers to these 
questions may contain a selling idea. 

While a study of customers’ opera 
tion may require some mechanical apti 
tude, Mr. Jones doesn’t think it neces 
sary to be an expert. He has sold 
“ideas” to wood-working, metal-work 
ing and agricultural institutions by 
watching for spots where his products 
could apply. 

For example, E. C. Pahl, owner of 
a small machine shop, had a contract 
to turn out hubs for a specially de 
signed pipe wheel. The wheel was to 
be used in laying irrigation pipe, the 
pipe being placed in the wheel-hub 
and then rolled into position. Through 


the use of several wheels, a whole sec- 
tion of fitted pipe could be rolled out 
to the permanent site. 

The design of the hub called for 
corrugations to reduce friction when 
rolling pipe. Dies were made to shape 
the hubs out of short pipe sections. 
However, the roller press on which 
Mr. Pahl turned out the pilot models 
lacked some means of applying pres- 
sure to the rolls. The problem was to 
increase the output of the press and 
minimize the cost per hub 

Mr. Jones, who had been in touch 
with the project, offered help. He 
watched the press roll out two or three 
hubs, made some inquiries as to the 
amount of pressure required, where it 
had to be applied and how fast. The 
rest was to figure which type of power 

pneumatic or hydraulic—would do 
the job and what products would be 
needed 

At no point during the sale was 
there any question of what products 
were being purchased. Mr. Jones con 
centrated on maximum production for 
the press and, after some tests with 
actuating cylinders, he installed a hy 
draulic attachment which boosted the 
output to 80 hubs per hour 

In another instance, Mr. Jones took 
advantage of an offered plant inspec 
tion when calling on a manufacturer 
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was able to make supplementary recommendations which 
enabled Mr. Jones to turn out up to 80 hubs an hour to 
save costs and make production of “specials” economical 


of wooden ladders. During the inspec 
tion, noted a multiple drill press bor 
ing holes in ladder sides for the 
wooden rungs. The drili had 11] 
chucks capable of drilling %-in. holes. 
It took two men to operate the press. 
hey placed the ladder side in posi 
tion, then both stepped on the Poot 
bar to bring the dnlls down. On a 
long run of drilling, Mr. Jones was 
told, production slowed down because 
the men became tired. 

The opportunities for cutting costs 
and increasing production were evident 
to Mr. Jones. He immediately ap 
proached the management with his 
proposition. This was to release one 
of the men operating the machine for 
other duties in the plant and increase 
the machine’s output. 

The proposition was accepted im 
mediately and the only question in the 
factory owner’s mind was “how?” Mr 
Jones then explained pneumatic op 
eration and control and the products 
required—actuating cylinder, compres 
sor, tubing, fittings, valves, foot-con 
trol, etc. The savings from more eco 
nomic operation of the press, Mr 
Jones pointed out, would offset the 
installation cost in a very short time, 
a calculation the owner did not find 
very difficult to make, and Mr. Jones 
got the green light 
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HIS SELF-CONFIDENCE RESTORED, Salesman 


Supply Co., Inc., 


Dave Kenney of Casanave 


Philadelphia, cheerfully sells some slitter saws to Thomas Banes, 


old customer and good friend. ‘Tom Banes, Jr., ex-G.1., gave the order okay. 


LEARNING KNOW-HOW AGAIN 
helped “fill in’ the five years of sales 
life Mr. Kenney lost while in service. 


Ever Get a Case of Salesman’s Jitters? 


Every salesman has his “off days”, when things won’t jell and Dave Kenney 


is no exception. Here’s how he beat his jitters, and even made them pay off. 


IVER HIT A BAD DAY in sales, a real 
low one, and get that thin, useless 
feeling in the pit of your stomach? 

Ever wonder now and then whether 
you were losing the old touch, maybe 
slipping back a little? 

Ever get a case of salesman’s jit 
ters? 

Dave Kenney did; he got them so 
bad, for a while, his career as a sales 
man at Casanave Supply Co., Inc 
of Philadelphia, seemed headed for 
the rocks. His jitters, incidentally, 
point up how one distributor handled 
the “job security” question when war 
veteran men returned for their jobs 
something that worried many men in 
service during World War II; some 
thing that’s bound to crop up again 
now that men are being drafted 

Dave Kenney was back from the 
war Only a few days when he called 
in at Casanave Supply to ask after his 
job. It was there, waiting for him. He 
worked at it only three months when 
he asked his boss, Phil Casanave, to 
let him get out on the road again, 
selling the general line. That 
something else again 

Mr. Casanave and the other sales 
men tried to talk him out of it; sug 
gested to him that things had 


was 
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changed out in the field since he had 
joined the Marines, five, six years ago. 
New plants had sprung up; new faces 
were at desks where Mr. Kenney had 
had old friends; new machines were 
on the market; new production tech 
niques had been adopted; new com- 
pany policies might keep him out of 
the shop itself. 

But he went out. He was back, 
working inside again, within three 
weeks. The other salesmen were 
right; things had changed, many 
things. Just consider the price changes 
that had taken place in that five 
years! 


Familiar Faces Gone 


Most of the p.a.’s, he found, were 
new. Several plants in fact, old cus 
tomers, had gotten so big during war 
time, they now had a formal Depart 
ment of Purchases 

“Tt was like the day I went out for 
the first time to sell for Casanave,” 
Mr. Kenney recalls. ‘“‘No matter how 
many calls I made, on each one there 
was always that big questionmark 
How am I going to get to this guy 
What do I do? What do I say? And 
always that tight feeling 
belt-buckle.” 


there was 


iround my 
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Mr. Casanave wasn’t surprised at 
Mr. Kenney’s reactions. He brought 
him inside and started him through 
the firm’s operations, as though he’d 
just walked in and asked for a job. 
He saw that Mr. Kenney learned all 
ibout the new lines that had been 
taken on. He guided him through the 
office paper routine; the stock control 
system, order-handling procedures. 

But it all took time, weeks, then 
months, and Mr. Kenney kept won- 
dering how much longer he’d be at 
it before they’d ease him out the 
door. (They had no intention what- 
ever of letting him go. They knew 
how good he’d been before he’d gone 
into the Marines. But in his own mind 
he was still “dead weight.’’) 

Then one morning Mr. Casanave 
called him over and sat him down in 
a chair alongside his desk. 

“Pick up that phone and get Tom 
Banes for me,” he told him. 

Mr. Kenney dialed the number and 
looked up: “Here he is, Phil.” 

“Talk to him. He thinks he wants 
some @ drills and a reamer. Sell them 
to him—and try to sell him some fibre 
packing. He needs the stuff but he’s 
been on the fence about it. Go ahead, 
sell him.” 





STUDY OF THE CUSTOMER’S PRODUCT taught Salesman Kenney where 
he fitted into their plant operations. He learned of new developments, got a preview 
of new products on the way. There was no substitute, he found, for personal contacts 


And that was how Mr. Kenney 
started to sell again, on the inside; to 
his old customers and friends, at first, 
then to the new men who'd come into 
the business while he was away. 

His selling over the telephone 
opened up everything to him, and it 
put him at ease. For there was a dis- 
tinct advantage in not seeing a man’s 


face when you were pushing him a 


little for a good sale. There were 
things a man could say over the phone 
that might sound downright silly 
when said face-to-face. 

And there were the other things 
you picked up fast on phone selling; 
the location of products in the cata- 
log, the prices, the technical data that 
you thought you knew, but didn’t 
You picked up good habits in filling 
out order forms: “You got it right the 
first time, and you got all of it,” Mr. 
Kenney remembers. “You learned 
what were the ‘must’ things to ask, 
and figured out by experiment the 
best way to ask them.” 

Mr. Casanave recalls: ‘He was 
good, darned good. I used to listen 
to him once in a while. He got to 
sound so convincing I knew it 
wouldn’t be long before I could send 
him out again.” 

But when he suggested the idea, 
the salesman hung back. He asked to 
stay in a little while longer, to work a 
little more on some of the hard ones. 

So he worked harder, and got more 
sales out of the tough ones—but still 
he hung back. What had happened 
was that he had come to depend too 
much on the anonymity of phone 
selling. And he remembered too well 
the cold, strange faces that had 


greeted him eight months before—the 
new p.a.’s, the shop foremen, the new 
machinists. You didn’t get that on 
the phone; all you got was the voice. 

But they were friendly now, Mr. 
Casanave told him, he was just suf- 
fering from a case of salesman’s jit- 
ters. Every salesman got them, even 
the best men in the field. 

But still Mr. Kenney hung back: 
He asked for a couple more weeks, so 
he could set up his calls. 

Mr. Casanave agreed; gave him two 
weeks more, and asked: “Want some- 
one to go out with you” Mr. Kenney 
said no, he’d rather go it alone. If he 
was going to make another bad break 
he didn’t want an audience—or some- 
one to lean on. He’d do it alone—if he 
did it at all 


Time Flew 


Those two weeks, Dave Kenney re- 
members now, were the shortest of 
that year. 

“But a funny thing, they weren’t as 
bad as I thought they’d be. I was so 
busy letting my customers know what 
was up, planning my calls, rehearsing 
what I would say to them—I didn’t 
get time to think about myself. 

“And when I did go out—well, Phil 
sent me to the people I’d known be- 
fore I joined up, and they naturally 
were friendly to me. Tom Banes was 
one of them; he’s still one of my best 
customers. He builds machinery. He’s 
always got something he needs in a 
hurry, Then there was Norman Fritz, 
he’s p.a. at one of the biggest manu- 
facturing plants in Philadelphia: One 
of the friendliest men you’d ever want 
to meet. He gave me plenty of help 





NEW SALES ROUTINE was tested 
and strengthened on p. a.’s like Norman 
Fritz, and other old friends 


in getting back.” 

From the friends Salesman Kenney 
went to the strangers. He got the 
“Sitters” again, but they didn’t bother 
him too much now. He knew he must 
expect them whenever he stood in a 
strange plant, waiting for a strange 
p.a. 

Besides, he’d learned a sales routine 
that took him quickly into the reason 
for his call, and he always tried to 
have a good reason. Each week now 
he had something new to talk about, 
a lead item. One week it was files, the 
next week drills. He tried to have a 
catalog, or something else along, to 
break the ice. 

He studied the customer’s product, 
and tied what he learned into his 
sales approach. For instance, he had 
discovered that one of his customers 
made directional signals for a motor 
car manufacturer. He bought one at 
an auto store, took it apart, and tried 
to figure out what machining opera- 
tions might be needed to finish down 
the separate parts. Then he called on 
the signal maker and tried to sell him 
the products that would help him to 
do those machine operations better, 
faster and cheaper. Meanwhile, he 
continued to sell the standards to the 
plant; drills, wrenches, chucks, end 
mills, socket head cap screws, taps and 
dies, etc. 

It’s three years now since that day 
Mr. Casanave sent him out to sell 
again. He has made many friends 
since then; he’s learned a lot about 
people and cooperation. And he knows 
now that it was only salesman’s jitters 
he had—and that every salesman gets 
them even you 
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CATALOGS 

Of the reporting distributors, 81% published 

catalogs. Percentage of these distributors who: 

Have their catalogs published by an outside firm 

Build. their own catalogs... . 

Compile and maintain loose-leaf catalogs 

Get out abbreviated or short catalogs covering 
selected lines 


Distributors’ Comments: 

“We give catalogs to our key accounts when we 
receive request; however, we do not give catalogs to 
anvone unless we think we will receive $1,000 worth 
of business in a year.” 

“As soon as a new printing is delivered and ready 
for distribution it becomes the duty of our individual 
salesmen to present our new catalog and go through it 
fully with his customers.” 


—i— 
— 


NOVELTIES AND GIFTS 
Percentage of reporting distributors who 
Distribute scratch pads or notebooks 
Distribute calendars 

Distribute book matches 

Distribute blotters 

Distribute pencils 

Distribute samples 

Distribute rulers 

Distribute knives 

Distribute paperweights 

Distribute cigaret lighters 
Distribute pens Ff 

Give magazine subscriptions as gifts 





Distributors’ Comments: 

“We think scratch pads are the best medium of 
advertising for us, next is pencils, but in either case 
they are the best quality, then calendars.” 

“Have tried in the past almost all items. Do not 
think too highly of this sort of thing. Believe the 
Christmas gift “racket” has gotten out of hand and 
we should all quit this petty bribery sort of busi 
nes 


oe — 
DIRECT MAIL 


Percentage of reporting distributors who 
Use manufacturers’ literature 


st 


Develop original material 

Subscribe to an advertising service 

Have their own equipment for mailing 

Employ personnel to supervise direct mailing 

Prepare and mail a house organ Kaek 

Keep their mailing list on a selective basis 
iccording to types of industry or cus 
tomers 


iw be VI 


Distributors’ Comments: 

‘“‘We use a ditto machine. Our plates are prepared 
ind kept for us by a local printing concern.” 

“Generally print own letter to accompany manu 
facturers list other than self mailer. Try to always 
include return order form, or card.” , : 

“Direct mail if designed to do a specific job for a 
specific distributor can be very good. I feel that a 
great deal of personalization should go into direct mail 
and should not be too much of the same thing used 
by other distributors in a given territory.” 











HERE’S THE RECIPE FOR... 


Sales Promotion, 


Survey among members of the Southern 


ties and gifts, direct mail eat up most of 


for sales promotion, which runs higher 


‘THE AVERAGE SOUTHERN DISTRIBUTOR spends more on 
sales promotion than distributors throughout the rest 
of the country. A report issued by the Sales Promotion 
Committee of the Southern Supply & Machinery Dis- 
tributors’ Association, shows that the average Southern 
distributor spent 1.36 percent of his total sales income 
for sales promotion. ‘This is almost three times the 
generally accepted average of 4 percent for the country 
as a whole. 

C. McD. England, Logan Hardware & Supply Co., 
Huntington, W. Va., is chairman of the committee 
which gathered information concerning the use among 
members of such sales promotion tools as catalogs, 
direct mail, advertising, novelties and gifts, display and 
special programs. 


Survey Had Four Purposes 


I'he purpose of the survey was: (1) to determine what 
means of sales promotion are being used currently by 
members and, thereby, to give each member some basis 
of comparing his own activities in the field against suc- 
cessful methods of other distributors; (2) to give mem- 
bers an idea of the types of sales promotion activities 
that are available and the frequency of their use; (3) to 
give each member some gauge as to the amounts which 
are being spent for sales promotion; (4) to stimulate the 
thinking of members on sales promotion. 

Che chief expenditure was for catalogs, with the aver- 
ige distributor using 48 percent of his sales promotion 
budget for this purpose. Greater emphasis is placed on 
novelties and gifts than was expected. Expenditures for 
these ranked next to catalogs, the survey shows. Slightly 
less was expended on direct mail which, in terms of use, 
is an extremely popular media with distributors. 

Che following table illustrates the average amount 
spent by distributors responding to the survey, together 
with the range for each category: 


Average % of 

Sales Promotion Range in 

Activity Budget Spent Percentages 

Catalogs ..... 48 12 to 82 

Novelties, Gifts . 22 ] to 90 

Direct Mail ......... 21 1 to 90 

Advertising ...... 13 1 to 59 

Display — , 7 1 to 15 
Special Programs 7 4 


to 25 


Note: Total of the averages spent for each activity is 
not 100% because every reporting distributor did not 
respond to every question on questionnaire. 
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Southern Style 


Association reveals that catalogs, novel- 


the average Southern distributor’s budget 


than rest of nation 


The wide range of expenditures on each phase of sales 
promotion shown in the survey suggests that opinions 
as to the efficacy of each medium differ. Varying com- 
petitive conditions in different localities, however, have a 
considerable influence in determining how sales promo- 
tion budgets are allocated. 

Expenditures, however, do not tell the entire story. 
A study of the tables showing what percentage of the 
reporting distributors make use of various media, indicates 
that all techniques are well used. It suggests that the 
table of expenditures is a good guide to the relative cost 
of using each media effectively. 

As far as publishing catalogs is concerned, most dis- 
tributors indicate a preference to have the job done by 
an outside firm. However, there appears to be a substan- 
tial percentage inclined to doing the job themselves 
probably because of cost and desire for a more specifically 
tailored job. 


Low Cost Novelties Preferred 


A substantial number of distributors make use of 
novelties and gifts. Preference seems to be for low-unit 
cost items such as notebooks, calendars, book-matches 
and blotters which are capable of wider distribution 
among customers. There is a marked decline in use as the 
novelty or gift increases in price. 

lhe number of distributors who have their own equip 
ment for mailing sales promotion material (three-fourths 
of those reporting) indicates that more distributors are 
becoming aware of the importance of efficiency and 
accuracy in direct mail. One third of the distributors 
employ personnel to supervise the mailing and more than 
three-fourths maintain selective mailing lists. Again the 
desire for specific tailoring of mailing material to fit 
the distributor’s needs is reflected in the fact that half 
of those reporting develop original material 

The use of floor and window displays is popular among 
distributors, almost all of whom take advantage of mate- 
rial furnished by suppliers. About one-fourth of the dis 
tributors tie in their displays with sales meetings, seasonal 
selling and with mailings. 

Like displays which are used a lot but on which 
relatively little of the sales promotion budget is spent, 
special programs are relied upon by about half of the 
distributors. Most of them concentrate on product dem 
onstrations for salesmen but customer demonstrations 
and participation in shows and exhibitions are favored 
by a large number. 

Distributors reported that an average of 38 man-hours 
were spent on sales promotion each week. Roughly, it 
represents one employee’s full time. 








ADVERTISING 

Percentage of reporting distributors who: 

Buy listings in directories (telephone, city, 
regional) 

Advertise in programs (theatre, civic, industrial, 
organization) 

Advertise in newspapers 

Advertise i MIMQREIRGE... ..< 0c cis seses 

Advertise on radio or television 


Use billboards 


Distributors’ Comments: 


98% 


53% 
44% 
28% 
16% 


14% 


“Institutional advertising seems to be better. Less 


frequency of change of material.” 


“The program advertising is just another method 


of making a donation.” 


“Our radio advertising has proven very good. Tele- 
vision received a great deal of comment, despite 


small audience.” 





DISPLAY 

Percentage of reporting distributors who: 
Use floor displays. 

Use window displays 

Rent display space. . . wee dally vasa 
Use display material furnished by their suppliers 
Change their displays less than once monthly 
Change their displays monthly 

Change their displays semi-monthly. 
Change their displays weekly 

lie in their displays with sales meetings. . 

lie in their displays seasonally 

lie in their displays with mailings... . 


Distributors’ Comments: 


‘Display is one of the best methods of advertising 
in our opinion. We assign various types of products 
to be displayed to various personnel in our organiza- 


tion.” 


“Displays should be set up to approximate actual 
use, product in motion, etc., to create that suggestion 


of its use.” 


“In our opinion distributor displays could be 
improved with more displays which have action.” 


———$<—_—____.g—. 
SPECIAL PROGRAMS 


Percentage of reporting distributors who: 

Conduct product demonstrations for their 
salesmen : P 

Conduct product demonstrations for their cus- 
tomers ; ‘ . 

Participate in local buyers’ shows or exhibi 
tions, such as P.A. shows, Chamber of Com- 
merce exhibits, State or County fairs.... 

Conduct clinics for solving customers’ product 
application problems es 

Rent facilities for any of the above 


Distributors’ Comments: 


“The costs of our exhibits and demonstrations are 


borne by ourselves 


Light refreshments afford our men 


and customers a chance to become better acquainted.” 

“We generally stand the costs for the most part in 
clinics and show participation. The factory supplies 
trained men and oftentimes equipment we do not 


stock. We conduct all on 
Serve soft drinks.” 


a strictly 


business basis. 
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INVENTORY control cards list net 
prices. Don Kammeron prices order 
when they are subtracted from stock. 
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ONLY RECORD maintained for net pricing purposes are inventory control cards 
In addition to stock record, card shows quantity prices and cost for each stock item 


Only drawback to system is time consumed refiguring prices after each price 


Net Pricing Pays Off 


Cincinnati distributor invoices all items 


sold to customers on a net price basis. 


Customers are 


satisfied, 


and inside 


costs have dropped as operations have 


speeded up 


Every ITEM Of industrial supplies and 
equipment sold by The Mechanical 
Supplies Co., Cincinnati, is now in 
voiced on a net price basis, according 
to Kenneth L. Miller, president. 

“It has made a world of difference 
in our pricing and billing depart 
ments,” he says. ““The work has been 
cut in these departments by at least 
a third and, consequently, the average 
time it takes to handle an order has 
dropped way off also. And the best 
thing about it is, not one customer has 
complained since we dropped the list 
and discount system of pricing 1 
February.” 

Mr. Miller had been convinced for 
a long time that manufacturers cou!d 
simplify the distributor's job by issuing 
net price lists on their products. Since 
most suppliers are continuing to use 
the list and discount system, Mr. Mil- 
ler decided last year there was no rea- 
son why these prices could not be con 


ist 
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Cincinnati, discusses net 


hange 


a | 


us 


PRESIDENT K. L. Miller of The Mechanical Supplies Co., 
} 


pricing with Salesman J. 


Kraushaar. Salesmen report no customer complaints on net 
price billings since system was started last February 


verted to net at the distributor level. 

In working out a net price basis for 
billing, Mr. Miller received consider 
able guidance from the representative 
of one of his suppliers, Standard 
Pressed Steel. 

At the time he decided to switch 
over to net pricing, Mr. Miller was 
also usinig a perpetual inventory con- 
trol system, with a 5 x 8-in. card for 
each item in stock, showing quantities 
received, shipped, and balance. 

With the old net and discount price 
lists at hand, Mr. Miller and his sales- 
men went through their entire inven- 
tory control, marking the net price of 
each item on its card. Where prices 
vary with quantity purchased, all the 
prices were put on the cards. 

Under the price, the net cost figure 
was inserted for each item. These 
price and cost figures are in code let 
ters 

Now, when an order is received by 
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the distributor from a customer, it is 
first sent to the shipping department 
for filling. It then goes to the inven 
tory control desk, where it is sub 
tracted from inventory and_ priced 
from the cards. 

The sale is subtracted from inven- 
tory after it is shipped rather than be 
fore to provide an additional check 
against the accuracy of the inventory 
control system. For example, the stock 
card for a particular size of drill may 
show only ten in stock when, through 
some previous error, there are actually 
50. Shipping an order of 25 before 
they are subtracted from inventory 
will show up the error when the in 
ventory control clerk adjusts his card. 

lhe only disadvantage that Mr. Mil 
ler has found thus far with the net 
pricing system is the amount of work 
involved in changing the prices listed 
on the cards during periods of frequent 
price changes. 





UPSTAIRS at Bidwell Hardware Co., Hartford, customers 
see a complete, neat and orderly display of power tools. 


rH 
= | ans ok 
SERVICE ITEMS are important to customers. Bidwell 


Hardware maintains a special counter for them. 


WHEN A RECENT BUILDING RENOVATION PROGRAM left the 
executives of the Bidwell Hardware Co., Hartford, with 
surplus space in the basement beneath their main dis- 
play floor, the company’s officers accomplished a dou- 
ble purpose by setting up a demonstration room there 
for power tools. 

With all types of power machinery displayed on the 
main floor, customers can examine and select machines 
there, and then operate them fully in the room below. 
At the same time, customers and salesmen on the main 
floor are not bothered by the noise and confusion 
caused by saws, drills, etc. in operation. 

The Bidwell Hardware Co. is a combination indus- 
trial supply and hardware firm located in the center 
of one of Hartford’s principal shopping centers. This 





DOWNSTAIRS customers can operate the tools them- 
selves. Ev Underwood, salesman, demonstrates an arbor saw. 


SALESMEN AT BIDWELL HARDWARE 


Show Customers 


How Tools Operate 


location, coupled with the fact that half the firm’s display 
area is devoted to retail hardware items, makes it de- 
sirable to have practical demonstrations of machines 
held away from the main display floor. 

The demonstration room is only a few steps from 
the display area, and machines can be placed there and 
connected for operation in a matter of minutes. Three 
or four types of machines are kept in the room at all 
times, ready for instant operation. Plenty of material 
to be worked on, such as boards of various thicknesses, 
is always kept on hand. 

Since the room has been available, salesmen and com- 
pany Officials have observed that in many cases the 
ease with which the machines can be demonstrated has 
made their selling arguments more effective. 
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ORANGE JUICE CONCENTRATE is made at this Min 


78 


ite Maid Corp. plant, representative 


of a new and fast 





growing industry. Salesmen from Harry P. Leu, Inc., 
Orlando, Fla., learned all about it because 


Customers Operations Are Key To More Sales 


UNLOADING oranges from trucks to elevators is a job 


movable and fixed conveyors and power 


transmission 


for 


Jim Dukes aNp Hitiman Baccert, salesmen for Harry 
P. Leu, Inc., Orlando, Fla., make it a point to find out 
how a new industry works and what equipment and sup 
plies it uses. In this way, they become familiar with the 
industry’s problems, increase their capacity to make in 
telligent recommendations of products, fill orders properly 
and anticipate needs. 

When the frozen orange juice concentrate industry 
appeared in Florida three years ago, Messrs. Dukes and 
Baggett learned about its operations at first hand. W. F. 
Mantey, plant engineer of the Minute Maid Corporation's 
unit at Plymouth, Fla., cooperated by showing them 
around and explaining things. 

The salesmen learned that the industry evolved out of 
an attempt to powder orange juice, using the high vacuum 
process developed during the war to dry penicillin and 
blood plasma. A superior product—the concentrate—was 
obtained by halting the drying process at a given point. 
This product is slush-frozen and canned at 18 deg. F., 
quick-frozen to 0 deg. F., and then stored at —20 deg. F. 

Although refinements in process and equipment were 
introduced periodically, knowledge of the basic steps 
helped Messrs. Dukes and Baggett in analyzing sales and 
service opportunities. 

They learned that the industry’s requirements are 
many and varied. The industry uses conveyors of all 
tvpes, belting, trucks, pumps, motors, compressors, con 
trols, power transmission, speed reducers, chaia, coup 
lings, packing, lubricants, thermometers, gages, filters, 
pipe, valves, fittings, fans, insulation, detergents, brushes, 
vacuum cleaners, hose and fittings, tubing and fittings, 
starters, wiring, casters, hand and portable power tools, 
paints, screw products, lights and fixtures, fire extinguish- 
ers and safety equipment. 

Interest in the new industry has paid off for Messrs. 
Dukes and Baggett. It is growing. Sales in 1946 were a 
mere 100,000 gal. of concentrate. Last year they jumped 
to approximately 10 million gal. This growth has increased 
the demand for oranges tremendously, accelerating mod 
ernization and maintenance activity among citrus grow- 
ers, also customers of Harry P. Leu, Inc. 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 











SORTING, washing, slicing, crushing and straining needs VACUUM CONCENTRATORS utilize pumps, couplings, 


pipe, valves, fittings, motors, controls, belting. gages, meters. Note fire safety equipment 


COMPRESSORS for refrigeration system are powered by CANNING, automatic filling and closing, machines must 


short center drives. Instrument panel shows controls. run smoothly, requiring tools, lubricants and small supplies. 


PUMPING is explained by Fritz Man- PEEL takes a ride up chain conveyors SHIPPING concentrates from cold 
tey, engineer, to Hillman Baggett and to loading elevator, put into trucks and storage to “reefer” cars is facilitated by 
Jim Dukes, from Harry P. Leu, Inc. taken to cattle feed processing plant. portable conveyors. 
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You Are Cordially Invited To Attend Our 


50th Anniversary 


Industrial and Welding Exhibition 


At 1901 Arapahoe St. Denver. Colorado 


Friday, October 21. 


70 vo 11:00 P.M. 


Saturday, October 22 


9:00 A. M. to 1000 P.M. 





For Further Information 
Call KBystone 5151 








PROGRAM of activities was mailed to 
customers a few days before the show. 


CROWDS throng M. L. Foss, Inc., Denver, during two-day welding and industrial 
exhibition. Celebration was planned for months; each employee had part to play. 


Committees Put Over Open House 


Employee teams share responsibilities for successful observance 


of M. L. Foss, Inc. 50th anniversary—proves planning pays off 


On HaLLoweeEN Eve in 1899, a man 
named M. L and his wife 
boarded a train in Chicago bound for 
Denver, Colorado, where they were to 
open a small bicycle shop. Fifty years 
later, in 1949, when the bicycle shop 
had grown to an industrial supply firm 
employing 65 persons, Mr. Foss and 
his fellow executives held an exposi- 
tion and open house to celebrate the 
firm’s golden anniversary 

The steps followed by the manage 
ment of M. L. Foss, Inc., might well 
serve as a model for other distributors 
who wish to publicize their firms’ 
length of service, or who want to hold 
open houses simply as an advertise- 
ment of their businesses. 

Several months before the antici- 
pated date of the open house, M. L. 
Foss, Inc.’s management placed the 
responsibility for the event on N. A. 
Brown. Mr. Brown, manager of Foss’ 
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welding department, doubles as the 
firm’s advertising manager. It was felt 
that plans for the “Industrial and 
Welding Exhibition” could be best 
made and carried out if final authority 
were centered in one individual. 


Committees Set Up 


Mr. Brown’s first move was to set 
up several committees of employees to 
handle various aspects of the celebra- 
tion. These included: 

—a display committee, which was 
to be responsible for all window and 
case displays of merchandise. This 
committee listed each window and 
case display area, planned what items 
were to be displayed in each, and saw 
that the merchandise was set up in 
these display areas neatly and _at- 
tractively. 

—a demonstration committee, 
which was to arrange for suppliers’ 
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representatives to be present, and to 
demonstrate their products during the 
show. 

a publicity committee, which was 
to handle invitations, and advance pub- 
licity through direct mail, newspaper 
and radio advertising. 

—a refreshment committee, which 
was to have food and drink on hand 
during the exposition. 

—a housekeeping committee, which 
was to have and keep the firm’s physi- 
cal layout presentable during the ex- 
position. 

a films committee, which was to 
arrange for the showing of films on 
various products. 

—and a registration and hostess 
committee. Members of this com- 
mittee consisted mostly of wives of 
employees and women employees. 

The work was thus divided so that 
no one, with the exception of Mr. 








DENVER 


ANNWEee 


BIG WHEELS in planning cel 
Ferd Cain, N. A. Brown, 
W. L. Foss, and Art Kellogg. 


Brown, would be overloaded with 
work for the exposition, and _ still 
everyone would have enough to do 
to give them a real interest in the 
success of the celebration. 

Over a month in advance of the 
exposition, the demonstration com- 
mittee sent letters to those suppliers 
that the firm wanted represented with 
floor displays and demonstrations. 
The letter outlined briefly what type 
of exposition was to be held, and ap- 
proximately the number of people 
expected. 

Each supplier was asked in the let- 
ter if he could lend a display, and the 
space it would require; if he could lend 
a sign, and its size; if he wished to 
donate a door prize; the number of 
pieces of advertising literature he 
could furnish; and if he could furnish 
give-away matches, booklets, etc. 

As soon as the suppliers responded, 


lebration were (left to right) 
William Siek, Glenn R 
Shown also are promotion 


| October 21st and 22nd | 


INDUSTRIAL AND WELDING 
EXHIBITION 
October 2Ist and 22nd 
Sa 1901 ARAPAHOE ST. 


and Industrial Demonstrations, 


Interesting Displays and Films 


Reece, 


the demonstration committee drew up 
a floor plan and located all the dem- 
onstrations for the exposition. Plans 
were completed with the suppliers by 
the committee for delivery of demon- 
stration machinery and equipment on 
an individual basis. 


Demonstrations Arranged 


Much of the firm’s business comes 
from the sale of welding equipment 
and supplies. A special “cooperating 
firms” committee was set up to con- 
tact welding shops in Denver which 
M. L. Foss, Inc., supplied, to arrange 
for demonstrations of welding oper- 
ations on various metals and alloys. 
Nine firms responded, and a _half- 
dozen tables were set up in Foss’ steel 
room for these demonstrations. 

A dinner meeting was hekd for 
representatives of these firms a week 
before the exposition. The tables were 


pieces used by M. L. Foss, Inc., 
50th anniversary open house. 
in statements, others followed via direct mail to all customers 


Denver, to publicize their 


“Foss’ First Fifty” went out 


set up at that time, and the welders 
had a chance to rehearse the part 
they would play during the open 
house. 

Five weeks before the scheduled 
date, the publicity committee in- 
cluded a “teaser” announcement in 
Foss’ invoices and statements. This 
announcement said only: ‘October 
21st and 22nd. Foss’ First Fifty.” 
Two weeks later, a full announcement 
was mailed, and another invitation was 
mailed the following week. These an- 
nouncements were mailed to everyone 
on the firm’s mailing list. 

A program, listing the displays, in- 
dustrial films, demonstrations, and 
door prizes that were to be available 
was mailed to out-of-town contacts six 
days before the exposition, and to 
Denver contacts three days before. 

As soon as the first announcement 

(Continued on page 162) 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 81 





. 4% 
< 


bd 


f «iS 


COMPRESSOR to operate machinery, was sold to Larus & 


Brother Co., tobacco processors, by R. W. Johnson, salesman 


for James McGraw, Inc., Richmond, Va. Here he talks over 
replacement part with Maintenance Chief J. F. Gary 


WHEN THE DOOR IS CLOSED TO PRODUCTION EQUIPMENT SALES, 


Sell Maintenance Machinery and Equipment 


Every manufacturer who uses any kind of machinery in his plant is an 


industrial distributor customer, says this salesman for Richmond firm 


SELLING MAINTENANCE EQUIPMEN1 
and supplies to an industry can be just 
as profitable as selling production 
equipment, according to R. W. John 
son, salesman for James.McGraw, Inc., 
Richmond, Va. For 30 years Mr. 
Johnson has made a success of selling 
industrial supplies to the manufac 
turers of tobacco products, in spite of 
the fact that all production equipment 
used in this industry is of a highly 
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specialized nature, purchased directly 
from the manufacturer. 


Two Sales Opportunities 


From his experience -in. selling to 
this industry, Mr. Johnson knows that 
tobacco processing plants, as do all 
industrial plants, offer two opportuni- 
ties to the industrial distributor. The 
first results from the fact that the 
machinery actually used in the produc- 
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tion of cigarettes, cigars, pipe tobacco 
and other similar products only partly 
fills the manufacturer’s need for me 
chanical equipment. Other light and 
heavy machinery is needed to supply 
the power to run the tobacco proc- 
essing equipment, and to perform 
plant maintenance work. 

The second opportunity for sales 
comes from the manufacturer’s need 
for various standard replacement parts 





for his production machinery. 

Opportunities for sales are more 
numerous in the first category. In- 
cluded in this group are a variety of 
motors to run the production equip- 
ment. Along with the motors, an 
industrial distributor is in a position 
to supply power transmission equip- 
ment: anti-friction bearings, pulleys, 
shafting, sheaves, gears, sprockets, 
belting, and pillow blocks. 


Much Air Equipment Used 


Tobacco processing plants need 
large quantities of steam and com- 
pressed air, says Mr. Johnson. The 
distributor salesman supplies compres- 
sors, valves, pipes and fittings, and 
packing. One of the largest such or- 
ders Mr. Johnson has filled was for 
the compressor picture on the oppo- 
site page, which he sold to the Larus & 
Brother Co. of Richmond 

This compressor is used in the plant 
to operate some processing machines, 
for humidifying, and for operating 
cleaning machines and automatic op- 
erating controls. Formerly, the com- 
pany had used three small compressors 
for this work, but an analysis of the 
plant’s needs by Mr. Johnson and 
Larus & Brother Co. executives 
showed that a single large compressor 
would perform the work more efh- 
ciently and economically. James Mc- 
Graw, Inc. supplied the compressor 
and all fittings and attachments. 

Bulky tobacce bales and crates of 
finished tobacco products are handled 
extensively in the plants by hand 
hoists and power hoists, another dis- 
tributor item. 


Supplies Needed 


Maintenance work in the plant re 
quires such distributor lines as electric 
drills and hammers, hacksaw blades, 
files, twist drills, taps and dies, and 
machine tools. Many tobacco proc- 
essing plants in Mr. Johnson’s area 
also have their own power generating 
units as an auxiliary source of power. 
These units require many distributor 
items for maintenance. 

Replacement parts for production 
machinery furnishes a second oppor- 
tunity for sales to tobacco processing 
plants. While the sales potential here 
is not as great as for other items, these 
specialized machines do use many 
standard parts which wear out and 
can be replaced by an industrial dis- 
tributor. 

“Selling to the tobacco industry is 
really not much different than selling 
to most other kinds of businesses,” 
said Mr. Johnson. “It’s just remem- 
bering the old sales rule of knowing 
what your customer makes and what 
he needs to make it with.” 


PRICES AND AVAILABILITY of items are discussed by D. G. Ferneyhough, of 


tobacco processing company’s purchasing department, and Salesman Johnson 


GENERATING UNIT is another opportunity for sales in tobacco processing plant 


Accessories and maintenance items are handled 


by 


industrial distributor salesmen 


AFTER TOUR OF PLANT, Mr. Johnson pauses to talk selling points of distributor 


item with J. F. Gary, maintenance superintendent. He is key man in tobacco plants 


for distributor salesmen 
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What Problems Do You Face When You: 


¢ Invade a new field? 
* Decide to “specialize”? 


¢ Outgrow your building? 


¢ Go after new business? 
¢ Take on new lines? 
* Work for the government? 


W. S. Wilson Corp. of New York faced all those problems; met them 


head-on, turned them to its profit; Hugh Hirshon, president, tells you how 





ArTer 39 CROWDED Years in the mill 
supply industry I suppose I should 
have learned a lot of things, and I 
guess maybe I did; some good, some 
bad. But when I think about it now 
it all sums itself up in one idea, and 
it happens to be the same idea I 
started with in the W. S. Wilson 
Corp. back in 1917: “Shoemaker, stick 
to your last.” 

We've stuck to ours, though the 
Lord knows we had enough opportuni- 
ties shoved at us to become something 
we weren't cut out to be, something 
else besides “industrial distributor.” I 
can remember that as long ago as 
1911, when I was young and twenty, 
as the poet says, and a minority stock 
holder in the old B. B. Neal Hardware 
Co.—as long ago as that I was hearing 
fantastic ideas about why we should 
take on a dishwashing machine, or an 
electric potato peeler. It was dream 
stuff then, and it’s certainly dreamstuff 
now, but who knew what way distribu- 
tors were destined to jump in the years 
ahead? I knew I'd have to leave B. 3. 
Neal some day and when I did get 
away, I told myself, I’d stick to my 
own “‘last’’—industrial supplies. 

That little two-year “business tour” 
I took with Herman Sanders and Ed- 
mund Otto in 1915, when we revived 
the expiring Hardware & Supply Co.- 
that was strictly “the shoemaker’, too. 
But I suppose the real test of our 
ability to keep our noses to our own 
nie grindstone began when 

rother Ed and I, along with Arthur 
Graseck (then 17) and Jimmie Smith 
(all of 15), founded the W. S. Wilson 
Corp. Everything that happened be 
fore that was rehearsal, a trial run. 

The next ten years of our business 
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Hugh Hirshon 


life you could sum up fast something 


like this: 
1917 


1918-9— 


The W. S. Wilson Corp. 
moves into 155 Chambers 
Street. (A business needs a 
lace to do it in.) 155 will 
G “home” for the next 
twelve years. 

The old alma mater, Hard- 
ware & Supply Co. hits the 
downgrade, and we don’t 
pick too many apples either. 
Those we do are a little 
worm-eaten. So Mr. Hugh 
Hirshon hits the road as 
salesman: Gets to be pretty 
damn good, too, relatively 
speaking. 


1920—We hold on by our bridge 


1920— 


work as the year breaks. 
At midyear, and things have 
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opened up. We get back all 
we'd lost, and a little more 
business. The combination 
seems to be clicking. 

Boston Belting Co. takes us 
on, or maybe vice versa. In- 


ventory, $10-15,000. 


-(April 16) on this otherwise 


uneventful day, E. A. Hir- 
shon so-called catcher for 
our baseball team, the Wilco 
Wonders, missed a hot one 
that neatly burrowed through 
the plate glass window of 
the Norton Co’s downtown 
office, next door at 157 
Chambers. (At least it hap- 
pened to be a manufacturer 
who believes in distributors 
-“sticking to our last” 
again. ) 
Boston Belting and the Wil- 
son Corp. part company 
after a “discussion” about 
inventory on-hand that rat- 
tled teeth on both sides. 


—‘“Specialization” heaves over 


our horizon in the form of 
Willson Products Corp. (No 
relation, but a manufactur- 
er.) WPC had sold direct; 
now wanted to go through 
distributors, and exclusively. 
Invited them in and made 
them welcome. (Still with 
us, and relations more cordial 
than ever.) 


Frank Parker, encyclopedia 


on Willson Products Corp. 
eye and head protection, 
knocks at our front door. 
He’s due to make “safety” 
one of our major lines, with 
some full, fat accounts. 





SALES SPECIALISTS and general line men on the staff at 
Wilson’s took time out from the day’s occupations to get 


1927—Lease at Chambers Street 
soon to expire, but W. S. 
Wilson Corp. rolls merrily 
along, very much alive. In 
ten short years we’ve become 
“bigger and better than 155 
Chambers Street,” as one of 
our salesmen puts it. 


We Move Again 


That search for better and bigger ac- 
commodations ended two years later 
when we found 123 Varick Street; 
seemed, then just about the ideal setup. 
The building extended lengthwise into 
Dominick, which became our rear 
loading station; and for the first time 
the executive offices were completely 
separated from incoming and outgoing 
freight and inventory. 

We were so confident, we took a 20- 
year lease. Three years later (1932) 
we were knocked spinning in “the 
Great Depression.” 

That was the time of all times to go 
wrong and we did something, in ’32 
that could easily have led us down the 
old dark lane. Like everyone else we 
were on the make for new business; 
tried every angle to get it, or invent it 
That was the time Brother Ed ran the 
ad in the New York Times, soliciting 
advice on where we should go for more 
business. He got 155 replies, some of 
which told us where we could go in a 
few well-chosen words 

But out of the serious ones (dis 
counting the guy who suggested we try 
the “wiping rag business”, and the one 
who thought “welding supply lines” 
might work out over the long pull) we 
got some good ideas, and some good 
men. Jack Joyce and Jack Stromp both 
answered that ad; and both are still 


with W. S. Wilson. One became a 
specialist and the other a general mill 
supply representative, though he was 
strongly attracted by lubrication spe- 
cialization 

When the Goodyear line was offered 
to us in 1933, and after our bitter ex 
periment with the Boston Belting Co 
ten years previously, it took an awful 
lot of cogitation to decide whether or 
not we would be “sticking to our last.” 
But the sales presentation on the line 
by both Sturgis and Amsdell (the then 
New York Goodyear representatives ) 
did the trick 

Their man Amsdell came into the 
office one day and made one of the best 
sales pitches I’ve ever heard, and ended 
it with: “Our contacts are with all 
the major consumers of mechanical 
rubber goods, and we've heard from 
them that vou cut 2 wide swath in the 
business . He didn’t need to go 
further; that “wide swath” put me on 
the hook without a wiggle 


Adam and Another Apple 


I still had my doubts about the line, 
thought we might over-reach ourselves, 
ind started to prove to myself that the 
adage “twice bitten, twice as careful,” 
didn’t apply here. I'd been the sales 
man on mechanical rubber materials 
among other things; now I dropped 
some of it, gave up my rights on me 
chanical rubber goods, and got hold of 
1 specialist for the line, Wally Steinert 
He stayed on from 1933 to 1948, when 
Jack Sturgis, an old Goodyear man, suc 
ceeded him. Sturgis brought in more 
business than ever. So I guess we were 
sticking to our last after all 

The taking on of new lines, I'd say, 
is the distributor’s most fertile field of 
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together for the only picture of them extant. That’s Brother 
Ed up front, second from the right, front row 


temptation that might lead him, by 
errors in judgment, straight to the 
financial graveyard. Which brings up 
the old question: “What does provoke 
a distributor to take on a new line? 
What kind of thinking led to his 
“ves”? 

Generally, though, you’re not “led” 
to take on a line; more often you are 
pushed by the facts into doing so. 
Things have a habit of developing. 

You take “safety”. It was the most 
natural thing in the world for us to 
move from head and eye protection 
into protective clothing, of straps 


and linesmen’s belts, salt tablets, “dry 
brows”, linesmen’s gloves, even fire ex- 


tinguishers—though when we took on 
the first two we had no idea we'd be 
thinking before long about the others. 

And speaking of fire extinguishers re- 
minds me how and why we took on the 
Pyrene line. You might say we backed 
into that one. 

For several years now we've been the 
only industrial distributor with a booth 
it the Safety Shows in Hartford and 
in New York, and that news got 
iround. I suppose one of Pyrene’s 
boothmen carried the tale to the head 
men in the home office. Anyway, they 
got us on the phone one day, explained 
their proposition and convinced us we 
ought to “buy in”. As a matter of fact, 
though—and I don’t think I’m giving 
away any secrets—we’'d been thinking 
about fire extinguishers for some time; 
they would just about complete our 
safety line. 

Change the words around a litttle 
ind you'll have the reasons why we 
went for our other hnes; valves and 
gages, bearings, power transmission 

(Continued on page 156) 





Write Letters That Sell—Here Are 


Six rules that will help you revamp 
your approach and win customers are 
taken from new volume “How To 
Write Better Business Letters” by E. 
A. Buckley, (McGraw-Hill), direct 


mail expert, and presented in con- 


densed version. 


By following his 


hints in approaching special types of 
letters, and concrete examples of 
what to do and what not to do, you 
ean raise the effectiveness of your 
own sales promotion efforts by direct 


mail. 


1. Be Friendly 


Are you too formal as a letter-writer? 
When you write to a customer, is it 
merely company to company? It 
should be as person to person. ‘Too 
often people forget they must speak 
to a prospect by mail just as they 
would in his office—as friend to friend. 

hough letters are regarded as 
routine business chores, they do get 
read. A booklet or a folder hasn’t the 
personal appeal of a letter. But it is 
up to the letter-writer to sell himself 
and his product in a friendly way. 

Consider the sort of a fellow vou 
are selling to, what prejudices he may 
have. Never fog the issue by letting 
personal notions annoy him. 
Whether he makes buttons or special 
machine you must sense the 
logical run of his mind. Put vourself 
in his place. Would you be receptive? 

Personal contacts are the best ad 
vertisement for a progressive, aggres 
ive firm. But, if it’s impossible to 
keep in touch with clients, a letter can 
insure a sale or cement a long-term 
relationship. But your written words 
must replace that personal interview 
You must get on his side immediately 

Whether it’s a follow-up letter, an 
answer to a complaint, or a direct bid 
for business, don’t load yout 
pondence with too many 
pronouns—“We’"’, “Ours”, 
if your main concern 
interests 


your 


tools, 


corres 
personal 
“Us”. As 
was your own 
team: “I stand to mak 
some money by serving vou.” Be frank 
Convince your reader you're not fawn 
ing ona potential customer, just being 


l'orm a 


86 


amiable and willing to oblige. Also, 
don’t let friendliness become fresh, 
facetious or undignified. If you're 
courteous, sympathetic and __ frank, 
he'll warm up to you 


2. Sell Solutions 


Before you jot down a single word, 
think a minute. Your reader is obvi 
ously not going to buy your product 
unless he needs it. This special need 
is just what you must highlight in 
your letter. Sell the product as a 
solution to a particular problem he 
has. Don’t emphasize the uniqueness 
of the product so much as the fact he 
needs it. Compel him to review this 
need and then proceed to diagram 
youl product. 

You can make vour letter more 
productive in selling solutions if you 
appeal to certain buying motives in 
our prospects Among industrial 
buvers, the dominant motive is sav- 
ings, reduced costs, efficiency. Your 
selling points must be directed toward 
these motives. Your problem is to 
make vour reader act. He doesn’t 
want to hear how wonderfully your 
product is made. He wants to know 
what it will do for him. Cite cases 
where your product excelled, but do it 
ifter vou’ve promised to solve a prob 
lem in cost or production 


3. Put Punch 


In Your Opening 


f vou're talking to a salesman, it’s 
not exactly tactful to interrupt him 


curtly with, “Sorry, got work to do.” 
But a poor sales letter can be set 
aside easily if it doesn’t hold atten- 
tion. In the opening, arouse interest. 

You don’t have to be sensational. 
If you combine friendliness with a 
problem solution in a brief lead-off 
sentence, your prospect will read on 
to find out more about benefits and 
how he can secure them. 

Suppose you start a letter off with 
this happy marathon: 

“Last year our sales increased by 
17.04% and the number of our field 
representatives by 14, not to mention 
the two-year sales increase of 23.7% 
which, of course, parallels a 28% ad- 
dition to total inventories in the past 
year and a two-year increase of 34.9%, 
accompanying a renovation program 
that makes it possible for us to 
ote... 

By this time your prospect wouldn’t 
care if your gross was a billion last 
year. He's mired in percentages that 
leave his needs out of the picture and 
make him wonder why you bothered 
to write in the first place. You have 
to get to the point in a crisp, personal 
way. 

How about this for accent on bene- 
fits and brevity: 

“Would you like to cut costs and 
save valuable hours?” 

Of course he would, so much that 
he'll move quickly to the next sen- 
tence. 

It’s a good idea to minimize detail 
in the opening, but this one is still 
effective: 

“Do your roller cams and pulveriz- 
ing rollers suffer from abrasion?” 

Having analyzed his needs, you 
know that his cams and rollers do 
suffer from abrasion and he’s eager 
to reduce deterioration costs. 

The “question” opening establishes 
intimacy and suspense. It is a prac- 
tical approach, but you’d be surprised 
how prone writers are to forget they 
are selling something and that their 
readers must be persuaded rather than 
told. In the opening you should tell 
“what” but hold up the “how.” 


4. Elaborate and Prove 


After a vivid, compressed opening, 
you're ready to build the body of the 
letter—to transform interest into de- 
sire to buy. To do that, you must work 
in sequence, first elaborating and then 
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Some Hints 


backing up your statements with solid 
proof that your product can work for 
the customer. Be enthusiastic but 
not extravagant. Be modest and stress 
service. 

Here’s what Mr. Buckley means: 
An oil-promotion letter starts: 

“We developed it for Diesels—here’s 
proof that it’s perfect also for gasoline 
engines!” 

Notice the word “proof” in the 
opening. The thought is then de- 
veloped in the body of the letter: 

“If you're interested in superior per 
formance for motors—and we really 
mean superior—you'll welcome this 
news with open arms.” 

Now for a discussion of what the 
oil has done: 

“For years we have been perfecting 
X Diesel lubricating oil. It is being 
used successfully now all over the east 
and has conclusively demonstrated its 
ability to do a better lubricating job 
under the hardest possible conditions 
—in a full compression engine.” 

Then the focus on a problem: using 
oil in gas engines: 

“We figured that if it would do 
that, it would be a ‘walk-away’ in a 
gasoline engine which just has a high 
compression head. It was!” 

At this point, the proof: 

“After many tests and comparisons, 
the most recent of which is related on 
the attached sheet, we are ready to fur- 
nish you with what one user says “is 
by far the most satisfactory oil we 
have used.’”’ 

He’s beginning to be convinced. 
Proceed to the actual selling: 

“Here is a modern oil—made ex- 
pressly for modern engines which, due 
to high power output and small clear- 
ances, definitely require a lubricating 
oil that can withstand higher work- 
ing temperatures and pressures.” 

Having high-lighted the specific pur- 
pose and the specific problem it solves, 
try a useful comparison: 

“Old-style oils break down under 
these conditions and increase friction, 
deposit sludge, produce varnish— 
which, in turn, sticks rings and valves, 
causes pistons to drag and reduces en- 
gine power.” 

We implied that if he uses “old- 
style oils” he’ll only deter smooth oper- 
ations. Don’t arouse animosity by too 
abrupt comparisons or your own two- 
cents worth of opinion. Stick to facts 
and support them. Exuding too much 
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We have written you several times in the past 


but for some you have not seen fit to re- 


$$ 





phot 


gepe 


.) This letter,(we trust,) will clerify our fe’ 
position. f ‘ 
mot 


The Outdated transmission)set-ups you are now 


using are costing you a lot more(than you can 





aa 


anther 


it immediately. 


ont 
or 





years and employee turnover is less. 

Berewith enclosed)please find a catalog dis- 
cussing our line of transmission items. Read 
the booklet,(Gear out the reply cardand mail 
Our salesman will call to as- 
certain your requirements. 


Very truly yours, 








DO THIS to some of the letters you have written recently, after reading this 
article. Check yourself on violations of the rules Mr. Buckley gives for good sales 


letter writing 


confidence may ruin valid claims. 
Your case isn’t complete yet, but 
the stage is set for the clincher. 


5. Write An Action Close 


Don’t merely sum up. Take a final 
step forward: 

“You'll find the story of X and the 
advantages of oilier lubrication in the 
enclosed folder. Won’t you read it 
carefully and then let us come in and, 
without obligation, give you a recom- 
mendation—in terms of your own 
needs?” 

he letter thus ends with a friendly 
question and final reference to needs. 
Service and mutual benefit are key- 
notes. Naturally, in a letter that merely 
strives to keep in touch, the close need 
not be dynamic. It should affirm 
reliability and quality. But a “high- 
gear’ closing measures success by the 
number of inquiries or orders result- 
ing. For example: 

“As a first step toward a more profit- 
able business, put your request in the 
mail today.’ 

Here’s one with a real bid for action: 

“We're all ready for you . any 
day you say. Fill in and return the en 
closed card or call Stevens 5823. You'll 


quickly find out how we can save 
you time and money.” 


6. Sharper Your Style 


Brevity, precision and readability are 
often mislaid in the mad rush to get 
letters out. Remember that your cus- 
tomer has a clock in his office and a 
world of work to do. “Your letter of 
the 9th has been referred to me,”— 
why say that? Obviously it has been 
referred to you. 

Ihe job of being brief centers 
around a precise vocabulary. Brush 
up on redundancy and don’t say the 
same thing twice, Beware of adjectives 
and adverbs: they can obscure the 
meaning of a good verb or noun. The 
best help to more precise word usage 
is to stop and figure out just what it 
is you wish to say and say it simply. 

Finally, make your letter readable, 
by brevity and precise word usage. 
I'he last pitfall is the sentence. For 
the letter-writer, the comma is the 
arch-foe of the best punctuation mark 
that exists: the period. If you can 
express one idea adequately in a brief 
sentence, it doesn’t follow that a com- 
pound-compound will convey several 
ideas adequately. 
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NOTIFICATION of price change is received from manufac- 
turer by C. B. Lyon, manager of supply department at The 
C. S. Mersick & Co., New Haven, who sends it to the... 


Handle Price Changes 
Quickly 


C. S. Mersick & Co. notifies salesmen of 
all price changes within 24 hours by 
using loose-leaf notebooks 


ConFusiIon among inside and outside salesmen because 
of lack of information on price changes has been virtually 
eliminated at The C. S. Mersick & Co., New Haven, 
Conn. Complete information on all price changes is 
now in the salesmen’s hands within 24 hours of its 
receipt at Mersick’s 

\ group of large, loose-leaf notebooks, containing a 
price card for each item handled by the company is the 
basis of the system. Each outside salesman has a note 
book, and there are four more for the use of inside men. 
[hese four are kept at convenient locations near the 
counter and telephone salesmen. 

lhe first person to receive notification of a new price 
from the manufacturer is C. B. Lyon, manager of the 
supply department, who sends a memorandum of the 
change to the purchasing department. There the change 
is typed on a 4 in. x 7 in. loose-leaf notebook sheet and 
sent upstairs to the operator of a duplicating machine. 

Enough copies are prepared for all the notebooks and 
sent back to the purchasing department, where they are 
inserted in the inside notebooks and distributed to the 
salesmen. The outside salesmen are required to check 
daily for new prices, and are responsible for maintaining 
their own notebooks 

Mr. Lyon has found that through the use of this 
method of handling price changes, complaints from cus- 
tomers and salesmen arising from incorrect prices have 
been reduced to a minimum. 
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PURCHASING department for action. Here, Marcel T. 
Robillard gives data on new price to Mrs. Helen Care, who 
types sample card and sends it upstairs for 


& 
DUPLICATING machine operator to handle. Miss Winifred 


Tiffany makes enough copies of new price data to supply all 
salesmen with the information. 


LOOSE-LEAF NOTEBOOKS contain a price card for every 


item handled by C. S. Mersick. Salesmen check daily to get 
changes, maintain own notebooks 
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you sell more 








T1980 


A TOTAL OF 
403,381 “CALLS”... 


TO HELP YOU SELLMORE M@OPORPW BRUSHES 
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U. S. TOTALS 


October 1950 
Compared with 
September 1950 








October 1950 
Compared with 
October 1949 


+01% 


First 10 Mos. 1950 
Compared with 
First 10 Mos. 1949 


422% 


Compitep By INpustRiAL DistRiBuTION 





Supply Sales Trends 


Preliminary Figures For October, 1950 





October 1950 
Compared with 
September 1950 


October 1950 
Compared with 
October 1949 


First 10 Mos. 1950 
Compared with 
First 10 Mos. 1949 





NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 
Pennsylvania 


| SOUTH 


Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 

West Virginia 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 





EAST NORTH CENTRAL 


+14% 


+15% 


+3% 


+10% 





+69% 


+3 8% 


+9 7% 


+79% 








+2 t% 


+12% 


+14% 


+92% 





INDUSTRIAL DISTRIBUTION ¢ 


DECEMBER, 1950 











OSTER 


SALES FEATURE! 


Standard Equipment on all 
Oster 2” Pipe Machines that 
revolve the work 


and 
NO SLIP , 


ae 


with... [OSTER] 


‘Oi 


V] 


C 


What makes Oster “Pipe Masters” the 
fastest-selling, portable threaders in the 
2" pipe machine class? 


The quick answer is “FEATURES”! 


Now comes “AUTO-GRIP”— the new auto- 
matic chuck — another EXCLUSIVE Oster 
feature on Nos. 502 and 502D, the two 
“Pipe Masters” with the quick-acting 
stationary die-head in which the work 
revolves. 


Threading speeds of these modern 
machines were developed to the practical 


=\\ i iq 
aN 
ge) 
Ss 


Lf 


AUTOMATIC 
CHUCK 


the Auto-grip shown on the 
Oster No. 502 “Pipe Master” 
Threading Machine 


Gl 


limit. Now “AUTO-GRIP” puts top speed 
in chucking. Here’s how: 


The operator spins the handwheel until 
the jaws strike the pipe... then he starts 
the machine. The chuck jaws take hold 


instantly . .. automatically! 


The TOUGHER the pull... the TIGHTER 
the grip! It’s all grip and no slip with 
AUTO-GRIP! 


A sales-making feature? You said it! 


THE OSTER MANUFACTURING CO. 
2041 East 61st Street *« Cleveland 3, Ohio 
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SALES TRENDS (Continued ) 





October 1950 October 1950 First 10 Mos. 1950 
Compared with Compared with Compared with 
September 1950 October 1949 First 10 Mos. 1949 





EAST SOUTH CENTRAL 


=, 429% | +39% | +25% 


WEST 


Arizona Nebraska 


Colorado Nevada 

Idaho New Mexico 5 % 5 5 % 2 O% 
Iowa North Dakota + o + 0 + ° 
Kansas South Dakota 
Minnesota Utah 
Missouri Wyoming 
Montana 


WEST SOUTH CENTRAL 


oor: -17% | +36% | +22% 


Oklahoma 
Texas 


PACIFIC 


Carns +10% | +36% | +20% 


Oregon 
Washington 




















Final Supply Sales Trend Figures for September, 1950 


September 1950 September 1950 First 9 Mos. 1950 
Compared with Compared with Compared with 
August 1950 September 1949 First 9 Mos. 1949 


U. S. Total 2% +54% +13% 
New England 3% +69% +29% 
Middle Atlantic - 2% +53% +10% 
South 7% +-46% +12% 
5% + 53% +21% 

11% +31% +15% 

6% +47% +18% 

+ 64% +16% 

+62% +15% 
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Sates of Yarway Impulse Steam 
Traps have increased 44.8% over last year— 
another indication of their popularity with 
users as well as distributors and distributor 
salesmen. 


Chief reasons for Yarway success—a good 
product with unique advantages, backed by 
forceful advertising and sales promotion, with 
a good profit opportunity for distributors. 


Write for information on Yarway’s selective 
distributor plan. 


¥'’ TRAP 


ACTUAL SIZE a YARNALL-WARING COMPANY 


111 Mermaid Avenue > Philadelphia 18, Pa. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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/ Door Openers To Sales 








N 


Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


SLICING IT THIN: Strip steel is now being rolled so thin that ten layers are 
equal to the thickness of a human hair. This steel, 0.00025 inch thick, is rolled 
on a miniature rolling mill with rolls only 4-in. in diameter. 


EARLIEST IRON WORKS: The first New World iron works and blast furnace, 
put into operation in 1644, is being restored by Saugus, Mass. Mine detectors 
have already located about two tons of relics. Capacity of the plant, located 
about 10 miles outside Boston, was one ton of iron a day. 


MOVING MOUNTAIN: The huge task of moving a 4,000,000 ton mountain 
in Arkansas across two valleys and seven miles, where it is being put together again 
to build the Bull Shoals Dam, is almost completed. A seven-mile-long belt con- 
veyor, longest in the world, does the job by carrying 650 tons of crushed rock an 
hour at 525 feet per minute. 


MIRROR FOR A CHARIOT: Rear view mirrors are a lot older than auto- 
mobiles. Early Britons put them on their chariots at least 3000 years ago to 
prevent attack frora behind. They were made of polished iron. 


DE-MOTORIZED REFRIGERATOR: A _ motorless, electric refrigerator has 
been perfected by a British concern. It cools by means of the heat-absorption 
principle, using a small electric heating unit 


TAKING THEM FOR A RIDE: Convinced that its workers will do a better job 
if they have a real interest in the end product they're helping to produce, Lock- 
heed Aircraft is treating its 15,000 emplovees—at the rate of 250 a day—to 150- 
mile flights in Constellation planes. 
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SIMONDS 
| ABRASIVE eo 
Everything 
from grains to 


Everything to help you sell and keep selling. It’s 
yours with Simonds Abrasive Company grinding 
wheels and abrasive products . . . a recognized 
top quality line backed by powerful year-round 
advertising consistently stressing distributor serv- 
ice ... plus regular selling aids . . . information 
on potential markets . . . technical publicity .. . 
sales training for distributor salesmen. Let’s show 
you. Write for information on Simonds Abrasive 
Company grinding wheels, mounted 

wheels and points, segments, abrasive 

grains, bricks and sticks. 


Give your customers this Data book, to 
help them select and use Simonds Abrasive 
Company Grinding Wheels. 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA., DISTRIBUTORS IN PRINCIPAL CITIES 


L CO., FITCHBURG, MASS. OTHER SIMONDS COMPANIES: SIMONDS STEEL MILLS LOCKPORT. N.Y... 
iO.. LTO... MONTREAL, QUE AND SIMONDS CANADA ABRASIVE CO LTO... ARVIDA, QUE. 
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“Selling Is My Busimess”™. .. «po 1 use technical 
devices? . . . Work with field men? . . . Specialize in allied products and lines? 


F. A. GALTON: 


Counter Salesman 


Should Specialize 


Every counter salesman should spe- 
cialize in one or more allied products 
or lines, is the opinion of F. A. Gal 
ton of Dillon Supply Co., Raleigh, 
N. C., who has won his company’s 
prize for suggestions on how to in- 
crease sales. 

Advantage of this specialization is 
that there is available some member of 
the sales force who can provide the 
store customer with advice in working 
out problems. 

“When a customer comes in with 
a problem,” Mr. Galton says, “there 
should be some salesman who has 
practical information on what can be 
done. If you take the time to explain 
details to a customer and work with 
him you have made a friend and a 
good customer who will return again 
with his problems. It pays off in cus 
tomer relations and sales.” 

Mr. Galton specializes in welding 
equipment and machinery. He makes 
it part of his weekly work schedule to 
call on customers in the city and 
nearby area and talk over their weld 
ing operations. He says that this ex 
perience has enabled him to offer prof 
itable suggestions that have increased 
customer efficient operations. 

These visits have been reflected in 
higher sales and an increase in store 
trafic. “Customers now bring their 
problems to us and look to us to keep 
them informed on new equipment and 
new improvements in welding meth 
ods,” Mr. Galton says. 

Before you call on a customer, Mr 
Galton advises, be sure that vou are 
well informed on vour product and 
know what it will do. This experience 


%6 


and knowledge of product use and 
capabilities will prove invaluable. 
“Customers have confidence in what 
you say when you know your product 
and can readily answer questions.” 

Another factor which Mr. Galton 
points out to support specialization is 
that such training enables the sales- 
man to demonstrate to the customer 
the specific purposes for which differ- 
ent or special products can be used. 
This will help the customer to increase 
his volume of business. 

Mr. Galton says that, once he has 
sold a customer on welding equipment 
or machinery, he follows up such sales 
to see that the customer is getting 
service. Such a customer must have 
supplies and accessories, all of which 
means continuous business 





Take Full Advantage 
Of Modern Service Devices 


You can measure, almost in direct 
proportion, the sales you close by the 
service you render, is the opinion of 
John J. Sutton, outside salesman for 
35 vears with Hinds & Coon, distribu- 
tors in Boston. And rendering service, 
Mr. Sutton adds, has been made a lot 
easier for salesmen by the aid and 
counsel of manufacturers. 

Mr. Sutton believes in taking full 
advantage of the technical devices 
suppliers put out to help a salesman do 
a better, faster, more economical job 
for his customers. 

One day Mr. Sutton had a V-belt 
drive where the belts had to match 
not only in size but in tension. Now, 
vears ago, testing tension in a belt 
would have been a lowdown, slow 
process—so slow the salesman could 
lose the customer while he fiddled over 
the belt. But not now. Mr. Sutton 
merely came into Hinds & Coon’s 
stockroom, lifted down several belts of 
the proper size and put the set on the 
matching machine to be sure they 
were all of equal tension to suit the 
drive. 

“You see,” Mr. Sutton explains, 

belts change from factory to sale, and 

frequently it’s almost impossible to 
match them unless thev are tensioned. 
Where a fellow has little takeup, be- 
cause of space limitations, that can be 
a big problem. The tensioning ma- 
chine simplifies that problem tremen 
douslv.’ 


HAROLD RULE: 


Don’t Be Afraid 
To Call In Field Man 


“Some salesmen are queer ducks. 
If a salesman buys a book on salesman- 
ship, puts out good money to improve 
himself in his profession, he'll read 
that book through so many times he'll 
become good merely though exposing 
himself to the lessons the book con- 
tains. But the same salesman, stuck out 
in the field with a knotty problem on a 
power drive setup, will never think to 
drop a dime in the phone booth and 
call in the manufacturer’s field man 
for help.” 

It’s Harold Rule speaking—sales- 
man for Wiley-Hughes Supply Co. in 
Trenton, N. J. He’s the one on the 
right in the picture; the man on the 
left is proof Mr. Rule practices what 
he preaches, as A. R. Ulmer, field 
sales engineer for Link-Belt Co. in the 
area, would be quick to testify. 

They’re working on a problem right 
now; variable speed drive for a screw 
conveyor; the plant makes pigments 
for paints and inks. The drive had 
been installed when the shop man 
decided he’d like to change speed 
downward. He’d asked 54 r.p.m., now 
he wanted 24 r.p.m. 

Mr. Rule thought he knew how it 
might be done, but he wasn’t sure his 
would be the best, cheapest way to do 
it. So that when Mr. Ulmer came on 
the scene everything was at a stand 
still. Together, he and Mr. Rule 
worked over the setup; finally decided 
the most economical way to get the 
result desired by the customer was a 
change on a sprocket wheel; that 
should give the desired speed. It did. 
too 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 





_ om 
Thermoid 
V-Belts 
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Thermoid V-Belts... Built to Last Longer 
.-» Harness Industry’s Horsepower! * 


From the smallest fractional horsepower size to the 
largest multiple V-Belt...Thermoid top-quality 
serves the needs of every industry. Thermoid V-Belts 
mean longer-than-average wear, maximum power For smooth, efficient performance ... for ability to 
transmission without slippage and lowest over-all absorb repeated shock loads... for lowest cost per 
operating costs. hour...for continuing customer good will. . . spe- 
Thermoid V-Belts are specially impregnated to with- cify Thermoid V-Belts. For special belt problems, 
stand excess moisture ...abrasion... acidity... Thermoid Field Represeniatives are always available 
all those elements that hasten belt deterioration. to help you select the right belt for the job. 


It will pay you to Speetfy Thermoid 


Thermoid Quality Products: Transmission Belting» F.H.P.and Multiple V-Belts * Conveyor Belting « Elevator 
Belting * Wrapped and Molded Hose + Molded Products « Industrial Brake Linings and Friction Materials. 


The im Main Offices and Factory + Trenton, N. J., U.S. A. 
hermol Western Offices and Factory * Nephi, Utah, U. S. A. 


Com pany Industrial Rubber Products - Friction Materials - Oil Field Products 


They are prestretched to insure perfect operation with- 
out adjustments. 
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... borrowed stage lighting for modern-design display 


Customers who call at L. A. Benson Co., Inc., Baltimore 
are made immediately aware what season it is because 
of the smart display of portable tools set up behind the 
Benson counters. Designed by Dick Denson, who handles 
all display at the firm, the exhibit is a permanent feature, 
except for the add-on changes that are made with each 
change in the season. Autumn got the play in this one. 

The display looks elaborate and expensive. It’s not. 
It’s well within the financial reach of most distributors. 
It’s plywood throughout, natural grain stained, and 
lighted by yellow fluorescents, standard 40 watts, eight in 
all; four large ones at the top for overall lighting, and 
four small along the bottom in recesses that feature the 
heavier type tools. 

The whole exhibit is 14 ft. wide, 64 ft. high, and almost 
maintains itself. In fact, Mr. Denson has only one prob 
lem with it: How to keep down the raids on the tools 
made by inside salesmen anxious to win over an interested 
customer. 


... adapted card index system for product literature 


Probably every word ever written on industrial paints 
that might be useful to a distributor is in the files at 
Haupt Paint & Hardware Co., Long Island City, N. Y. 
And every piece of literature is indexed, and cross- 
indexed in a card file of the kind one is likely to find in 
every distributor’s offices. A similar index for tools and 
machinery soon will be finished. 

Just how useful that index is can be demonstrated by 
the fact that whenever the American Paint Dealers Asso- 
ciation can’t find an item requested by a member, they 
telephone Herbert Haupt. “He’s sure to have it—or he 
can tell you where you'll find it.” He usually does, too. 

he paint index is thorough. It contains directions on 
where you'll find data on virtually all the industrial paints 
manufactured, and includes information on paint chem- 
icals, oils, lacquers, specialties, acid and rust-resistance 
hgures, etc. 

Any questions on paint? or machinery? or machine 
tools? 


When customers of Philips Hardware & Supply Co., 
Columbus, Ga., telephone to place an order, it is a rela- 
tively easy matter to know if such an item is in stock 
without going to the storage bin and checking. 

In the picture, Mr. M. D. Greene, vice-president and 
general manager of the industrial supply department 
demonstrates how he uses a pair of binoculars to deter 
mine if a particular item is in stock while answering a 
telephone request. 

Small items are stored in bins and shelves which run 
the entire length of the sales room and are in ready view 
of the customers as well as the telephone user. M1: 
Greene says it saves “a whale of a lot of time.” 
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WHICH I$ 
---GROUND? 
soceeee CUT ? 
e+» ROLLED? 


Find it hard to decide? Don’t 
waste your time because threading 
method is purely our problem. 
Your interest is in Uniform Class 
3 fit. You get it every time when 
you specify Allen O Heads instead 
of just Allen-type screws. 


We use all the accepted threading 
methods depending on the metal, 
the size and in some cases, the 
application. We investigate every 
new development and incorporate 
the best into our manufacturing 
methods. Because we do not 
commit ourselves to any one 
method, we can give you the 2xtra 
precision and uniformity that 
makes Allen O Heads fit smoothly 
and stay tight under the most 
gruelling service. 


aRNING 


ry 

w 

i AL L E & | 
we 

secs jund 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U. S. A. 


NEW YORK, CLEVELAND, DETROM, CHICAGO. LOS ANGELES 


wee ned -. 
this block gad silver 


SOLD ONLY THROUGH LEADING DISTRIBUTORS 


Write the factory direct for technical 
information and descriptive literature. 


| 


ee ———$—$——$—$_____— ——w 


FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS 
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Check these 
ALLEN 


DISTRIBUTOR 
ADVANTAGES 


ADVANCED DESIGN. 
Allen usually gets there first with the 
important jmprovements in precision 


screws, 


UNIVERSAL ACCEPTANCE. 
Everybody who knows fastenings 


knows Allen O Heads. 


COMPLETE LINE. 
Over 1000 standard items including 


stainless steel. 


SELECTIVE DISTRIBUTION 
to assure you that the Allen O Head 
line will always be profitable. 


100% DISTRIBUTOR POLICY. 
Every Allen O Head product sold is 
sold through an Allen Distributor. 


FIELD AND FACTORY HELP 
in sales anc engineering when you 


need it. 


| CONSISTENT ADVERTISING 


to maintain Allen's leadership in your 


customers’ minds. 





Thomas R. Hughes 


Hughes Heads Sales 
At Utiea Tool 
Thomas R. Hughes has 


D been ap 
pointed vice-president and sales man 
ier for Utica Drop Forge & ‘Tool 
Corp. 

Mr. Hughes, a native of Philadel 
phia, joined Utica Drop Forge in 
1940 asa production controlman and 
progressed through the manufacturing 
side of the business to superintendent 
f the shop. From that position he 
moved into sales 

During the past year, as sales man 
iger, he has travelled 50.000 
miles from coast to coast, visiting and 
vorking with Utica representatives, 
jobbers and other customers 

He is a member of the Texas Hard 
ware Boosters, the Central States 
Hardware Association, the New York 
State Retail Hardware Association and 
the;Ohio Hardware Association 


Over 


Columbus McKinnon Chain 
Purchases Dixon Chain 
McKinnon Chain 


Corp., with main offices at Tona 
wanda, N. Y., has purchased the 
plant, equipment and inventory of 
The Dixon Chain Mfg. Co., Inc., of 
Dixon, Ill. With this acquisition, the 
company will have plants at Dixon, 
lll.; ‘Tonawanda, North Tonawanda 
and Angola, N. Y.; as well as sub 
sidiary companies in St. Catharines, 
Ontario and Johannesburg, South 
Africa 


The Columbus 


100 


Smith Will Represent 
American Pulley Co. 


James O. Smith has been appointed 
Los Angeles district representative for 
The American Pulley Co., Philadel- 
phia, Pa. 

In his new capacity, Mr. Smith will 
cover Southern California and the 
states of Arizona and New Mexico. 


New, Modern Quarters 
For Safety Socket Screw 


The new Chicago plant of the 
Safety Socket Screw Co. is the most 
modern available to the firm. Manu- 
facturing equipment too is up-to-the- 
minute, and fully mechanized. 

The plant has been designed and 
laid out so that all operations on socket 
screw products can be performed under 
one roof. 

I'he company was started in 1931 
by Albert Overton and grew, in the 
past 19 years, to become one of the 
world’s largest manufacturers of hexa- 
gon socket screw products. 

In commenting on the company’s 
move to its new quarters, C. W. 
Payne, general manager, went on the 
record in behalf of distributors. “I be- 
lieve that the company’s growth has, 
to a great degree, been due to a con- 
sistent policy of cooperating with its 
distributors. We sell our products only 
through industrial supply distributors,” 
Mr. Payne concluded, “‘and we intend 
to continue that policy.” 


NEW CHICAGO PLANT of the Safety Socket Screw Co. has been designed so that 


ill operations on the firm’s products can be performed under one roof 
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PAUL JONES, president of Cummins 
Portable Tools Division, Chicago, an- 
nounces his company’s purchase of the 
assets of Fred W. Wappat, Inc. of 
Mayville, N. Y. 


Traveliers Club 
Holds Anniversary Meeting 


The Southeastern Traveliers Club, 
organized in 1940, held its tenth anni- 
versary meeting with a celebration at 
the East Lake Country Club, Atlanta, 
Ga. 

A feature of the outing, followed by 
a dinner dance, was the souvenir 
aluminum tumblers. George N. Allen, 
secretary, states that the club now 
numbers more than 150 and has rep- 
resentatives throughout the area with 
headquarters in Atlanta. 
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FORTY-YEAR SERVICE PIN is pre- 
sented to S. Duncan Black, right, presi 
dent and a founder of The Black & 
Decker Mfg. Co., by A. G. Decker, Jr., 
vice-president in charge of manufactur 


ing 


S. D. Black, A. G. Decker 
Honored For 40-Year Tenure 


The first 40-year service pins to be 
presented to employees of The Black 
& Decker Mfg. Co., Townson 4, Md. 
were given to the company’s two 
founders, S. Duncan Black and Alonzo 
G. Decker, Sr. at a testimonial dinner 
recently. Mr. Black is president of 
the firm, Mr. Decker vice-president 
and general manager. 

In addition to service pins, specially 
bound books, signed by all the super- 
visory staff, expressing appreciation for 
their leadership over the years were 
presented to Mr. Black and Mr. 
Decker. 

The Messrs Black and Decker have 
been actively engaged in the manage 
ment of their company’s affairs since 
its start as a small shop making special 
machinery to order. From a firm with 
$1200 capitalization employing five 
machinists in a rented Baltimore ware- 
house loft in 1910, The Black & 
Decker Mfg. Co. has grown to become 
one of the world’s largest producers of 
portable electric tools. Today the firm 
employs well over 3000 people in its 
world-wide organization. 


Executive Changes At 
Manning, Maxwell & Moore 


G. A. Andree, former assistant gen- 
eral sales manager, has been appointed 
director of engineered crane sales for 
the Shaw-Box Crane and Hoist Divi- 
sion of Manning, Maxwell & Moore, 
Inc., Muskegon, Mich. 

C. E. Miller, who was “Load 
Lifter” hoist product manager, now 
is director of distributor sales. 

Peter Koehl, Jr., former office man- 
ager, has been promoted to manager 


of industrial marketing and research. 

L. H. Burch, previously assigned to 
the Detroit territory, replaces Mr. Mil- 
ler as “Load Lifter” product manager. 

E. M. Moore has been appointed 
manager of product planning for the 
Shaw-Box Division. Reenetly he was 
manager of the company’s Pittsburgh 
sales district and will be succeeded 
there by W. E. Wason of the Phila 
delphia office. 

C. E. Goodman, formerly with the 
Whiting Corp., has been appointed 
office manager. 


NACA Will Analyze 


Marketing Costs 


In the interest of improving the 
selling and distribution methods of 
American business through the devel 
opment of better information on mat 
keting costs, the research committee 
and staff of the National Association 
of Cost Accountants are currently en 
gaged in making a nation-wide study 
covering the analysis of costs for de 
termining marketing policies. The 
survey is being based on methods em 
ployed by a representative sampling of 
major companies. 

A report on the project, to be re- 
leased early next year, will deal with 
methods for evaluating products, sales 
territories and customer classifications 
for purposes of aiding management to 
measure the effectiveness with which 
marketing functions are being _per- 
formed. The information will also be 
of assistance in measuring the relative 
profitability of different products, ter 
ritories and other categories. 


Wayne Pump 
Buys Phillips Co. 


Wayne Pump Co. has purchased 
Phillips Pump & ‘Tank Co. of Cincin- 
nati. The present company manage- 
ment at Phillips will remain in office. 

Phillips Co. manufactures a varied 
line of lubricating oil dispensers, gaso- 
line and kerosene units and grease dis- 
pensing equipment. 





Morse Chain Co. 
Re-Elects Hawley President 


F. M. Hawley has been re-elected 
president and general manager of 
Morse Chain Co., a division of Borg- 
Warmer Corp. and six new officers 
have been appointed. 

J. N. Candler, formerly administra- 
tive assistant to Mr. Hawley, was ap- 
pointed vice-president and _ assistant 
general manager. 

R. J. Howison, formerly general 
sales manager, now becomes vice-presi 
dent in charge of sales. 

kx. W. Deck, formerly manager of 
the Ithaca Plant, was named vice 
president in charge of manufacturing 

Ithaca. 

M. V. Durkin, former manager of 
the company’s Detroit plant, was 
chosen vice-president in charge of 
manufacturing Detroit. 

W. M. Reynolds was appointed sec 
retary and treasurer and E. G. 
Wuensch was named assistant treas 
urer. V. P. Burgess was reappointed 
assistant secretary 


Binks Mfg. Co. 
Purchases New Plant 


To better serve the rapidly expand 
ing industrial west, the Binks Mfg. 
Co. has purchased an extensive new 
plant, located in Los Angeles, Calif. 

The new quarters were selected with 
two objectives in mind: to provide im 
mediate service to Binks customers 
and to allow for future expansion of 
plant to keep abreast of industrial 
growth in the Los Angeles area. 

The office will be the focal point for 
all branch office work involving the 
warehousing and selling of standard 
spray finishing and water cooling 
equipment and the assembly of ai 
compressors. 

There is ample room for expansion. 
rhe building is 80 by 140 ft. on a lot 
100 by 250 ft. A private railroad spur 
to the rear of the plant eliminates 
double handling of raw materials and 
un-assembled parts. 


SUBSTANTIAL NEW PLANT of the Binks Mfg. Co. in Los Angeles is located 
at 4915 Pacific Blvd., and is designed for light industrial work 


ADDITIONAL NEWS BEGINS ON PAGE 181 
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PREPARED BY LUNKENHEIMER ESPECIALLY 


FOR LUNKENHEIMER DISTRIBUTORS 


Your leadership in valve sales in your 
market means as much to Lunkenheimer 
as it does to you. We’re proud of the job 
you've done over the years on the famous- 
for-quality Lunkenheimer bronze and iron 
line. In working with you constantly to 
improve your position, we keep an eye on 


tomorrow’s steel valve market. 


Rising temperature and increasing pressure 
requirements call for steel valves. Steel 


valves bulk larger in sales than you may 


realize. Your customers naturally look to 


E ON &£ 


you for service on steel valves the same 


as bronze and iron. 


As we've demonstrated in our ads during 
the last few months — four of them are 
reproduced here—Lunkenheimer gives you 
the last word in steel valve production 
facilities, the one GREAT name for product 
quality, market coverage with aggressive 


advertising and promotion, and organized 


information for your salesmen who sell 


valves. 


Your experience as a successful industrial 
distributor tells you that IT NEVER PAYS 
TO BUCK A TREND. And the trend in 
valve sales is running stronger each day to 
distributors who supply the complete line 


of steel, iron and bronze valves. 


STEEL...1RON...BRONZE 


ANHEIMER 


COT N A 


ME N 
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VAULCYVES 











NEWLY ELECTED PRESIDENT of the Connecticut Mill Supply Distributors, 
Ed Sullivan (Sullivan Tool & Supply, Inc., Hartford) presents a pair of candlesticks 
to past president Carl Lyons (C. S. Mersick Co., New Haven) at annual outing. 


ROBERT G. VAN KEUREN has 
been appointed chief sales engineer for 
the abrasive division of Norton Co 
Mr. Van Keuren joined the Worcester 
sales department of Norton in 1923 
ind transferred to sales engineering 
in 1929 


MINE HOST Arthur Yorke, president, Hansen & Yorke Co., New York City, chats 
with Earle W. Clapp (Yale & Towne) and Jack Perkins (J. H. Williams & Co.) 
at annual dinner party to supplicrs held in the Downtown A. C Other pictures 
on Page 188 


pansy Wh 
ae ie 


RICHARD H. DE MOTT is the new 

president of SKF Industries, Inc., cli 

maxing a 35-year career that began as 

a salesman. Mr. DeMott, vice-presi 

dent in charge of sales since 1943, suc , 
ceeds William L. Batt, wartime pro lAKING AN ACTIVE PART in the Panorama of the Plains celebration at Lub- 
duction expert, who has re-entered bock, Tex., (don’t those derbies offer proof positive?) are Cliff Brokaw, Toledo Pipe 
government service as chief of the Eco Threading Machine Co., and Hubert Groves, Delta File Works. The two “real” 
nomic Cooperation Administration mis I'exans with them are Arthur Miller and his son, Earl, who operate the Lubbock 
sion to the United Kingdom Hardware & Supply Co. 
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when you sell the 
Air-Cooled Yale Cable King 


The Yale Cable King Wire Rope Electric Hoist is the 
only air-cooled electric hoist on the market today. The 
exclusive air-cooling design combined with exclusive 
positive load brake lubrication eliminates excessive brake 
heat. No more “cooling-off” periods before another lift 
can be made. More loads can be lifted every hour—eco- 
nomically. Your customers will want to know all about 
these outstanding features that add so much to produc- 
tion speed and hoisting performance. Tell them and 
you'll sell them! 


MORE CABLE KING SELLING FEATURES TO TALK ABOUT 


1. Push-button control leaves one hand free to guide 
loads . . . makes “inching” a cinch. 


2. Self-actuating load brake operates whether power is 
“on” or “off”... insures safety for operator and load. 
Motor brake alone holds the full rated load without 
drifting! 

3. Lubrication for entire internal hoist mechanism is 
at one point only, You can’t miss it! 


4. Safety-first load hook opens slowly without fracture 
when overloaded. Gives ample warning. 

5. Adaptable for all lifting operations. Available with 
hook or lug; rap geared or motor trolley in either 
parallel or right angle suspension; also winch type for 
ceiling, wall or foot mounting. 

6. Capacities from Y% to 12 tons. Winches 4 to 3 tons. 
Let these design and performance features put more 
money in your pocket. Give your prospects all the facts 
about this cost-cutting tool. Start cashing in on the 
Yale Cable King today. 


THE YALE & TOWNE MANUFACTURING COMPANY 
PHILADELPHIA DIVISION + ROOSEVELT BOULEVARD + PHILADELPHIA 15, PA. 


CETTE RE Tis 
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MODEL 427 MODEL 430 
V4" HEAVY DUTY DRILL Sie” STANDARD DUTY DRILL 


in the industry. Write for catalog 
and distributors discounts NOW! 











a 435 
" STANDARD DUTY DRILL 


MODEL 

230 , ‘ 225 

¥%" / Ya" 

HEAVY-DUTY SUPER-SPECIAL 
DRILL 














MODEL 700 MODEL 800 
Builders Special POWER SAW Builders Special POWER SAW 


MODEL 905 ™ 
FOR THE 


HEAVY 4 
CONSTRUCTION “——~S_alll = 
FIELD—POWER SAW = 








|) MODEL 460 MODEL 465 
OY 7” Heavy Duty DISC SANDER 9” Standard Duty DISC SANDER 





FOR THE ‘ 
HEAVY i + * Catalog illustrates and describes 17 other Cummins tools... all offering 
CONSTRUCTION P great selling opportunities . . . that place the Cummins distributor in 
FIELD—POWER SAW the enviable position of meeting competition from any direction 


PORTABLE 


WINS To0ls ® 


"4740 NORTH —_— AVENUE + CHICAGO 40, ILLINOIS 
IN CANADA: CUMMINS PORTABLE TOOLS, 33 Church Street, Toronto, Ontario 








TO SELL Pipe Threading Machines, vou NEED THE ANSWERS 





Sales variable lately on 


pipe-threading machines? 


Need a longer lead? Cut off 
the competition with a run 
through these 16 questions. 
Answers are on page 158. 


1. Which of the following types of 
plants should be good customers 
for pipe-threading and cutting ma- 
chines? Can you rate them (a) 
major, (b) good, (c) fair? 

0) soap and glycerine plants 
0 railroad maintenance and re- 
pair 
petroleum refineries 
construction and contractors 
0 electric light and gas utilities 
] water and sanitation works 
] dairy products 
© breweries 

. The larger the diameter to be cut, 
the harder should be the material 
in the dies and the slower the 
speed. © True. 0 False. 

.It takes nearly 15 minutes to 
thread a 2-in. pipe by hand. A 
good modern pipe cutting and 
threading machine could do the 
same job, plus chamfering, ream 
ing and cutting off: 

O in 9 minutes 
O 5 minutes 
O 3 minutes 

.For maximum utility (threading 
bent or straight pipe in long or 
short lengths, as well as rods, studs, 
bolts, etc.) a pipe threading ma 
chine should be equipped with a 
rotary die-head and an open type 
vise. © True. 0 False 
Rake type dies are recommanded 
for use on which of the following 
materials 

[ copper 
lead 
brass 
cast-iron 
tin 
[} iron or steel 

When they are to be used on pipe 
ibove 2-inches dies in a well-mad 
pipe threading machine gencrall\ 
ire made of high-speed _ steel 

I'rue. OF Fa 

A good pipe threading machine 

will cut threads on a 2-in 
18 to 25 seconds 
4? to 60 seconds 
78 to 90 seconds 

It will be able to cut 


s¢ 


Pipe threading machines “go big” 


5 


when properly equipped, in about 
10 seconds. } True. © False 
Motors in small, portable 2-in 
pipe threading machines seldom 
go above 
0 4 horsepower 

1 horsepower 

3 horsepower 
Pipe-threading machines may be 
used, or adapted, for threading 
bolts and solid rounds. 0 True 

False. 

I'wo great advantages of a reat 
centering chuck in a pipe-thread 
ing machine are: 

quickly centers stock 

provides maximum pipe sup 

port 

helps prevent whipping 
Cutoff devices on pipe-threading 
machines are of the all-wheel cut 
ter tvpe, knife cutoff or the wheel 
ind roller type ] True. © False 


at railroad shops; a major market. 


13. You would be inclined to recom 


mend that bushings, or outboard 
pipe supports, be used when cut 
ting or threading pipe 6 ft. long 


or longer. True. 0 False. 
> 


14. The motor in a small 2” pipe- 


threading machine generally is of: 
the squirrel cage type 
] synchronous type 
universal type, variable speed, 
reversible 
5. Unless otherwise specified, dies 
generally are American National 
Standard taper type. © True. 
False. 


16. How important is it for the op- 


erator of either a hand threading 
tool or a power pipe machine to 
use a good grade of sulphur base 
thread cutting oil? 

not unportant 

important 


very important 





Next month: DRILL PRESSES 
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EXCLUSIVE FRANCHISE! 


FOR DISTRIBUTORS OF FEDERAL—MOGUL BRONZE BARS 


CASH IN on Top Quality — ‘‘Name”’ Line — Complete 
Coverage — Turnover — Sales Promotion Support — Exclusive Franchise! 


You've got a leading PROFIT line, with Federal- holes. Precision-machined on O. D., |. D. and ends 

Mogul bronze bars—they’re pre-sold! You get . . . QUALITY bronze bars you sell with confi- 
sales promotion support and the benefits of indus- dence and profit! 

try-wide reputation based on more than 50 years OPPORTUNITY 


of bearing metal specialization. , : ; 
° 4 Profit-making, exclusive franchises still available 
Over 400 sizes of cored and solid bars available in some territories for aggressive distributors. 


in a wide range of alloys. Many S. A. E. and Write or wire for full information TODAY! 
A. S. T. M. and government specifications. Qual- 


ity-controlled Federal-Mogul bronze bars have FEDERAL-MOGUL CORPORATION 


fine, even grain structure, no hard spots or blow- 11057 SHOEMAKER DETROIT 13, MICHIGAN 


OVER 50 YEARS OF CONTINUOUS BEARING EXPERIENCE 


<i 
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Say “WINTER” for 3 
PRODUCTION PIPE TAPPING 


For your customers who require leak-proof 
pipe joints om a production basis, 

pipe taps that combine precision with 
high performance ore essential. 


You can safely recommend 

Winter “Balanced Action” Pipe Taps 
productivity are the result of study 

and long experience in this field. 

Regular styles, Interrupted Thread, 

and Dry Seal styles are available from stock. 
Special Pipe Taps for stainless steel and 
other difficult materials, as well 

as taps for unusual applications, are 
designed to your customers’ requirements 
by experienced Winter Tap Engineers. 


Winter also makes and stocks Hand, 
Machine Screw, Chip Driver, Pulley 
and Nut Taps, and mony other 
types and sizes of threading tools. 


ALWAYS AT YOUR SERVICE 
WINTER BROTHERS advertising in leading 
business publications points out that WINTER 
distributors carry a complete stock of WINTER 
Taps. Your customers are encouraged to deal 
with their industrial distributors when they need 
any staple industrial product. 





WINTER BROTHERS COMPANY «¢ Division of the National 
Twist Drill and Too! Company, Rochester, Michigan, U. $. A. Distributors in 
Principal Cities ¢ Branches in New York, Detroit, Chicago, San Francisco 


AT KKNKXX. 








ACCURACY and LONG TOOL LIFE 
with NATIONAL HOBS 


The hobbing process is an efficient method 
for the continuous cutting of gear 

teeth, splines, and other symmetrical pro- 
jections. However, the results 

your customers get in terms of work, 
accuracy and hob life depend on the quality 


and precision of the hob itself. 


These results are assured when 

you recommend National Hobs, because 
National Hobs have inbuilt qualities born 
of sound engineering, exact processing 
and long field experience. As an 
additional service, National Hob 
specialists are always ready to assist you 
and your customers on new or 


troublesome jobs. 


Other National products are Twist 
Drills, Reamers, Counterbores, Milling 
Cutters, End Mills and Special Tools. 


“CALL YOUR DISTRIBUTOR’ — 
it is NATIONAL’S firm belief, based on long expe- 
rience, that the local industrial distributor is the 
one best source fer all staple industrial needs — 
including NATIONAL Metal Cutting Tools. 


NATIONAL 


TWIST DRILL 


NATIONAL TWIST DRILL AND TOOL COMPANY * 
Rochester, Michigan, U. $. A. Distributors in Principal Cities 
Factory Branches: New York + Chicago + Detroit + Cleveland « San Francisco 





NEW PRODUCT 


WITH SALES 
POSSIBILITIES 

















Electric Saw 


Perfect Balance in Any Position, 
Momentary Contact Switch 


\ 6-in. electric safety saw has a Uni 
type, DC or AC motor, 60 
cycles or less, 5600 rpm. It features 
perfect position, a 
multi-grip” handle stippled for sure 


VC rsal 
balance in any 


grip; a momentary cont ict switch and 
in automat telescoping ifety guard 
with manual control. A round arbor 
illows the use of any standard blade 

I'he saw bevels at any angle up to 
#5° toa I4-in. depth, cuts up to 2-in. 
deep at 90 Phe 
die cast polished aluminum with steel 
yase that will not warp. It has helical 
with full ball and roller bear 
ings throughout 

Ihe saw is equipped with a com- 
bination rip and cross cut blade, 
lubricant and 


saw housing is of 


gears 


vrenches and comes 
packed in a metal carrving cas¢ 

Stanlev Electric Tools, New Britain, 
Conn Industrial Distribution, De 


cember 1950 


Power Unit 


Gear Drive and Motor 
Form Packaged Power Unit 


This new packaged power unit con 
compact, enclosed helical 
ite tandar 


sists of a 


gear drive with separ 


motor, flexib! 
welded  ste« 


mupled and 1 
on one | | 
movable plate between motor f 


welded base plate provides f 
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ient adjustment, should shaft realign- 
ment be necessary for any reason. 

The units are built in a variety of 
sizes, in double or triple reductions, 
and in a wide range of ratios and hp. 
Input and output shafts are concen 
trically in line 

The helical gear drive is also avail 
able as a separate self contained unit 
without the motor. 

Link-Belt Co., Chicago—Industrial 
Distribution, December 1950 


Indicator 


Has Universal Friction Holder, 
Universal Shank 


Completely flexible, with tighter 
wing, new features and attachments, 
this test indicator has a_ universal 
swivel friction holder on the end of 
the body, which permits using the in 
dicator in the chuck of jig borers, 
milling machines or boring machines. 
By means of the ball swivel joint, the 





¢< 
_ 2 tees © 
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indicator is adjustable to sweep any 
hole or other surface within its range. 

\ universal shank also supplied can 
be attached to the end of the friction 
holder allowing indicator to be used 
on 18 and 24 inch vernier height 
gages, on lathes in the tool post holder, 
on milling machines and other appli 
cations. 

The indicator has an adjustable dial 

in. diameter, range .030 in., read 
ing 0-15-0 and is graduated in thou 
sandths. 

[he manufacturer has also intro 
duced a shock absorbing anvil which 
converts any standard dial indicator 
with solid type contact point into a 
shock absorbing indicator which will 
be highly resistant to damage from 
sudden impact. 

Fhe L. S. Starrett Co., Athol, Mass 

Industrial Distribution, December 
1950 














Jointer 


Eight Inch Jointer 
Makes 16,400 Cuts per Minute 


Ihe overall table size of this 8 in 
jointer is 60 in. long by 93 in. wide. 
Io assure accurate alignment, the 
tables are finish ground after assembly 
on the base. The iron fence is 
4+ in. high by 34 in. long. 

The cutterhead is of the four knife 
type and makes 16,400 cuts per min 
ute. The cutterhead runs in sealed, 
lubricated-for-life ball bearings. The 
jointer can be equipped with a safety 
type switch that can be locked with 
an ordinary padlock, to prevent unau- 
thorized use. Cutting and rabbeting 


cast 





TO INSURE 
PROMPT 
DELIVERIES... 


"SSTANDARD”’ rEcommenps STANDARDS 


Your customers can depend on prompt deliveries of UNBRAKO Products when 
they use standard sizes. 

For, despite today's shortages and stepped-up demands, we're concen- 
trating on keeping full stocks of UNBRAKO “‘standards’’ on your shelves. 

So, recommend ‘‘standards"' to all your UNBRAKO customers—for imme- 
diate uninterrupted deliveries and for substantial savings over the cost of 
“specials."’ 


Knurled Head Socket Cap Screws Knurled Head Shoulder Screws 
Fiat Head Socket Cap Screws SOCK ET SCREWS Precision-Ground Dowel Pins 
Self-Locking Socket Set Screws Fully-Formed Pressure Plugs 





SPS STANDARD PRESSED STEEL €O. 


JENKINTOWN 13, PENNSYLVANIA 
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capacities are 8 in. wide and 4 in. 
deep. Fence tilts 45° right and left. 
Cutterhead speed is 4100 rpm. 

Delta Power Tool Div., Rockwell 
Mfg. Co., Milwaukee—Industrial Dis- 
tribution, December 1950. 














Air Line Filter 


Filtering Area 
Assures Full Air Flow 


A new air line filter features a filter- 
ing element composed of hundreds of 
laminations of a fine, newly developed 
material. The filtering area is large 
enough to assure full air flow even 
after long periods of use. Moisture 
that is trapped can be removed 
through a handy drain cock 

The filter is available in three stand- 


ard sizes, }-in., g-in. and 4-in. Pipe 
connections are the straight in-line 
type. When placed in the air line 
ahead of any air control mechanism 
or air operated tools, it protects them 
by removing rust, dirt and moisture 
from the line. 

A. Schrader’s Son Division, Scovill 
Mtg. Co., Brooklyn, N. Y.—Industrial 
Distribution, December 1950. 


Gasoline Torches 
New Line Includes 
Aluminum Torch 


New torch lines announced recently 
by the manufacturer include the first 
aluminum torch and improved brass 














and steel torches. The aluminum 
torch features 40 percent lighter 
weight, and eliminates soldered bush- 
ings on pump and burner joints, mak- 
ing the joints completely leakproof. 

Basic style change in the complete 
line is in stronger, flared tank design, 
resulting in greater fuel capacity and 
weight balance at any fuel level. Sim- 
plified pump construction reduces the 
number of parts from 16 to 8, mini- 
mizing mechanical trouble and repair 
costs. A more efficient check valve 
makes pumping much easier and faster 
than formerly, and eliminates the need 
for lock down after pumping. A lock 
ring on the needle valve prevents the 
valve from screwing out or coming out 
under pressure. 

Otto Bernz Co., Rochester, N. Y. 
—TIndustrial Distribution, December 
1950. 


Safety Goggle 


Eyewire Flat, Not Round 
Endpieces Have Friction Joint 


Metal safety goggles of light weight 
and strong construction feature flat 
eyewire with engraved beading. End- 
pieces are streamlined, incorporating 
a friction joint with wide bearing sur- 
faces and minimizing temple drop. 
Screw heads are countersunk for non- 
snagging security. 

Temples are lighter, easily adjusted 
and have perspiration-proof, insulating 
tubing over ear portions. The tubing 





Product 


Electric Saw 
Power Unit 
Indicator 
Jointer 


Air Line Filter 


Gasoline Torches 
Safety Goggle 
Cleaner-Polisher 


Torque-Arm Reducer 
Plugs, Connectors 


Drill Press Vise 


Press 


Vibration Isolator 
Counterbore 
Power Parter.. 
Nuts, Washers 
Portable Grinder 
Steel Shim Stock 


Saw Blade Welder. 





. Link-Belt Co..... 


Manufacturer 


Stanley Electric Tools 


The L. S. Starrett Co..... 
Delta Power Tool Div., 
Rockwell Mfg. Co. 
A. Schrader’s Son Div., 
Scovill Mfg. Co..... 
Otto Bernz Co... .. 
American Optical Co... ... 
Cummins Portable Tools, 
Div. of Cummins Bus. 
Machines.... a ee 
Dodge Manufacturing Corp. 
Russell & Stoll Co., Inc... . 


Portable Bench Grinder Portable Electric Tools... 


Chicago Tool & Engineering 


Sales Service Machine Tool 
Co... Sarat 


Finn & Company 

Wendt-Sonis Co. 

O’Neil-Irwin Mfg. Co. 

Shakeproof Inc. 

Skilsaw, Inc. 

Precision Steel Warehouse, 
Inc. ai 

Brennen Mfg. Co..... 


Page | 
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Product 


Barrel Tilter 


Hand Power Tool. . . 


| Packless Reducing Va 


112 


Live Center. . 
Fluorescent Lamp 


| Lift Truck. . 


Lamp Guard 
Pulleys 


Packing... 


| Power Saw 


Conveyor Curves 
Dihedral Coupling. . 
Vapor Steam Cleaner 


| Industrial Unit 


Universal Joint 
Socket Wrenches 
Auger Bits 

Shelf Hangers 

Power Hand Trucks 
Pocket Thermometer 


Electrifugal Pump .. 


Pump Unit 


lve 
... Arrow Tool & Reamer Co... 
. Stocker and Yale 

. Market Forge Co. 

. Koehler-Bird Associates. . . 


Manufacturer 


General Scientific Equip- 

ment Co..... ‘ 
Chicago Wheel & Mfg. Co.. 
The C, E. Squires Co. 


The Climax Flexible Coup- 
ling Co... . 

Greene, Tweed & Co... . . 

DeWalt Inc... . . 

Sage Equipment Co.. 

Ajax Flexible Coupling Co.. 


. General Equipment Div., 


Sterod Mfg. Co.. 
H. K. Porter, Inc. 
Boston Gear Works. . 
Plomb Tool Co. 
The Midway Tool Co. 
Ambler Distributors 
Clark Equipment Co. 
Tagliabue Instrument Div., 
Weston Electrical Inst. 
oe ‘ 
Allis-Chalmers Mfg. Co. 
Templeton, Kenly and Co.. 
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ELIMINATES EXPENSIVE MACHINING OPERATIONS-— 
PRECISION GROUND, THICKNESS WITHIN .0O1- 
NO DECARB IMMEDIATE DELIVERY 


AMERICAN SAW & MFG. COMPANY - SPRINGFIELD, MASS. 
Hack Saws Band Saws Ground Flat Stock 
“THE TOOLS IN THE PLAID BOX” ’ e 
scree tet tes |. © | eee 
SMR ARM RRR RRR ARR RRR 
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More applications 
mean more sales? 


Now Hein-Werner 
Push and Pull 
Hydraulic Jack 
meets the needs of the 
‘dustrial user | 


>, 


1. Moving 
2. Bending 
3. Pushing 


4. Pulling : 
5. Straightening 


6. Lifting 
y Lowering 


A versatile package of hydraulic power . . . 
it pushes and pulls with one ram—just turn 
release valve to right or left. Direct two-way 
action exclusive with Hein-Werner on all 
models. Remote control pump operates at any 


° 
bin-Werner angle and in any position. It is protected by 
pe eAULIL JALNS, safety valves and cannot become overloaded. 
Available in 4, 10 or 20 ton capacities, with 
a wide range of attachments. 


HEIN-WERNER CORPORATION . ; 
ein-Werner also manufactures a complete line of 
Wi. 6 é Wes Hydraulic Industrial Jacks in models of 112, 3, 5, 8, 


12, 20, 30, 50 and 100 tons capacity. Write us for 
complete details. 
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New Products 


(Continued from page 112) 














is sealed to keep dirt out and will 
last for the life of the goggle without 
discoloring. Guard arms supporting 
the nose pads are longer and the 
double-braced bridge provides strength. 

The goggles are supplied in three 
standard eye sizes and five standard 
bridge sizes. 

American Optical Co., Southbridge, 
Mass.—Industrial Distribution, De- 
cember 1950. 














Cleaner-Polisher 


Six Inch Tool 
Is Six Tools in One 


his six inch cleaner-polisher also 
does sanding, drilling in metal, or 
wood, portable grinding and wire 
brushing, bench grinding and buffing, 
and rubbing. The unit is described as 
engineered and built with consider 
able power reserve which enables it to 
perform these additional tasks eftec- 
tively. 

It weighs 44 pounds. A swivel side 
handle may be positioned at any point 
for greatest convenience. ‘The no load 
speed of 1300 rpm is said to be ideal 
for cleaning and polishing. The tool 
is specially packaged with a complete 
set of accessories and wrenches for 
quick conversion. 

Cummins Portable Tools, Div. of 
Cummins Business Machines Corp., 
Chicago—Industrial Distribution, De- 
cember 1950. 





PHOTO COURTESY BUFFALO BISON 


The Power of Teamwork 


Coordinated power is strikingly evident in this 
hard skating, smooth passing hockey line. It is 
just as tangible an advantage to industrial dis- 
tributors who feature the complete line of prod- 


ucts identified by the CARBORUNDUM brand. 


Only CARBORUNDUM Offers this advantage. An 


impartial recommendation based on the ability 


to supply the right abrasive product for every 
job requirement is enjoyed exclusively by 
CARBORUNDUM’s distributors. 

Feature the best known name in abrasives. 
Assure your customers of the right abrasive to do 
the job right. It’s a winning combination. The 


Carborundum Company, Niagara Falls, N. Y. 





Making ALL abrasive products... 
to give you the proper ONE 





CARBORUNDUM 


Abrasives by 


TRADE MARK 








“Carborundum’’ is a registered trademark which indicates manufacture by The Carborundum Company 
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Torque-Arm Reducer 


For Output Speeds 
From 115 to 330 RPM 
This torque arm reducer, for output 
speeds from 115 to 330 rpm, is 
claimed to be the first shaft mounted 
reducer designed for this speed range. 
The new single reduction unit is being 
produced in four sizes, which cover 
capacities up to 27 hp. Shaft mount- 
ing eliminates special engineering, the 
cost of a foundation, flexible couplings, 
sliding base, and the operation of 
lining up. 
The unit is locked securely to the 


REG.U.S. PAT. OFF. 


COMMERCIAL 
PRECISION 
SPECIAL 


GROUND THREAD TAPS 


When tapping at high speeds, a 
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ground thread tap will usually produce 
at least six times as many holes as a cut 
thread tap. In addition, less power is 
required, less sharpening is needed, less 
breakage occurs. 

Though ground thread taps cost more 
initially than cut thread taps, the cost 
per tapped hole is much less. You can 
prove this economy and productivity in 
your tapping operations by specifying 
HY-PRO Taps. A trial order will con- 
vince you of their High Production at 
Less Cost. 


shaft by means of two steel locking 
collars, one on each side of the re- 
ducer. It is anchored to the floor or 
any other fixed object by the torque- 
arm. Any required output speed 
within the recommended range can be 
obtained with stock sheaves properly 
related in size. Transferring the unit 
from one machine to another is sim- 
plified by the use of interchangeable 
shaft keyed bushings which adapt 
shaft sleeves to different shaft sizes. 

Dodge Manufacturing Corp., Misha- 
waka, Ind.—Industrial Distribution, 
December 1950. 


Plugs, Connectors 
Cables Lie Adjacent 


HY-PRO Taps are held to close tolerances, and be- 
cause they require less sharpening, their size is main- 
tained longer! This is an important factor in effecting 
stronger, tighter fastening in your assemblies. 


ORDER THROUGH YOUR DISTRIBUTOR 


To Mounting Surfaces 


\ new design allows the use of any 
standard size BX connector fittings 
which can be connected to these con- 
duit type plugs and connectors. This 
feature permits the cables to lie ad- 
jacent to mounting surfaces so that 
conduits and cables can be run close 
to machines and other industrial 
equipment. It affords an extra safety 
factor in preventing lengthy cable 
from lying around the shop or plant. 

Russell & Stoll Co., Inc., New 
York—Industrial Distribution, De- 
cember 1950. 

(Continued on page 122) 


Place your name on ovr bi-monthly mailing list to receive the 


TY A-)-Yolh Colo] axe) 


New Bedford, Mass., U.S.A. 
A Subsidiary of Continental Screw Co. 
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..- when it’s you, 


your prospect and 


Jacobs 


It’s always smart strategy to open a 
sales call with Jacobs Chucks. You’re 
off to a congenial start towards related 
selling, because Jacobs Chucks are wel- 
come, known and used . . . wherever 
you go. 

That’s entirely logical, when you 
consider the world-wide reputation en- 
joyed by this topflight line. It’s com- 
mon knowledge that no other chucks 
have ever equalled Jacobs for accuracy, 
durability or gripping power. And con- 
sistent national advertising keeps your 
customers constantly reminded of these 
advantages. 

So, while Jacobs Chucks are alone in 
the field, as far as quality and value go, 
they make the best of company on sales 
trips. They’ll get business and hold it 
for you . . . Keep them busy! The 
Jacobs Manufacturing Company, West 
Hartford 10, Connecticut. 
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Here’s why 


Making More Profits! 


MOST COMPLETE LINE of Portable Electric Tools gives you more chances for 
sales of tools and repeat business in a wide variety of accessories. 


QUALITY CONSTRUCTION AND ENGINEERING lets you sell cost-conscious cus- 
tomers on longer life of Van Dorn Tools. 


SOUND DISTRIBUTOR POLICY is mutually profitable to you and to us. Van Dorn 
sells exclusively through Distributors. We give you the a//-out support of our sales 
and advertising program. 

MONEYSAVING SERVICE at nearby Van Dorn Factory Branches (29 company- 


owned-and-operated Branches in all major cities) builds good will with customers. 


CONSISTENT NATIONAL ADVERTISING reaches your major markets for Electric 
Tools, does a pre-selling job on your prospects. 


DISPLAYS, MAILING PIECES, BOOKLETS, CATALOGS give you direct selling help 
right in your own territory. 


ON-THE-SPOT SALES ASSISTANCE from your Van Dorn Branch Salesman helps 
you open new accounts, close important sales. 


SPECIAL SALES TRAINING, at practical Factory tool clinics, helps Van Dorn 
Distributor Salesmen boost their volume. 


""PORTO-SHEARS'’* 


3 “quick-saws”* 


1 “vackar™* — . 
VACUUM CLEANER T eectric Give por 
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VALVE & 
TOOL 


GRINDER N ke ; arid 


DIE 
GRINDERS HOLE SAWS 


for Power 
—_ Portable 
Electric 


TOOLS 


THE VAN DORN ELECTRIC TOOL CO. 717 Joppa Road, Towson 4, Maryland. 
(Div. of Black & Decker Mfg. Co.) 


*Trade Mark 
Reg 


. U.S. Pat. Off. 
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Easier to identify sce now the tabet 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


? ° 
Eadie 2 to handle pneon products are 
packed in sturdy boxes that won't “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 
money makers because they're easy to sell. 
They're fast movers. They repeat because they're 
made to build your business. Our reputation is 
your guarantee. 

Le aad 


Reoll business builders 


t*Machine Screws 


t Sheet Metai Si — md 
ol t: 
“cap Sctews crews Certiogs Bolts 
are Head Set ms Oe 
Headless Set wn — ern 
sonnet Set Screws 
ocket Head Cap s, S 
oft 1 iP Screws *Machine 
uMb Screws *Semi-Finishes’ mut’ 
*Wing Nuts , 
Cap Nuts Brass 
Knurled Nuts Brass 


illips R 
Me eCessed Heads 


é 
: |*Wood Screws T*Stove Bolts 
j 


*Threaded Rods 

1 tSlotted and p 
h, 

*Steel and Bra 


:] Write, wire or phone >, 


SCREWS e@ BOLTS 








Portable Bench Grinder 


Incorporates Many 
New Features 


[his streamlined portable bench 
grinder incorporates such features as: 
powerful, fan cooled, 110-120 volt, 
single phase, 60 cycle, 3500 rpm 
motor with precision, dynamically 
balanced rotor for smooth running; 
two fully adjustable tool rests; con- 
venient on-off toggle switch built into 
front of motor housing; lightweight, 
die cast motor housing with integrally 
cast wheel guards, and base with no- 
creep rubber feet. 

The grinder is finished in baked-on 
enamel, and is supplied as standard 
with two balanced, vitrified grinding 
wheels, + in. diameter by 4 in. face, 
and a six foot rubber covered cord 
and plug. It is also available as a 
package with adapter and drill chuck, 
buffing wheels, sanding discs and 
polishing bonnet and wire wheel 
brush for buffing, drilling, polishing, 
sanding and brushing. 

Portable Electric Tools, Inc., Chi- 
cago—Industrial Distribution, Decem- 
ber 1950. 


Drill Press Vise 


Designed for 
Quick, Easy Set Ups 


This new model drill press vise is 
designed for quick, easy set ups on 
jobs which would otherwise require 
costly jigs and fixtures. Milling, 
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drilling and grinding are a few of the 
jobs that can be done. The vise has 
jaws 34 in. wide, opens 34 in., and 
has a jaw depth of 1% in. The mov- 
able jaw is grooved vertically for hold- 
ing round work. Overall height is 
24 in. 

The adjusting screw has a coarse 
pitch thread for fast action, and a 
swivel crank handle is provided for 
ease in turning when the vise is 
mounted on a machine table. Three 
bolt lugs are located on the vise base 
to insure rigid mounting. 

Chicago Tool and Engineering 
Co., Chicago—Industrial Distribution, 
December 1950. 














Press 


Fifteen Ton Press 
Introduced by Manufacturer 


This 15 ton open back inclinable 
press has recently been added to the 
manufacturer's line. The positive sin- 
gle stroke press has a sliding key 
clutch with a four point engagement 
ring and a roller bearing mounted fly- 
wheel. The diameter of the crankshaft 
at the bearing is 24 in. and at the pin 
22 in. 

The press has Vee ways on its ram 
with triple lubrication. Standard stroke 
is two inches, but longer strokes up to 
three inches are available if required. 
The flywheel is 204 in. in diameter, 
weighs 190 pounds, and reaches a 
speed of 160 rpm with a 7 hp, 1140 
rpm motor. The bolster area is 10 in. 
x 148 in. It has a 54 in. throat depth. 

Sales Service Machine Tool Co., St. 
Paul, Minn.—Industrial Distribution, 
December 1950. 

















Vibration Isolator 


Adaptable to Wide Range 
Of Machinery and Equipment 


[his vibration isolator consists of a 
specially designed steel channel floated 
in rubber between two steel angles. 
Ihe correct angularity between the 
steel parts and the rubber securely 
bonded thereto enables the isolator to 
approximate the “flat” spot on a 
stress-strain curve of relative slope. 
Because the spring index (load divided 
by deflection) is not constant, reso 
nance is avoided. 

I'he vibration isolator is available in 
any length up to 18 in., in four rub 
ber stiffnesses for loads of 40, 50, 70 
and 105 Ibs. per inch of length at 3 
in. deflection. It is easily adaptable to 
practically all types of machinery and 
equipment, according to the manufac 
turer. 

Finn & Company, New York—In 
dustrial Distribution, December 1950 

















Counterbore 


Eliminates Chatter, 
Provides Extra-Smooth Finish 


A carbide-tipped counterbore has 
been perfected which will eliminate 
chatter and provide an extra-smooth 
finish. In addition, the tool will turn 
out more pieces between grinds. Spe- 
cial flute design gives maximum sup 
port behind carbide. 

Wendt-Sonis Co., Hannibal, Mo.— 
Industrial Distribution, December 
1950. 


COOPER ALLOY ANNOUNCES 
COMPLETELY NEW CATALOG 


GIVES FULL DATA ON CORROSION RESISTING STAINLESS 
STEEL VALVES, FITTINGS, ACCESSORIES 


PLANNED to serve as a manual for all concerned with 
purchasing, design or maintenance of corrosion-resisting 
equipment, Cooper Alloy’s new 48-page catalog gives com- 
plete data on all standard Cooper Alloy products. It includes 
engineering drawings, weights, dimensions, size ranges, 
materials, corrosion data, nomenclature and design infor- 
mation. Catalog +52 also contains easy-to-read charts 
covering the corrosion resisting ratings of stainless alloys, 
applications and other related information. 





FREE—Write for it today @ Your copy of the Cooper Alloy Stain- 
less Steel Valves, Fittings and Accessories Catalog will be mailed 
to you immediately upon request. 


The COOPER ALLOY Foundry CO leading producer 
of Stainless Steel VALVES @ FITTINGS @ CASTINGS 
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Time Savers and 
Money Makers.. 


Selling BADGER Car Movers is 
always profitable because you 
can supply the right type— 
light, medium, heavy—for any 
job of spotting or shifting 
freight cars on side tracks. 
BADGERS are safe to handle 
—easy to use—need no mair- 
tenance. This is vital equip- 
right now for shippers 
and receivers. of freight. We 
suggest you investigate the 
sales possibilities now. 


ment 


@® We can make immediate 


deliveries on your orders. 


ADVANCE CAR MOVER CO. 








THE BROKEN BAR TEST 


Prove in your own shop why Magnolia 
Die-Cast Bearing Bronze lasts longer 
and machines easier. Take a 1” solid 
sand cast bar and a 1” Magnolia bar. 
Machine half way through each. Then 
break for comparison. Note the finer 
crystalline structure and the freedom 
from blow holes in the Magnolia bar. 
Also r ber that Magnolia has no 
sand crust or burnt-in sand to dull your 
tool bits. For full information write for 
Stock Size Chart A-l. 





SOLD THROUGH INDUS 


yee 
po gent ce 


cn 


TRIAL DIS 


CAR MOVERS 


AND 


SPURS 


ADVANCE | Slip-proof 
Safety SPURS are an- 


ce other profitable item 


oh oct’ 
wee stock them. 


APPLETON, WISCONSIN 


TRIBUTORS 


MAGNOLIA METAL COMPANY 


ERSEY STREE 
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ELIZABETH 4 


they fit all makes of 
Car Movers — better 
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Power Parter 


Cuts Rods and Bars 
Without Distorting 


his power parter has been designed 
for accurately cutting or “parting off” 
rods and bars without distorting thei 
roundness or crushing the material. 
The parter is equipped with an ai 
cylinder, cushioned at both ends for 
quiet operation, and each cutting 
cycle is instantly obtained through a 
four way foot valve, leaving both 
hands of the operator free to handle 
the material. 

The scope of operations ranges from 
very small rods to & in. diameter bars, 
and ten holes are provided in the 
standard cutting head ranging from 
in. to % in. in steps of 2s in. 

O’Neil-Irwin Mfg. Co., Lake City, 
\finnesota — Industrial Distribution, 
December 1950 


Nuts, Washers 


Pre-Assembled Nuts and Washers 
Are Handled as One Unit 


This new fastening device, a pre- 
assembled nut and washer, is a com- 
panion product to the manufacturer’s 
pre-assembled screw and washer. This 
product is designed to make assembly 
operations easier and assure tighter, 
stronger connections wherever thread- 
ed nuts are employed. 

The washer is of the external 
toothed type, specially designed for 
pre-assembly. The lock washer por- 
tion of the product is free to rotate 
but cannot drop off. They are avail- 
able in two basic types to meet stand- 
ard nut requirements: American 
Standard Light Nut Series, and Amer- 





A 1eldiny, 


THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e 


e CLEVELAND 13, OHIO 








“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
— ht finish. Heads d 


“HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 


TANDARDS 








bottom. Hexagon faces clean 
ary smooth and true, mirror finish. 
Tensile strength hes -110,000 


p.s.i. Carried in stoc 


“LO-CARBS” 
Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 


Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on od, 
end unless otherwise specifie 


eads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


carried by 
LEADING 
DISTRIBUTOR 


SET SCREWS 
Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


ak 
SPECIALS 


furnished to 


* 
ADJUSTING SCREWS 


Valve taper adjusting screws — 
ead style — to blue print 


Hexagon t 
head hard; 





with flat and ch 

int. Nut end, oval point. Land 
Goreanee threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads pone or cut — Ratened je 
extremely close thread 3 4 
tolerances — oe Ground where 
specified. y tS. e the 
pioneers x, 


polished if specified - — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


BLUE PRINT 
SPECIFICATION 


*& 
SPRING BOLTS 


Case hardened to popes de and 
gece. to ty 

applied in in various 
mora oil holes and 

pe ° as kinds, end flats 


ound 
sad annealed 





tod bolts by Re ond a upset process. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel cover Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" Sesean tho flete. 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


FLAT HEAD CAP SCREWS 
Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 
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Your catalog represents you out on 
the firing line day after day—to do 
the best job for you it must have 
appeal—it must have the appear- 
ance and arrangement that gains 
preference. You can be sure of this 
when Wisconsin Cuneo experts 
take your catalog job from the be- 
ginning and see it through to com- 
pletion. 


Wisconsin Cuneo operates a spe- 
cialized catalog department whose 
service includes planning, compil- 
ing, printing and binding. This 
organization is backed by the long- 
time experience and know-how tre- 
quired to build the greatest selling 
power into your catalog. 


Your first step—and there is no 
obligation attached—is to have a 
Wisconsin Cuneo representative 
call. He will outline Wisconsin 
Cuneo procedure and make sug- 
gestions in the development of your 
catalog to give it every sales ad- 
vantage. 


WRITE, WIRE OR PHONE: 


PLUS IN 


INDIVID 


PLUS IN 


MODER 


UNE 


239 EAST CHICAGO STREET 


MILWAUKEE 1, WISCONSIN 
DAly 8-5340 


CHICAGO * PHILADELPHIA * NEW YORK * SAN FRANCISCO 
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ican Standard Machine Screw Nut and 
American Standard Regular Nut 
Series. 

Advantages claimed include a great 
reduction in time and effort in apply- 
ing nuts and lock washers, a design 
which permits greater actual contact 
between the bottom surface of the 
nut and locking teeth of the washer, 
casier starting, and greater strength. 

Shakeproof Inc., Div. of Illinois 
lool Works, Chicago—Industrial Dis- 
tribution, December 1950. 














| Portable Grinder 


Engineered for 
Continuous Operation 
Engineered for continuous opera- 


tion, this 6 in. — grinder is 
ideal for grinding heavy castings, wire 


| brushing or buffing and polishing any 


metal surfaces. It prepares welding 
surfaces and grinds down weld beads. 
Cuts off pins, bolts, studs and rivets. 
Removes heavy rust, scale and paint. 
Quickly grinds heavy castings to 
smooth finish. 

Added features of this tool are 


| moulded covered rear handle for com- 


fort and positive control, and a sus- 
pension eye bolt to permit overhead 
suspension. It weighs 194 pounds. 
The grinder has universal motor, dc or 


| ac up to 60 cycles, with no load speed 


of 3800 rpm. Die cast aluminum 


| housing, sealed ball bearings, and fully 
| enclosed commutator and switch. 


Skilsaw, Inc., Chicago—Industrial 
Distribution, December 1950. 


(Continued on page 130) 





99.34% ENROLLMENT in the Sir “the 


more you know, the more you're worth” program 


99.34% of csr Industrial Distributors are participating 
in the hard-hitting, educational program —that helps their 
men to find the answers to their customers’ problems. The 
key to the program is a series of bearing refresher folders — 
that present practical, down-to-earth bearing facts. The more 
you know, the more you’re worth! =csr Distributors know 
that .. . their customers know it . . . and their men know it 
pays-off to be the best-trained bearing men in their territory. 
7162 





¥ pre ’ 
he ak ‘ . to 
ine Man 8 Fe: 


SKF INDUSTRIES, INC., PHILA. 32, PA., the Pioneers of the Deep 
Groove Ball Bearing, Spherical Roller Bearing, Self-Aligning Ball Bearing. 
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Originators 
of the 
packaged vise 


YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COLVUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. ° Cleveland 4, Ohio 
the Worlds Largest Makers of Vises 


STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 








| PUT A MERCURY CLUTCH ON THE JOB 


: 


Wherever you find 
an electric motor at work 


a 


Installed on an electric motor, a 
Mercury Automatic Clutch cuts start- 
ing current demand one-half to 
two-thirds, provides full protection 
against burned-out windings, blown 
fuses, and fire hazards. Available 
for % HP to 15 HP motors plus a 
choice of demountable pulleys. 
Wherever you find an electric motor 
at work in the Replacement, Main- 
tenance, or Service markets there 
is an opportunity to sell a Mercury 
Automatic Clutch. 


The Mercury line is a profitable one for distributors . . . rea- 
sonably priced...easy to install... generous discounts. 
Write for Catalog216-A2and Distributor Discount Schedule. 


Verwary Chateh Divinin 


17 AUTOMATIC STEEL PRODUCTS INC. - CANTON 6- OHIO 
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Steel Shim Stock 


Packaged for 
Over the Counter Sales 


(his new line of stainless steel shim 
stock is packaged for over the counter 
sales, and is intended for use where 
a non-corrosive steel is needed. The 
selection of material found to be best 
suited for its intended uses has re- 

sulted in the choice of Type 302 
spring temper stainless steel. 

Sizes range from .001 in. to .031 in. 
in thickness and the standard size se 
lected is 6 in. x 50 in. 

Precision Steel Warehouse, Inc., 
Chicago—Industrial Distribution, De- 
cember 1950. 

















Saw Blade Welder 


Handles All Types 
Band Saw Blades to 1% In. 


This portable band saw _ blade 
welder handles the new .05 in. diam 
eter contour-cutting band saw blade, 
as well as all types of blades up to 
4 in, flat. The welder is particularly 





POWELL VALVES 
the top choice of 
American Industy 


There are Powell Valves to meet 
the individual requirements — and 
all the requirements — of each 
and every branch of Industry 


Powell Distributors can usually 
satisfy their customers needs 
from stock. But whenever service 
conditions require special design 
or materials, Powell Engineers 
are available for consultation 


ch 


yeas = ‘s 
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4 This 1500-pound Cast 


an) \ Steel Pressure Seal 


Gate Valve with an 
lectric motor operat 
is one of many Powell 
designs for the modern 

Power Plant. 





The WM. POWELL CO., 2525 Spring Grove Ave., P. 0. Box 106, Station B, Cincinnati 22, Ohio 
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useful on internal tool and die work. 


Sell either ty ole Pxovatite (stati It is fully automatic; there are no ten- 


sion adjustments or knobs to turn. 
Another feature is a built-in grinder, 
tatedy tat lateiaal— designed to remove flash from the 
weld. It is further equipped with a 
gage for checking thickness of weld on 


flat saws. ‘The welding jaws are solid 
copper. The unit is housed in a 
welded steel case, and allover dimen- 


a sions are 7} in. x 12 in. x 7 in. 
. Brennen Mfg. Co., Brooklyn, N. Y. 
A All - Ul —Industrial Distribution, December 


means 190 


Better Partormance! 


THE NEW 
STAINLESS STEEL 
Fire Extinguishers 


Far stronger. Tested to 500 lbs. instead of the 








usual 350 Ibs. Nearly 7 lbs. lighter. Permanent 
finish, rust-resistant, acid-resistant, corrosion- 
resistant, oxidation-resistant. Available in 
Soda-Acid, Foam and Automatic Clear Water 
types. Size: 24% gals. Approved by Factory 


Mutual and Underwriters Laboratories. i "ci | Barrel Tilter 


Provides Safe Method 
Of Draining Acids from Barrels 


This safety tilter with pouring spout 
CA RBON DIOXIDE provides a safe, fast and convenient 
method of draining acids and other 
. * rs liquids from stainless steel barrels. 
Fi re Ext in g U ishers he cradle and supporting base are of 
structural steel. All members are 
with Squeeze Grip Valve | riveted or welded to insure a strong, 
durable unit. 
Liberates a clean, dry, odorless, inert gas un- The locking device permits the 
der high pressure without pumping. Snuffs out tilter to be positively held at any angle 
for pouring so that the whole opera 
tion can be done by one man. The 
‘ ; cs safety air vent pouring spout insures 
origin. Non-damaging to any material. 2%, 5, | an even flow of liquid. 
10, 15, 20, 50, 75 and 100-lb. sizes. Approved General Scientific Equipment Co., 
by Underwriters Laboratories. Philadelphia—Industrial Distribution, 
December 1950. 


flames in seconds. Especially effective on 
highly flammable liquids and fires of electric 


Make sure your stocks of Buffalo better-built Stain- 
less Steel and Carbon Dioxide Extinguishers are Hand Power Tool 


adequate to meet the demand created by our en- 
larged consumer advertising campaign. Write us for 


Desi 
full particulars. esigned for 


Precision Work 


This tool unit is balanced and 
shaped to fit the hand, and has an 
idling speed of 27,000 rpm and a 
load speed of 20,000 rpm. It weighs 
two pounds and chucks interchange- 
able spring collets of 1 in., #s in., and 
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BLACKHAWK electricians’ equipment 
gives you extra sales 


@D Now, THIN WALL Conduit can be bent ;:ofitably! © More Speed on RIGID pipe, too! 


At last, this popular tubing can be shaped efficiently on the job-site — The “Porto-Power” hydraulic unit has 
thanks to a new Bender, No. S-34. Remote control and other exclusive many exclusives. Because the ram 
features create greater speed, better workmanship. Beautiful, kinkless works in amy position, a Blackhawk 
bends, matched offsets and rigid installations are made in new record Bender adapts to floor or bench use 
time. It handles 144, U/ and 2" sizes. Savings in materials are —or overhead on existing runs. Two 
dramatic. This equipment pays for itself on the first good job. models serve 8 pipe sizes, 1 to 4”. 


It’s a Knock-Out Punch and © Eliminate hand pumping! Q Lift machinery, pull pulleys 
it’s HYDRAULIC! A motorized, portable hydraulic Dozens of allied jobs are licked 


No wrench to swing. ‘Porto- pump (No. P-182) can triple the by the “Porto-Power” hydraulic 
Power” punches holes up ito output of a pipe bender. It jacks which serve Blackhawk 
41/," in distribution boxes, etc. works wonders on other hy- Electrician's Equipment. 


Saves at least 60% of job time. draulic equipment also. 
} 
Tell plant electricians and industrial electrical contractors about thesc 
dramatic savings. The many new products, pictured here, have made 


Blackhawk the hottest equipment line in the electrician’s field! A 
product of Blackhawk Mfg. Co., Dpt. P17120,Milwaukee 1, Wisconsin. 


BLACKHAWK 


HYDRAULIC Porto-Power EQUIPMENT 
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LONGER USE 


Be: | 
© Here is a hoist : 
Me! you ca 
~ With confidence and ‘thea 
- It is Quality built to 
d and to Sell others. 


continuous 
a 
usage. ssem 


bly line 


backed by 


BETTER SERVICE A 


Prompt, efficient Coffing 
service, with immediate 
shipment of replacement 
parts further assures cus- 

~ tomer satisfaction — further 
encourages repeat sales. 
Find out for yourself that 
the hoist business can be 
good business with... 


say ioe 
a 


% 


_ Write Dept. A-12 
COFFING HOIST 
COMPANY 
Danville, ILL. 


for information on the profit 
possibilities of handling this 
complete line of advanced 
design hoists. 














Hoist-Jacks ° Safety-Pull 
Ratchet Lever Hoists © Mighty- 
Midget Pullers * Spur-Geared 
Hoists © Differential Chain 
Hoists © Load Binders * 
I-Beam Trolleys 

















§ in. capacity. The new chuck con- 
struction assures smooth running ac- 
tion with a quick firm grip on all | 
accessories. 

Although some 200 different acces- 
sories are available for use with the 
unit, the manufacturer has assembled | 
41 matched attachments together 
with the tools in a fitted metal case. | 
The tool makes 20 different molding | 
cuts in wood working, and does work 
in metals, plastics and other materials 
in such operations as grinding, drilling, | 
polishing, sawing, cutting, sanding and 
engraving. 

Chicago Wheel & Mfg. Co., Chi 
cago—Industrial Distribution, Decem 
ber 1950. 








ue 


qi 











Packless Reducing Valve 


Frictionless, Gives Added Control 
Eliminates Sticking Stems 


\ packless reducing valve in both 
pilot operated and direct operated 
valves is available in sizes up to 3-in. 
‘his new feature has been added with 
out any changes being made in the 
external dimensions of the valve. It 
is completely frictionless, eliminates 
sticking stems and gives added control 
to valve already holding within one 
ounce on reduced pressure. 

The C. E. Squires Co., Cleveland, 
Ohio—Industrial Distribution, De- 
cember 1950. 
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HERE’S THE NEW 


. . . LOWEST COST 


Flexible Shaft 


Machine 
. . « TOP QUALITY 
in every detail 


BENCH 
MODEL 


el 


SUSPENDED ¢. 
MODEL 


Available with 4% HP, 4% HP and 
% HP motors. Econoflex uses 
any standard accessories for elec- 
tric drills, drill presses and pneu- 
matic tools . . . and the complete 
line of fine Elliott accessories. 


The HANDIEST 


TOOL FOR 


© Industry 

® Auto Shops 

@ Machine Shops 

® Home Workshops 
@ On the Farm 


The Elliott line is a complete 
line, including other Flexible 
Shaft Machines up to 3 HP pow- 
ered, unit drives, machines for 
specialized applications, a wide 
range of accessories . . . backed 
by more than 50 years of experi- 
ence. 


Write for complete details 
of attractive, profitable 
dealership arrangement. 


Elhiott 


MANUFACTURING CO. 
212 Prospect Ave., Binghamton, N. Y. 














The New Miracle 
Grinding Wheel Bond 
That Gives You 

7%e xtra Minutes 

Of Vital Production 
Efficiency Each Day! 


ma tame howe inthe ate ne 08 


LD300 PD CHICAGO ILL SEP 25 1950 132P 
TO EVERY GRINDING WHEEL USER 
PRODUCTIONTOWN, USA 
you NEED IT NOW -- AND IT'S 
PROVE 79E WHEELS AND POINTS POUR shee 
SUGGEST YOU TRY SAMPLE. COUNT ON 


ING OUTPUT. 
DING AND FINISH 


READY, EXHAUSTIVE TESTS 
IT ON] URGENTLY 
4 Boost IN YOUR 


1% Another Exclusive Development of 
Send for Free CHICAGO WHEEL & MFG. cco. 


Sample Wheel! 1101 West Monroe St., Chicago 7, Ill. 
Chicago Wheel in- 


we gee Se oy CHICAGO WHEEL & MFG. CO. 

new “79E” Bond 1101 West Monroe Street, Chicago 7, Illinois. Dept. 1D 

where it counts most Please send us our FREE sample wheel with the new ‘'79E'’ Bond (check 
... right in your own which 

plant, on your own 

type of production. Name 

Just fill in the cou- 
pon at the right and 
mail... ee Address 


Grinding Wheel ) Mounted Wheel 


Firm 


Meee nsoneacnnceond 


INDUSTRIAL DISTRIBUTION ¢ DECEMBER, 1950 








-OUISANDING Value 


and Versatility: 


wT ESI ITOUSTLTS ND am 2 
SUS Tata ala ee) etree tae oe 
Pelt FLITPRTY ETE ON L 
ft; ™~ 


oeyne 
‘ 


Used wherever ordinary 
hose nipples ean be used. 
yet far more convenient 
Shank 


has dee p. smoothly-fin- 


and economical. 
ished corrugations. and 
large capacity bore in 
all sizes. Machined from 


tough. cold-drawn steel 


for all hose.sises 
‘to 1", inclusive. 
Also'avajlable in one-piece 
female I P.T. style, in 7 /.'’ 


to */s" sizes. i 


ae 


bar. 


> [XON VALVE & 
ER F Jhe Quality Line 
“BOSS” "“GJ-BOSS'’ "DIXON" “KING” 


BRANCHE HICA * BIRMIN 


UPLINGS * NIPPLE * MENDER 


“AIR KING’ “DIX-LOCK”’ 
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| Available in numbers 1, 2, 





| larger 


| Live Center 


Equipped With 
Precision Roller Bearings 


Equipped with precision roller bear 
ings and designed to accomodate 
changeable, tapered inserts, this live 
center also features a simple adjust- 
ing screw that permits adjustment for 
wear. The double cone, single cup 
type bearings provide bearing surface 
for both thrust and radial loads. 

The tapered inserts, both male and 
female types, are interchangeable. 
3, 4and 5 
Morse taper, the live center has been 


| thoroughly shop tested and its dura- 


bility and efficiency proven on the 
job. It is available in both general 
purpose and heavy duty types. 

Arrow Tool & Reamer Co., Detroit 
—Industrial Distribution, December, 
1950. 














Fluorescent Lamp 


Takes Place of 
Incandescent Work Lights 


lhis fluorescent lamp can be screwed 
into any ordinary lamp socket, pro 


| viding a cool, adequate work light. 


The 300° rotation of the light shade 
allows more efficient focusing. 

The lamp contains two 4 watt fluo- 
rescent lamps and all control compo 
nents entirely within the 2 in. x 6 in. 
shade. The entire fixture is hardly 
than the ordinary incadescent 
lamp, yet, according to the manufac- 
turer, it produces over 400 percent 
more light for equal wattage. Intense 


| illumination of up to 500 footcandles 


at 3 in. to 5 in. working distance is 
provided, yet the lamp shade never gets 
hot. The lamps are rated at 7500 


| hours average life which, for normal 


service, represents over 34 years be- 
tween lamp replacements. 

Stocker and Yale, Marblehead, 
Mass.—Industrial Distribution, De- 
cember 1950. 





HELLER 


NUCUT ““. FILE 


fog. U.S. Por. OFF 


.. it’s different 





.. it’s patented 





.. it’s the only file that gives 
double-duty filing action 





It’s the patented Heller Nucut “Wavy Teeth” feature that 
makes the difference. This cut-and-smooth two-in-one filing 
design incorporates two sets of scientifically positioned teeth 
— one coarse, the other fine. 

With every stroke of a Nucut, the coarse teeth take deep, 
clean, uniform cuts. The fine teeth leave a smooth finish — 
just as though TWO files were working instead of ONE. 

That means you can remove more metal faster, easier, 
and get a smooth finish without clogging, skidding or scrap- 
ing! Write! 


Wh 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 
Newark 4, New Jersey Newcomerstown, Ohio 


\\ 
J ; \\\ 


oN 


Ask also about our COMPLETE 
LINE of Swiss Pattern, Vixen Milled 
Curved-Tooth and Rotary Files, 
Rasps, Carpenters’, Machinists’, Tin- 
ners’, Upholsterers’, Bricklayers’, 
Tilesetters’, Blacksmiths’ and Far- 
riers’ Hammers. Also Bricklayers’ 
Cash in and Plasterers’ Trowels, Craftsmaster 

on the file Scrapers, Chisels, Punches, Mas- 

with the terenches and other quality tools. 


‘WHITE TANG 
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hreadwell Tools 


Cerri) 
r —aee 


} they can do Your tough ones 


Threadwell Distributors are getting more 


business from their customers through the 
solution of cutting tool and 

gaging problems by Thread- 

well Field Engineers. Are 

you taking advantage of 

their service? 


THREADWELL TAP & DIE COMPANY, Greenfield Massachusetts 


> Y 
® Dies ® Drills @ Counterbores ® Keyway Broaches ® Screwplotes © Gages ® Pipe 
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Lift Truck 


New Improvements Added 
To Electric Lift Truck 


While the basic design of this 
electric lift truck, including the three 
way operating positions, remains the 
same, important improvements have 
been made. A high-low switch is now 
provided for easier maneuverability in 
close quarters. Spring mounted casters 
have been added to increase stability, 
allowing the truck to pass over ob- 
structions without difficulty. 

Freer use of sealed ball bearings in 
the control system means that a light 
touch on the foot pedal is all that is 
needed to put it in the required posi- 
tion. A heavy roller chain operates 
the brake instead of an_ enclosed 
cable. The hydraulic lifting mecha- 
nism is arranged in a vertical position 
at the front end of the hood where it 
is less likely to be damaged in transit 
over rough floors. 

Market Forge Co., Everett, Mass. 

Industrial Distribution, December 
1950. 


Lamp Guard 
Reduces Installation Time 
By Eighty Percent 


This combination safety guard and 
guide which prevents fluorescent 
lamps from falling is said to reduce by 
80 percent the time required for in 
stallation of usual fluorescent lamp 
guards. It makes relamping a one hand 
operation. 

To install, the lamp is removed and 
a guard is slipped on each fluorescent 
socket. No tools are required; no 
screws or nuts to tighten. A one way 
brass clip permanently locks the guard 
in place. In relamping, the device 
guides the lamp terminal pins into the 
sockets, then locks the lamp in place. 
Vibration cannot dislodge it. 

Koehler-Bird Associates, Boston— 
Industrial Distribution, December 
1950. 


















































Triselvtetrtt 


/ MAKE A SHE! 


... ON EVERY REQUEST FOR BABBITT 























® ~D Whenever a customer needs babbitt . . . for virtually any purpose ... 


you can sell and satisfy him with one of Federated’s nationally 
advertised Big 4 babbitts. 


Almost every white metal bearing need can be answered with one 
of the Big 4... tin-base XXXX NICKEL and THERMODYNE, lead- 
base RECORD and MERIT METAL . . . scientifically designed to 


cover the full range of operating conditions. 


Stock them... sell them! 


Federitte Mitel Dividion (fe 


AMERICAN SMELTING AND REFINING COMPANY «¢ 120 BROADWAY, NEW YORK 5, N. Y. 
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PLATEGRIP 


FASTENERS FOR CONVEYOR BELTS 








Also 


Repair Plates 


Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across belt, allow natural 





assures smooth 


ARMSTRONG BRAY & CO. 
5356 Northwest Highway, CHICAGO 30. U.S.A 


For Mending Bolts 


“3," 


\\ steel cutters . . . Right and Left hand Threaded Bushings 
\ for Automatic Tightening. \\\ 


\ \ ‘ \ \ ‘\ \ \ \ = * 
ere we NNN NARA NNAN 


CALDER ... the Dresser Line 


for Bigger Profits ... Easier Sales 





BUILT RIGHT—Best materials throughout . . . tool. 


\ .\ = 
Pp. EASY TO HOLD— Extra 
\\ Weight well distributed 
for smooth handling. 
i a CALDER Fine Diamond Dressing Tools 


s “ae 


\\SSOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street . fn Gelalae kanes: 


Pennsylvania 
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Pulleys 


V Belt and Variable Pitch 
Pulleys Add New Features 


These V belt pulleys and variable 
pitch pulleys incorporate the follow- 
ing features: 

The pulleys are manufactured from 
high grade cast iron, yet their low 
cost places them in the price range 
of die cast or pressed steel pulleys. 
Because they have less tendency to 
accumulate oil or grease from the at 
mosphere, cast iron V belt drives op 
erate with reduced slippage and lower 
belt tension. 

The bore and grooves of the pulleys 
are completely machined at one chuck 
ing, guaranteeing concentricity be 
tween bore and groove and noiseless 
drive. 

The Climax Flexible Coupling Co., 
Cleveland — Industrial Distribution, 
December 1950. 














Packing 


Treated for 
Chemical Resistance 


This braided packing is prepared 
from chemically pure blue asbestos 
yarn, treated by the manufacturer for 
resistance to acids, alkalis, corrosive 
chemicals and solvents, from minus 
150° F to 550° F. The yarn is then 
braided tightly, to avoid leakage 
through the cross section. 





SCHRADER SUE SAYS: 


, 
“A GOOD LINE IS ONE 
TO BE TREASURED” 


Industrial Distributors agree with Schrader Sue. . . 
they know that a good line is mighty important 
in fishing for business. Schrader has the Complete Line 
of Air Control Products. Cast it among the industries 
in your territory. See how quickly it attracts engineers, 
designers, purchasing agents, plant managers, safety engineers 
and dozens of others... Why? 
Because Schrader has chummed the business waters 
with national advertising in leading trade publications. 

But this isn’t the only reason why Schrader has the line 
to be treasured. Schrader Air Control Products are the result 
of more than 50 years of progressive research and 
development. They are used the world over with confidence 
born of experience. 

Schrader backs Distributors with outstanding advertising | 
and sales promotion to help them sell more and profit more, 





fare +} 
Nv ers Ww 


Sanaa 


Air Cylinders * Operating Valves « Press 

& Shear Controls « Air Ejection Sets 

Blow Guns « Air Line Couplers « Air 

PRODUCTS Hose & Fittings * Hose Reels + Pressure 
CONTROL THE AIR Regulators & Oilers * Air Strainers * Hy- 
dravlic Gauges * Uniflare Tube Fittings 


A. SCHRADER’S SON, 482 Vanderbilt Ave., Brooklyn 17, N.Y. cree of sexi Monvactring Compony, Incorporate 
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DODGE 


SHIDE-SET 


U.S. Patent Nos. 
2464630 and 2441683 


oo Se 
RELEASE—Turning han- CLOSE-—a age closes LOCK — Tomine handle 
die counter-clockwise jaws on work (or a pull clockwiseapplies full pres- 
puts vise in ‘neutral’ for opens). No time-wWasting sure conventionally. Fast. 
‘ast slide action handle spinning Rugged. Revolutionary! 


With the easily-carried demonstrator which Dodge pro- 
vides, you can take the sales-making story of the Slide- 
Set Vise right into the prospect's office or shop. Its 
performance quickly proves Slide-Set’s time-saving, 
money-making value. Here is a vise with all the power 
and ruggedness of the conventional type — plus a 
patented fast slide action which speeds production, 
increases efficiency, reduces operator fatigue! 

Backed by a strong advertising campaign and a 
selling plan that se/is— Dodge Slide-Set is easy to 
handle, easy to stock. Built in one size — 4 inches — 
to meet majority demand for a heavy duty machinist'’s 
vise — same model serves with stationary or swivel 
base. Each vise attractively packaged. 

DODGE MANUFACTURING CORPORATION, 500 Union Street, Mishawaka, indiana 


FIRST IN POWER TRANSMISSION MACHINERY 
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Because it may easily be cut or 
formed to any required packing size, 
the packing offers complete adaptabil- 
ity as a storeroom item to meet all 
size packing applications. It is sup- 
plied in braided form in sizes from 
4 in. square up, and put up on one 
pound spools, in 54 pound and 13 
pound boxes, or on 25, 50 and 100 
pound reels. 

Greene, Tweed & Co., North 
Wales, Pa—Industrial Distribution, 
December 1950. 











Power Saw 


Features Low Dead Rise, 
Direct Drive Motor 


This power saw features a recently 
perfected low dead rise, direct drive 
motor. There is a reduction of the 
distance from the extreme bottom of 
the motor casing to the saw arbor. 
This reduction allows the feeding of 
thicker stock when a standard 14 in. 
saw blade is used. 

Other features include enclosure of 
the motor, double row sealed for life 
bearings, and a wide range of cross 
cut capacities. A 14 in. blade gives a 
cutting depth of 44 in. The saw is 
available with motors ranging from 
two hp ac/dc to three hp single phase 
and from three to five hp polyphase. 

DeWalt Inc., Lancaster, Pa.—In- 
dustrial Distribution, December 1950. 


Conveyor Curves 


For Right or Left Turns 
Regardless of Coupling 


The manufacturer is now equipping 
his 45° and 90° gravity wheel conveyor 
curves with combination stud and 
hook couplings on both ends. This 
feature makes it possible to attach the 
curves for either right or left turns 





NEWS FROM UTICA 


Pioneering and improvements it will pay you to know about 


PLIERS WITH BUILT-IN 


Cross section 
through joint 


LUBRICATION .. 


The finest pliers—the 
LUBRING line—have a ring 
of oil-impregnated porous 
iron floating in the joint. 
The ring slowly feeds lu- 
brication and assures 
smooth action, long life. 
Standard equipment for 
several top utilities. 


WRENCHES THAT LAST TEN 


ross section 
shows hardening 








BETTER PLIERS FOR EVERY PURPOSE 


TIMES AS LONG.. 


Adjustable wrenches with 
electronically hardened 
jaw surfaces. Resist burr- 
ing and nicking. Last up 
to 10 times as long. Their 
thin pattern was designed 
to reach the hard-to-get-at 
places—with plenty of 


strength! 


NEW SAFETY AND COMFORT 
IN SPECIAL HANDLES 


Heavy rubber vulcanized 
handles for insulation — 
slip-on plastic handles 
that are non-burning, non- 
explosive—dipped plastic 
handles for comfort—han- 
dle springs for ease in use. 
For almost all UTICA 


tools. 


80 TOOLS ..151 SIZES. 
THE RIGHT TOOL FOR YOUR NEED 


You get exactly what you 
want from UTICA! A full 
line of pliers and adjust- 
able wrenches. Every tool 
checked in every step of 
manufacture, and tested. 
For long-run economy in 


your production line. 


Utica Drop Forge & Tool Corporation, Utica 4, N. Y. 


AND THE WORLD’S 
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takes the strain... 


The job that calls for chain deserves only the best. 


Campbell rigidly inspects every link of every chain... 
to make sure the chain you sell your customers measures 
up to the high standards of strength and quality tra- 
ditional with Campbell for almost half a century. 


Send your next chain order to Campbell. Production at 
Campbell is linked to your requirements as a distributor 
—you get prompt courteous service and fast delivery. 


S| 
Campbell Chain is advertised we 
consistently to your customers 
in BUSINESS WEEK and 
PURCHASING 


CAMPBELL CHAIN Goncany 


Main Office—York, Pa. 
Factories—York, Pa. and West Burlington, lowa 





INDUSTRIAL »- MARINE + AUTOMOTIVE + FARM 
SPECIAL PURPOSES 
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regardless of the coupling on the end 
of the straight section. They may 
often be used with gravity roller con- 
veyors at a saving over the cost of 
tapered rollers. 

A new, universal wheel arrangement 
of 16 wheels to the foot adapts the 
curves for use with any wheel arrange- 
ment on the straight sections. 

Sage Equipment Co., Buffalo, N. Y. 
—Industrial Distribution, December 
1950. 














Dihedral Coupling 


Handles Angular, 
Offset Misalignment 


This dihedral coupling is designed 
to adequately handle angular and off- 
set misalignment up to 7 degrees 
with a standard coupling; special 
models are available for handling up 
to 12 degrees. It is claimed that 
dihedral surfaces of splines provide 
more tooth contact under operating 
conditions than with any other shaped 
tooth. The driving area spreads over 
an entire half tooth at maximum 
rated misalignment. 

The couplings are made in a well 
graduated line of standard sizes and 
capacities for handling misalignment 
up to 7 degrees. For special applica- 
tions teeth can be cut to accommodate 
angular and offset misalignment sub- 
stantially in excess of the standard 
line for use with jackshafts, adjust- 
able roll mills, paper machinery, etc. 

Ajax Flexible Coupling Co., Inc., 
Westfield, N. Y.—Industrial Distri- 
bution, December 1950. 








SIMONDS 


Cutting-Tool Specialists 


Work Shoulder-to-Shoulder 
with 
DISTRIBUTORS 
and their 
SALESMEN 
to Build Business and 
Keep it Sold 


5 ~ 4 Simonds’ “know-how” in engineering and the dis- 
af tributor’s “know-who” in selling make an unbeat- 
& 7 able team for building and keeping business. That's 
Y why, for years, Simonds has channelled the distribu- 
tion of its famed, ribbon-etched cutting tools through 
selected distributors . .. so that those who buy cut- 
ting tools will get top value for their dollar both in 
product-quality and in personal service that never 
slacks off between orders. 





Today, Simonds backs up distributors with a fully 
rounded program of engineered merchandising that 
4 includes publication advertising, direct mail, educa- 
tional moving pictures in color and sound, and quick 
courses for distributors’ salesmen... courses that 
are loaded with information that will help them do a 
better job, beginning right now, both for themselves 
and for their houses. And in any sales problem on 
any product, the Simonds man is on deck whenever 
wanted, Just call the nearest Simonds office. 


. _.._, SIMONDS 


| SAW AND STEEL CO | 





FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO, 


SIMONDS TOOLS 
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For Safety's Sake . . 


. SELL 


DAYTON SAFETY LADDERS 











Sizes 3 feet to 16 feet in height (meas- 


ured from ground to yy apes 


rubber safety shoes at extra cost. 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 


A_ FEW CHOICE TERRITORIES ARE STILL 
OPEN. 


WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. 


CINCINNATI, OHIO 


In Canada—Safety Supply Company—Toronto 











The Viking Pump Com- 
pany is supporting your 
sales plans by consistently 
using space in the follow- 
ing publications. Close to 
@ half million industrial 
minded readers of these 
magazines see Viking 


pumps displayed each 


To Help You In Selling 
VIKING ROTARY 
PUMPS 


Advertising Appears Monthly in 
These Publications 


Pump Company 
Cedar Falls, 


lowa 
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Vapor Steam Cleaner 


Provides Peak Efficiency 
At Minimum Expense 


A fully automatic, safety protected 
system makes possible one man op- 
eration of this mm duty type vapor 
steam cleaning machine, at the same 
time accelerating the cleaning process. 
At the snap of a switch a spark is 
generated which ignites the bumer 
and puts the machine in action. From 
this point on, fully automatic con- 
trols maintain the operation at its 

eak. 

Full operating pressure is generated 
within 90 seconds. The unit is avail- 
able in stationary or portable models 
of 100 or 200 gallon capacities. The 
portable units are mounted on a free 
rolling carriage designed for rugged 
use. A full bearing 4 hp or % hp 
oy powers the unit; the maker 
states it requires no lubrication. 

General Equipment Div., Sterod 
Mfg. Co., Newark, N. J.—Industrial 
Distribution, December 1950. 


Industrial Unit 


Powered By 
Three Ton Capacity Jack 


Powered by a three ton capacity 
hydraulic jack with specially designed 
attachments and accessories, this unit 
provides flexible, controlled power for 
pushing, spreading, lifting, bending 
or straightening. With chains, hooks, 
toes, rubber bases, etc., innumerable 
special jobs can be completed quickly 
and economically. 

The jack is of the remote control 
type. Pump and reservoir are sepa- 
rate from the ram but connected by 
flexible, high pressure, oil proof rub- 
ber hose. The unit is fully portable. 

H. K. Porter, Inc., Everett, Mass. 
—TIndustrial Distribution, December 
1950 
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\ Cooperatio 
CHIGAN ABRASIVE COMPANY DISTRIBUTOR POLICY 


TEN POINTS OF COOPERATION 
WITH DISTRIBUTORS 


Basic Policy. Michigan Abrasive Company bases its marketing policy 
on the sale of its products through distributors . . . not independently of, 
or in competition with them. 


Selective Distributorships. Distributorships . . . to recognized distribu- 
tors ... are selective and limited in number in a given territory in direct 
relation to the sales potential . . . in order to protect distributor volume 
and profit. 


Territory and Account Agreement. Selective districts and/or accounts 
are agreed upon with our distributors and all business from such terri- 
tories is handled through the distributor. 


Salta: 


wes 


Special Conditions. Where special conditions or customer insistance 
demands direct sales, we will carry out such demands with the full knowledge 
of the distributor. 


ra 


i 


Sales and Engineering Cooperation. Our sales and engineering staff 
will work in close cooperation with distributors’ salesmen, when required, 
to help increase sales volume. 


* patie. 


se 


Maintenance of Stocks. We will maintain complete stocks for prompt 
shipment and will advocate distributors carrying stocks for not more than 
sixty days demand. 


Pricing Policy. We will make it profitable for distributors to handle 
small orders by offering worthwhile discounts on all purchases of less 
than twenty-five (25) units. Additional discount will be offered on pur- 
chases of twenty-five (25) units or more. 

All discounts will be single discounts to aid in figuring costs and resale 
prices. 

We will establish suggested resale prices on our standard products and 
make every effort to have them maintained to assure a profitable return. 


Maintenance of High Quality Standards. We will manufacture coated 
abrasives in accordance with high quality standards set up by our Re- 
search Department to assure excellent performance. 


Research and Product Improvement. We will continue through re- 


search to constantly work on new products and improve quality of present 
products and supplement the line. 


Promotion and Advertising Aid. We will back up our distributors 
with advertising and sales helps suggesting the purchase of our products 
through distributors. 
MICHIGAN ABRASIVE COMPANY 
DETROIT, MICH. 
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A RIO A RE el A 


Time for 
a Clean, 


Tight Hull 


There may be long voyages ahead . . . short-handed . . . 


cargo aboard more costly than ever in the past... 


with green help on the docks of every port. . . 


Just a figure of speech, of course, but we wonder whether it might not 
apply to your catalog? What percentage of the space in your book is 
devoted to items you no longer handle? What merchandise has been 
added to your line that has no representation in your catalog at all? 
How well is your book set up to cope with the problem of the green 
buyers who will appear in more and more offices as the Rearmament 
Program gets under way? How well is this catalog of yours designed 
to relieve your outside and inside force of as many details as possible 
—so fewer hands can handle larger volume? 

You are cordially invited (to get back to our figure of speech) to run 
your S.S. CATALOG into dry dock at our expense. Let one of our 
experts go over it from stem to stern. Let him give you a detailed 
report—a layout—that will show you in black and white exactly 
where you stand. This will mean no expense to you—no obligation. 
Just drop us a line today and say—Come ahead! 


Clear Sailing Ahead for Three Customers 


RECENTLY DELIVERED DONNELLEY-BUILT CATALOGS 


An. ee 








WARD BROTHERS 


Mill Supply 


[pa 
| LOCKPORT, NEW YORE 


Repeat order J. G. CHRISTOPHER CO. Jacksonville, Florida 
Repeat order WARD BROTHERS MILL SUPPLY CO., INC. Lockport, New York 
B. HAYES MACHINERY CO. Marshall, Texas 


First-time order: E 


Kes Catalog lomprling Department 
R. R. Donnelley & Sons Company 


350 East Twenty-second Street, Chicago 16, Illinois 


PRINTERS BINDJERS ENGRAVERS LITHOGRAPHERS 
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Universal Joint 


P All Parts 
Are Interchangeable 


This universal joint, with all parts 
interchangeable, is designed for high 
load carrying capacity and high static 
torque rating. ‘The yokes are of heat 
treated alloy steel with bearing sur- 
faces precision ground and OD ground 
to plus .000, minus .001 for concen- 
tricity. 

Bearing pins and center bearing 
block are hardened and ground. A 
self-locking assembly ring assures se 
cure assembly and permits quick dis- 
assembly and reassembly. A_ self 
closing, ball valve oiler provides sure 
lubrication. The universal joints are 
stocked in a full range of standard 
sizes, solid or bored to fit standard 
shafting. 

Boston Gear Works, Quincy, Mass. 

Industrial Distribution, December 
1950. 
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Socket Wrenches 


Have Thin Walls, 
For Use in Restricted Areas 


Ihe addition of 20 single-hexagon 
(6-point) thin-wall socket wrenches 
has been announced. Having thin 
walls, the sockets can be used in re- 
stricted areas—wherever corresponding 
double-hexagon (12-point) types will 
fit. Although thinner than regular 
power sockets, the new designs are 
guaranteed for power or hand use in 
service work. 








YOUR SPANG CW DISTRIBUTOR CARRIES 


You Spong CW Pipe Disiributer carries the things you wont! A 
onde: 


Komplete ine of prping motereh— 0 eo! dows to / tow 
Complete serene 
One of the mony complete ines he care: Spong CW Pipe 
bee . Canvement 
Ser heed fe aged mapecnon ond cock length hy drontas 
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Me! tame you need pape, Amings Ratwer votre o omer piping 
metersel coll you Speng Duiibute: Owing these doy: of short 
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SPANG-CHALFANT 
ieee QUALITY 


regularly in DOMESTIC ENGINEERING; FACTORY 
MANAGEMENT; HEATING, PIPING AND AIR CON- 
DITIONING; MILL AND FACTORY; PLUMBING AND 
HEATING JOURNAL, and PURCHASING. 


This is one of a series of ads that are appearing [ peronmea . PERF reR yA 


--- FOR HEALTHIER FUTURE SALES 





Spang ads are a prescription for healthier future distributor sales. Each month 
they remind contractors, maintenance men and purchasing agents that you 
handle the things they want... dependable products like Spang CW Pipe and 
that you provide friendly, dependable service. 


Spang advertising is backed by a quality product—a reputation recognized 
and honored by the trade for 122 years. Spang distributor service is friendly, un- 
derstanding — dedicated to your convenience—designed to better your business. 
In addition to building for the future, Spang is doing everything it can to increase 
its present pipe production. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Louis 
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BARNES FAMOUS HACK SAW BLADES 


You Sell MORE of the BEST 
when you Sell... 


HACH SAWS 


THERE'S A BARNES BLADE FOR EVERY PURPOSE 


auction in rec 

col 
nom" 4 meaw™ 
\ow 


Barnes Hand Hack Saws include 6 different types of blades 
—for use on any metal cutting operation. All Barnes H.S. 
Steel Blades are individually Rockwell Tested—thus provid- 
ing the uniform high quality that makes Barnes Blades 
famous for their dependability. The Barnes’ line of hack 
saws includes 2 high speed steel blades and 4 carbon 
steel blades. 


“ Ae el hl ll 
VV [z 
Ale ® 


FRMES CO., 1G. 


DETROIT 14, MICH. 


G 


1299 TERMINAL AVE. 


c 
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Single hexagon sockets are particu- 
lariy useful because they safely fit and 
turn undersize nuts, as well as those 
that are rusted or damaged. They per 
mit safe work on stubborn nuts with 
out danger of slipping and they do 
not chew up brass or other soft nuts. 
Hex sockets are stronger than 12-point 
types and wear longer. 

I'he sockets are made of special al- 
loy steel and have a lustrous chrome 
finish. Seven of the 20 additions are 
a-in. drive regular sockets with open- 
ings of Ys-in. to th-in. Six are 3-in. 
drive extra deep sockets with 3-in. to 
tk-in. Openings. Seven are 4-in. drive 
regular sockets with @-in. to 3-in. 
openings. 

Piomb Tool Co., Los Angeles, Calif. 

Industrial Distribution, December 

















For Hand Brace Use 
In Sizes from 4/16 to 16/16-in. 


A 13 piece set of auger bits for 
hand brace use consists of sizes from 
4/16-in. to 16/16-in. The bits are 
packed in a blue, plastic-surface leath- 
erette roll with each bit compartment 
individually labelled for size. 

The Midway Tool Co., Inc., Mel- 
vin, Ohio—Industrial Distribution, 
December 1950. 


Shelf Hangers 


Won't Burn, Warp 
Sag or Twist 


he patented construction of these 
shelf hangers permits the addition of 
extra shelves to those already installed. 
Bethanized }-in. steel wire is used ex- 
clusively. The hangers won’t burn, 
warp, sag or twist and depreciation is 
said to be practically nil. 

Multiple installations of the hangers 
hold up to 1,000 pounds of pipe, lum- 
ber, paints, boxes, wrapped paper, old 
files, etc. Shelves as wide as 12-in. 
may be created; 8 penny nails are 





only thing needed for installation. 
Ambler Distributors, Ambler, Pa. 

| Industrial Distribution, December 
| 1950. 





This CLE*FORGE High Speed Drill 
solved a tough problem! 


This job was really rough. Each of the 
eight drills had to make two holes, and 
each surface was at an angle. The drills 
were averaging 1470 holes per grind, with 
considerable breakage. <> A Choeland 
Service Representative was called in to 
analyze the problem. He recommended 
switching to the CLE-FORGE High Speed 
Drill shown at the left—a regular stock 
drill that has a heavier web. After an ex- 
haustive test it was found that CLE-FORGE 
High Speed Drills averaged 1838 holes 
per grind! Breakage was practically elimi- 
nated! $ Let a Chveland Service Repre- 
sentative show how you can get MORE 
HOLES PER DOLLAR. Contact our near- 
est Stockroom, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohie 

pratt ity Sgr Sen Froncisce 5 + los Angeles 58 
E. P. Barrus, Ltd, Londen W. 3, England 





ASK YOUR |NDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER CGceland’ TOOLS 


DISTRIBUTORS EVERYWHERE 
are ready to serve you! 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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| Power Hand Trucks 





> 
if 


at 
GRINDING WHEEL DRESSER CUTTERS | 


Vincent Grinding Wheel Dresser Cutters are made to stand up 
longest on the toughest applications. From the selection of special 
analysis steel right through final inspection and assembly, Vincent 
Cutters are carefully manufactured. Each Vincent Cutter is heat 
treated by an exclusive process right in the Vincent plant—one of 
the three largest and best equipped heat treating plants in the U. S. 
This process gives Vincent Cutters the right degree of toughness— 
not too hard, not too soft. It assures that Vincent Cutters will give 

it more dressings—cleaner dressings. And that 

so Dressers 98 means sure repeat sales. Stock the complete 
% Yinecis uP t° line for quick delivery . . . increased profits. 
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FOR CORRECT DRESSER SIZE 
USE THIS CHART 











2424 Bellevue Avenue Detroit 7, Michigan 
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Two Types 
Of One Basic Design 


Hand trucks in two power types 
but of one basic design have been 
added to the manufacturer’s line. One 
of the trucks is battery powered with 
motor drive; the other is gasoline en- 
gine powered with hydraulic pump 
and motor drive. 

Features include compact design, 
high maneuverability, motor mounted 
in the drive wheel, power reserve, ac 


| cessibility for ease of maintenance, 


ample underclearance, gradability, re- 
duced wear on rubber and floors, one 
rugged frame, enclosed drive unit, and 
oversized brakes. 

Clark Equipment Co., Battle Creek, 
Mich.—Industrial Distribution, De- 
cember 1950. 




















Pocket Thermometer 


Can Be Used 
With or Without Case 


Design is greatly simplified in this 
pocket thermometer, which can be 
used either as an armored or as a plain 
thermometer for temperatures _be- 
tween minus 30°F and plus 120°F. 

It is slimmer than most fountain 
pens and is held in a pocket of any 
depth by an adjustable clip. The 
metal base has no separate cap to un- 
screw. 

The thermometer is 6 in. long and 
2 in. in diameter. The indicating 
medium is ruby red spirit. Scale divi- 
sion is 2° over instrument range. 

Tagliabue Instrument Div., Weston 
Electrical Instrument Corp., Newark, 
N. ].—Industrial Distribution, De- 
cember 1950. 
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Factories 
‘equipment Shops 
- Warehouses 
Stores 
Offices 
Institutions 
Homes 





METAL PRODUCTS, INCORPORATED 
ie General Offices:1253 Monroe Avenue, Aurora, Illinois . 
Factories: AURORA, ILLINOIS © YORK, PENNSYLVANIA 
Sold Nationally through Factory Branches and Dealers 








A PARTIAL LIST OF LYON PRODUCTS 


y Locker Racks ° play E pment ef 
>s 7 T € 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 





Electrifugal Pump 


Ratings Available 
From 10 to 500 GPM 


This redesigned close coupled elec- 
trifugal pump and motor has new 
sealed motor bearings; a unit cast 
frame which provides perfect align- 
ment; double seal on front motor bear- 
ing which keeps liquid out of the 
bearing under normal operating con- 
ditions, and a large opening between 
the pump and motor to make packing 
maintenance quick. Its all cast iron 
construction resists corrosive atmos- 
pheres. 

The pump is available with remov- 
able casing in some sizes and with 
removable cover plate in others. It 
can be had in ratings from 10 to 500 
gpm at heads to 220 feet. Motors 
range in size from 3 to 10 hp. 

Allis-Chalmers Mfg. Co., Mil- 
waukee—Industrial Distribution, De- 
cember 1950. 
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Pump Unit 


Center Hole Tubular Ram 
Enables Use As A Puller 


A new line of remote control hy- 
draulic rams and pumps has been de- 





MALLEABLES. Standard and extra heavy. Tough close-grained 
iron, black or galvanized, precision threaded with generous 
chamfer for easy pipe entrance. Constantly checked for align- 
ment and depth of thread . . . individually inspected to in- 
sure high quality. Hot-dip galvanized for a thoroughly 
bonded, heavy coating of uniform thickness. High safety fac- 
tor in service rating. 

BRONZE. Durable, lorg-lived bronze, rough or polished, 
precision threaded and well chamfered for easy pipe-fitting 
and thread protection. Individually inspected . . . each air- 
tested under water. 

CAST-IRON. Flanged and screwed fittings and flanges, 
(Standard and extra-heavy), sprinkler and drainage fittings. 
KENNEDY Higher Strength Cast-Iron 50% stronger than 
ordinary gray iron . . . extraordinarily tough, dense and 
homogeneous throughout. Individually inspected. Dimen- 
sions and drilling conform to accepted standards. 


veloped to operate where limited space 
or other difficulties make the use of 
self-contained jacks impossible. This 
unit will be available in seven models, 
including a telescoping ram, ranging 
from 10 to 100-ton capacities. The 
pumps operate at a maximum of 10, 
000 Ibs. per square inch, with over- 
load safety protection. Easy pumping 
action is a notable feature. 

The unit enables the operator to 
lift, pull or push from a distance and 
in any direction—up, down, sideways 
or at an angle. An unusual feature is 
a “center hole” tubular ram used on 
units of 30-ton and greater capacity. 
This enables use of the unit as a 
puller. A rod or bolt inserted through 


the ram and secured over the ram head 

can be pulled through the ram as it 

extends. Center hole construction 
| simplifies rigging requirements on 

THE - Ao" S - 

Pre A many jobs. Because the pull is always 


4 f N N f D Y roe MFG. CO. in a straight line, much less effort is 
1040 EAST WATER ST bol 
*y ELMIRA, NEW YORK, required. 


Templeton, Kenly and Co., Chi 
VALVES + PIPE FITTINGS + FIRE HYDRANTS cago, IIl.—Industrial Distribution, De 
OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO + SALES REPRESENTATIVES IN PRINCIPAL CITIES 





BUY DEPENDABLE KENNEDY FITTINGS FROM YOUR DISTRIBUTOR 


cember 1950. 
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HAMMERS 
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q IMPACT WRENCHES 


AN ELECTRIC TOOL 70 
SPEED EVERY ELECTRIC JOB! 


Make mine Silver Line! Industrial users, plant mainte- 
nance engineers and contractors throughout the country 
are echoing that phrase—Thor Silver Line, the only really 
new, modern portable electric tools, proving time and 
money savers/on jobs everywhere. Yes, and proving sales 
leaders in electric tools—the big profit line because it is 


the top quality line. Independent Pneumatic Tool Co., 
Aurora, IIl. 


Write for new 1951 
universal electric 
tool catalog. 








Belt Sanders 


Bench Grinders 


Fender Hammers 


Grinders 
Electric, Hammers 


Impatt Wrenches 


rma 


porters 7) 
ASK FOR THE —\ fucr_Lo000 
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THAT GETS “These big solid 
handles make it 
MORE a cinch to lift 
SALES and carry the 
RIGID 4P"' 

FOR 


you! 








FRIGEID No. 4P is a Tested 
Profit-Maker For Your Store! 


@ Your customers buy rRimaip 4P threader because 
they like its easy operation features. Balanced loop handles 
make it easy to pick up and put on pipe. Mistake-proof 
workholder sets to size before it’s put on pipe, one screw 
to tighten, no bushings. 4 sets of 5 high-speed steel chaser 
dies give clean accurate threads on 214”, 3”, 314” and 4” 
pipe. Ratchet handle furnished. It pays you to sell this 
popular Riteaip worksaver threader. 


WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 
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| Problems You Face 


(Continued from page 85) 





items like speed changers, wire rope, 
cordage, grease and fittings, mechanical 
rubber goods—they all came along in 
their proper time. That was true of all, 
that is, but the abrasives line, which 
we took on just the other day. 


The One Man Holdout 


Now there’s a line with an inter- 
esting, one-man history. I say one man 
because if we have it today it’s because 
I managed to do a heavy selling job on 
a certain guy in our office who usually 
plays it hard-to-get. I mean me, yes. 

Just when the idea first came to 
mind I can’t recall, but I thought at 
the time that abrasives were a natural 
for us, still do, and I intend to see it 
proved out before I admit I might have 
gone astray. 

We're doing for abrasives exactly as 
much as we do for any other line; have 
a specialist working on it, with freedom 
to call on every account we have, 
within certain prescribed limits, no 
matter who may have originated its 
other business. Of course we surveyed 
our customers first, and sounded them 
out, so we think we have a conserva- 
tive idea of our potential. It’s still too 
early to tell how far we'll go with the 
line, but (knock wood) we haven't hit 
any bad spots yet. 

So the lines go by, and the years— 
an old habit of Time’s that I’m not 
sure I care for—and I came down to 
the office one morning in 1945 and 
found the head of the warehouse, 
George Madson, sitting on one elbow 
at my desk. I didn’t need more than 
the one look to know that George was 
growing disgruntled again. 

“Need more space, George?” I 
asked him, and he nodded. I knew he 
wasn’t putting on; we’d been living 
close to the ceiling for weeks. 

So we took a bay on the fourth floor 
at 123 Varick; another on the fifth, 
just to carry stocks. Came the war and 
we took another, and called in a Ict 
of extra help. Then another bay came 
vacant on the 9th floor, and that be- 
came our executive and general offices. 

That put us, by 1947, all over the 
building, which naturally made George 
Madson disgruntled again. That was 
my cue to go building-shopping, and 
that reminded me of a place that had 
long been on my mind; a big, beauti- 
ful high- tvpe building down at South 
William St. deep in the Wall St. area 
where he had so many of our accounts. 
South William became our sales of- 





‘ A COMPLETE NEW LINE OF 


ayorhGens TS REMOTE CONTROLLED RAMS 


IMPLEX k¢-Motrol & 


| GREATER SAFETY 


GREATER UTILITY 


| 
NVENIENCE 


| GREATER CO 


r a Market that is 


ae ; 
Dudustrg- Wide 


7 Complete Units... 
Broadest Capacity Range in the Field... 
10 to 100 Tons 


Meet the go-getting new member of the world’s best 
known family of industrial jacks! Re-Mo-Trol opens 
up a new and bigger-than-ever market for you to turn 


into handsome added profits! Pulling valve seats 


All you have to do is let any industrial jack user Seuneeeeraee 
see how much easier—and at how low a cost—he vides torque-free 
can do difficult lifting, pulling or pushing jobs with pull that takes 
Re-Mo-Trol ... How Re-Mo-Trol promotes safety. . . nr aga oui 
How it works where other jacks are stymied by lack 

of space or other difficulties ... How it exerts its oil- 

smooth hydraulic force in any direction . . . How its light 

weight and easy portability make it ideal not only for ae shines 
shop use, but for all kinds of applications in the field... eh i an 
Your customer will get the idea in a hurry—and he'll 

be a Re-Mo-Trol buyer and booster from then on! 


NOTE: In addition to 7 Complete Re-Mo-Trol 
Get started on this new, big volume Re-Mo-Trol business Units and a broad selection of optional 


now! Write — today—for Bulletin: Hydraulic 51 just off accessories, you can purchase individual 
the press ...and get your orders in for early delivery. Re-Mo-Trol Pumps and Rams separately. 


TEMPLETON, KENLY & CO. 


1036 South Central Avenue . Chicago 44 Illinois 
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Completes 300 TV sets= 
meets om ee (at a as = ae 
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Delicate coils were needed by Midwest manufacturer to complete 300 TV sets 

..and Massachusetts supplier was 920 miles distant! Air Express assured delivery 
by 8 o’clock next morning, so manufacturer ordered 500 men to report for work. 
Shipment arrived 7:20 a.M.—production rolled! Shipping cost for 17-lb. carton 
only $4.70! Manufacturer uses Air Express regularly to keep business in high gear. 


r 


$4.70—and special pick-up pay deliv- 
ery included! Low Air Express rates 
cover door-to-door service. More con- 
venient—easy to use. Just phone for 
pick-up! (Many low commodity rates 
in effect. Investigate.) 
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Air Rxpress | goes on all flights of Sched- 
uled Airlines. Shipments keep moving 
around the clock—speeds up to 5 miles 
a minute. Experienced handling. Phone 
Air Express Division, Railway Express 
Agency, for fast action. 


Air Express gives you all these advantages: 


World's fastest transportation method. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 22, _ off-airline points. 


Experienced Air Express has handled over 2 


GETS THERE FIRST 


5 million shipments. 


Rates include pick-up and delivery door 
to door in all principal towns and cities 











A service of 
Railway Express Agency and the 


SCHEDULED AIRLINES of the U.S. 


Le 
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fices, and in 1947 we gave up the 
Varick St. warehouse for our present 
building at 10 Grand St., two miles 
away, where we handle all inventory, 
shipping and receiving. Operations be- 
tween the two buildings are made easy 
by two-way teletype. 


One Last Confession 


One final thing I ought to confess, 
in this history of a long-armed ambi- 
tion, is the way we handled the govern- 
ment contracts we received to supply 
the services with hand tools and other 
equipment, complete in a strong chest, 
back in World War II. I know several 
people who'd have given an arm to 
know how we'd process that order— 
and in the first days of that job I was 
one of them. 

Again, I didn’t go along on the 
proposition, and again it was because I 
thought it was outside our province. 
But Uncle Sam has a way of making 
these things darned attractive, and 
after several session with Ed Caler, 
who had brought up the subject, I 
began to think we might be able to 
swing the thing, provided it could be 
done outside our normal operations. 

It can be done that way. Here’s how 
we did it: 

We handled it with just three 
men; Caler, Madson and myself. We 
warehoused the job down the street on 
two floors of the R. E. Deitz building 
on Laight Street. I did a good part of 
the legwork myself and believe me, if 
you need exercise, make a bid for a gov- 
ernment contract. 

We jumped some sizable hurdles 
before the job was done—but we 
learned some other things that have 
proved useful to the industrial supplies 
end; things we incorporated into our 
operations at Grand Street, and down- 
town at South William. There again, 
I suppose, we still were sticking to our 
last. So long as I’m up front, we al- 
ways will. 





Know the Answers 


to quiz on page 108 





. All the plants mentioned are cus- 
tomers for pipe-threading and cut- 
ting machines. They break down 
this way: (a) major; Railroad 
maintenance and repair, petroleum 
refiners, electric light and gas; 
and construction and contractors; 
(b) good; soap and glycerine plants, 
water and sanitation and dairy 
products. That’s all, mister. 
2. That’s true. 
3. Hope you didn’t check any of the 


























SERVICE 
is Our 
Pride 











Call your local Chicago- e DRILLS 
e REAMERS 

eo COUNTERSINKS 
e COUNTERBORES 


distributor. A top flight © CARBIDE TOOLS 


Latrobe supplier. He is 


our reliable selected 


dealer ready to serve e SPECIAL TOOLS 











you with high quality 





Chicago-Latrobe tools. 

His service is good. His CHICAGO-LATROBE 

delivery is prompt. 4ll WEST QNTARIO ST. 
CHICAGO 10, ILLINOIS 


Branches 
buy Chicago-Latrobe Tools. NEW YORK * PHILADELPHIA * DETROIT * LOS ANGELES 


© For More Holes per Grind 
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labor 
shortages 
make 
sales 
for you 








Management always listens to the 
man who can tell them, these days, 
how to combat the labor shortages 
facing them, shortages that mean cur- 
tailed production at a time when low 
production is fatal. 


This is your golden opportunity to 
increase your sales of ‘Budgit’ Electric 
Hoists by telling management how 
many minutes a day are saved when 
a fast lifting, easy-to-operate ‘Budgit’ 
Hoist does the load handling on pro- 
duction and assembly lines. How older 
men and even women — using a 
‘Budgit’ Hoist to do the lifting — can 
take the places of the strong young 
men leaving for service. it’s your 
chance to tell management how 
‘Budgit’ Hoists thus solve their labor 
shortage problems, keep up produc- 
tion for them. 


Be sure to add that ‘Budgit’ Hoists 
ere complete lifting units in them- 
selves. Nothing more needed before 
you hang them up, plug into the near- 
est electric socket, and use. 


low on your supply of Bulletin 
No. 391? If so, write for more. 


mi BUDGIT’ 
in Hoists 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box’ Cranes, ‘Budgit' and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, "Conso’ 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 
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three squares; none of them is cor- 
rect. A pipe-cutting and threading 
machine will thread, ream, cham- 
for and cut off in less than 2 min 
utes. 

. That’s true, and a good sales talk- 
ing point. 

5. Copper and brass, too, but it de- 
pends largely upon the angle of 
the cutting edge. Cast-iron and 
iron or steel are best threaded with 
take type dies. 

. That’s true. 

. Threads can be laid down on pipe 
by a good machine in 18 to 25 
seconds, average. 

. That’s true. 

.One-half horsepower is about the 
necessary power requirement for 
such machines. 

. That’s true. 

. Maximum pipe support and pre 
vention of whipping are advantages 
of the rear-centering chuck. 

. That’s true. 

.Let’s hope you would be so in 
clined, which makes the question 
true. 

.Motors in small, 2-in. machines 
are of the universal type, variable 
speed, reversible. 

. That’s true, with British Standard 
usually the alternative. 

. Very important is the correct an 
swer to that one. 








. 636 Race St. 


No. 6—Skylight, Ventilating, 
and Tank Flange Punch 


-W. A. WHITNEY -- 


HAND LEVER 


PUNCHES 


® Since 1907 W. A. Whitney Hand 
Lever Punches have been favorites 
with industry. All W. A. Whitney 
Punches are built to give good serv- 
ice for many years. ese punches 
give you good sales volume and we 
can supply repair parts for all 
punches that we make. Immediate 
service on orders. 


W. A. Whitney Mfg. Co. 


Rockford, Ill. 
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SMOOTH 
TEAMWORK 


Wi 


7 us 


Each tooth in a Blade Brand 
Saw is quality made for 
smooth cutting teamwork. 
Uniformly set and filed. each 
tooth carries its full share of 
the cutting load . . . helps as- 
sure even distribution of strain 
...makes sure the kerf is clean 
and straight under maximum 
feed loads. 

Each Blade Brand dealer is 
protected by the manufacturer 
and distributor teamwork. 
Prompt deliveries are assured 
out of stock. Full protection 
is given consumer accounts. 
Blade Brand Saws are sold 
only through recognized dis- 
tributors. 

Put this double teamwork to 
work for you, building steady 
repeat sales from a smaller 
saw blade inventory. Write 
for catalog and prices on the 
complete Blade line of guar- 
anteed quality saws—includ- 
ing the new metal and plastic 
saws. 


STYLES SIZES 
Rip, Cut-Off 4 to 16 inches 
Combination & inclusive 
Hollow-Ground 


909 W. 3rd AVE. 
COLUMBUS 12, OHIO 





ForT Wort 
RpAansco V-DRIVE 





| 
FORT WORTH om 


[DALLAS 


HOUSTON c 




















2.2” PD to 18.4” PD. Manufactured in 1A, 2A, 


“LD” SHEAVES : 
7 1B, 2B and 3B Grooves. 


Combination groove A-B, C & D Section—In 


66 9 E VE 
x “QD” SHEAVES :::::' 
Combination groove A, B, C & D, 
UP TO DATE & BOLTRIM SHEAVES Section—Stocked up to'72” PD, 21D 
frrooves. 


PRICES FORT Wann 
Write for our new bulletin, -M V-BELTS 


just off the press. It gives list 
prices, bore limits and weights 
of both BoltRim and “QD” Complete A, B, C & D stock—“Double- 
multiple groove sheaves. matched” sets. 
“D-H” 
(Demountable 


STEEL AND web) 


FORI WORTH wacuieny co BO ee 


MAIN SALES OFFICE: 3600 McCart St., Fort Worth, Texas 
BRANCH WAREHOUSES AND SALES OFFICES 
LOS ANGELES, CALIF. HOUSTON, TEXAS ST. LOUIS, MO. MEMPHIS, TENN. 
1212 Walnut St. 1700 Chestnut St. 730 S. 3rd Street 
5-269! 


2922 East Olympic 
ANgetus 3-6138 CHarter 0469 CEntral 6447 ; 
CHICAGO, ILL. SALES OFFICE 
ATLANTA, GA. SCREW CONVEYORS 
& ACCESSORIES 


KANSAS CITY 
1733 Main Street 1523 S. State St. 
GRand 5506 WEbster 9-5774 P. 0. Box 1065 
CAthoun 9658 
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featuring: 


AIR-REFINED MALLEABLE IRON 
AIR-TESTING BEFORE SHIPMENT 
DROP-TIGHT RECESSED BRASS SEATS 


Providing 

Distributors With 

a Source of Supply of 

Proved Dependability 
® 


Because Jefferson makes 
all types of unions. . . in 
a@ complete range of sizes 
. Jefferson gives the 
distributor the opportunity 
to command all the pipe 
union business in his area 
to render a complete sales service. And Jef- 
ferson provides the distributor with an invaluable 
sales tool . . . the exclusive Jefferson ‘Recessed 
Brass Seat’’ which means more and better pipe joints more easily made 
up, with drop-tightness assured through a precision, true ball joint 
which is ground in pairs 
Jefferson Unions are also available with ground all-iron seats in 
all sizes and types 
You can completely meet your customers’ needs and assure complete 
satisfaction . . . by making Jefferson your source of supply. In today’s 
market it will pay you to offer a product having proved dependability. 


ssa 


a 


Send for detailed information. 


FERSON UNION CO. 


671 W. 


9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass 


= 


26th St., New York 1, N. Y. 
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Committees Put Over 
Open House 


(Continued from page 81) 





was mailed out, five weeks before 
the show, all of the firm’s outside 
salesmen extended personal invitations 
to their customers when making calls. 

Sunday newspaper advertisements 
and radio spot announcements were 
ilso used to issue general invitations 
to the exposition. 

[he films committee secured films 
from eight manufacturers for the ex- 
position. These were shown continu- 
ously on both days of the exposition, 
with the approximate time of showing 
for each film printed on the program. 


The films committee rented a projector 


ind screen for the celebration, and 
used a large room in the building for 
a studio. 

Each employee was identified dur- 
ing the exposition with a ribbon and 
nameplate with his name and the 
title, ‘““M. L. Foss Host(ess)”. Sup- 
pliers’ representatives were also given 
cards identifying themselves and their 
companies. 

Guests registered as they entered, 
ind held stubs for door prize draw- 
ings. 


Over 3,000 Attended 


\ccording to Mr. Brown, the two 
day exposition was a complete success. 
More than 3000 guests attended, and 
all the advance planning paid off in a 
smooth running open house. 

If he had it to do over again, Mr. 
Brown would work in a more sys- 
tematic way to develop enthusiasm for 
the project within his own firm. 
“Everybody has to feel that he has a 
part to play,” says Mr. Brown. “I 
think it would be a good idea next 
time to issue daily bulletins telling 
everyone just what is going on, and 
what progress we are making”. 

Mr. Brown also cautions that it is 
essential to contact everyone who has 
done business with the firm giving the 
exposition. No one wants to feel 
slighted because of the lack of an 
invitation, and carelessness in this 
respect can cost a distributor friends 
and customers. 





The marketing department is the 
mainspring of a business without 
which everything else fails to produce 
a profit. 

Saunders Norvell 








“FEATHERWEIGHT” 85% MAGNESIA INSULATION 
was used to insulate header and piping from 
boiler, hot water generators, breeching and stack 
of the Omaha World-Herald installation. 


‘‘Featherweight”’ 85°%, Magnesia insulation con- 
tributes a high degree of efficiency and economy 
to any job with temperatures up to 600° F. It 
applies to the smallest as well as the largest 
installation. It helps to get heat when and where 


it is wanted at the right temperature and at a 


saving in cost over the years. These are among 


the many reasons why it has been widely 
accepted and used for more than 60 years. And 
it is a safe, sure and profitable investment for 
the distributor, contractor and user. Recom- 


mend it for all low pressure applications. 





@ Summer hot woter system, Omaha World-Herald Building. 


Header and piping from boiler, hot water generators, breeching and stack, 
insulated with ‘Featherweight’ 85% Magnesic. Hot and cold water piping 
insulated with K&M Duplex Insulation. Photo courtesy of Omaha World-Herald. 
Insulation Contractor — Midwest Asbestos and Insulation Company, Omaha, 
Nebrasko. Plumbing, Heating and Air-Conditioning Contractor—Wroy M. 


Scctt Company, Omaha, Nebraska 


K&M DUPLEX PIPE INSULATION was used in the 
Omaha World-Herald Building for insulating 
both hot and cold water piping. It is so con- 
structed as to serve this dual purpose with high 
efficiency and can be recommended for all water 
pipe applications within a temperature range 
of 40°-212° F. 


These Keasbey & Mattison Insulations— 
““Featherweight”’ 85% Magnesia and Duplex 
Pipe Insulation—are top quality products you 
can sell for profit; count on for customer satis- 
faction. We’ll gladly send complete information 


on all K&M Insulations upon request. 


Nature made bsbestos... Keasbey & Mattison has made it serve mankind since 1873 


KEASBEY 


COMPANY? AMBLER 


& MATTISON 


PENNSYLVANIA 
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By Installing 


CURTIS 


Air Compressors, 





DEL F 


. Se ~<» 
Air-Operated AIR COMPRESSORS 


@ Timken-Bearing Equipped 
@ Self-Lubricating 


2 2 
4 4 € rs | rY # a t sts @ Centrifugal Unloaded Starting 
@ Nationally-Known Motor 


CURTIS AIR HOIST 


I ° @ Accurate Finger-Tip Spotting of 
loads 
Pana @ Low-Cost Lifting 


5 
Save manhour ; 
‘ Reduce production costs 


e Increase plant efficiency 





| 
| 
Hi 


No better equipment is built for producing air at 


low cost, or for assuring efficiency in any lifting, 
CURTIS MODEL C AIR COMPRESSORS 


pulling or pushing operation. © Water-Cooled 
@ Up to 50 H.-P. 
@ Fully Enclosed 
“a ° Py @ Dust and Dirt-proof 
Precision built by a company with 96 Years of — e¢ Timken-Bearing Equipped 





"Know-How’’—Your assurance of proper per- 


formance from the moment of installation. 


CURTIS 
ST.LOUIS CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 Kienlen Avenue, St. Lovis 20, Mo. 


CURTIS AIR CYLINDERS 


For Any 
Pushing 
Pulling 

1 am interested in items checked below: or 

Lifting Operation 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 Kienlen Avenue St. Lovis 20, Mo. 


(OTIS 5 O% 
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OBITUARIES 





Chester Orr 





Chester Andrew Orr, 
Union Metal Chairman 


Chester Andrew Orr, 67, chairman 
of the board of The Union Metal | 
Mfg. Co., Canton, Ohio, died on 
Tuesday, Oct. 10 after suffering a 
cerebral hemorrhage. 

Mr. Orr came to Canton in 1925 
as a member of a group purchasing 
Union Metal. He was named vice- 
president and general manager. He ad 
vanced to the president’s chair in 


1926, and became board chairman in ANY WAY YOU MEASURE IT 


1937. 


b. ¥. Rete For light, medium or heavy duty ser- 


Board Chairman At Binks 


J. F. Roche, chairman of the board vice Darnell Casters and Wheels are 


of the Binks Mfg. Co., died on Octo- | ° ° 
og allen iret dependable — saving floors, equip- 
I ochne Was DOT 1n 1cNards- 


ville, Iowa in April 1874, one of a ment, money, time and temper. 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST. NEW YORK 13, N.Y 
36 N. CLINTON, CHICAGO 6, iLL. 





J. F. Roche 
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REPLACE 42 SIZES 
thinner - lighter 
stronger 


Here are two new wrenches that sell on sight—for they 
save time, tools, material and money. Every plant needs 
them. Another Owatonna exclusive which makes an 
excellent door opener as well as a nice unit sale. 


Two OTC Slim Twins with an extra jaw replaces 42 sizes 
from 1%" to 4%". They are THIN, get at the work easily — 
STRONG, drop-forged from high alloy steel—LIGHT, easy 
to carry and use—COST LESS than fixed wrenches of 
same size—will not slip their size ir: operation. 


Suggest the OTC Slim Twins at every call. You'll be glad 
you did. Write for details. 


ANOTHER EXAMPLE OF ENGINEERING 
THAT MAKES OTC TOOLS OUTSTANDING 


OWATONNA 


TOOL COMPANY 


373 CEDAR STREET 
OWATONNA, MINN. 
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family of eight children. His business 
life started in 1900, when he joined 
the staff of the Montana Power Co. In 
his 20 years with that company, he 
worked his way up to manager of the 
Butte district. 

From the Montana company, Mr. 
Roche went to Hotpoint (G.E.) in 
Chicago, as assistant to the president. 
Following that he went to the Apex 
Electric Distributing Co. as vice- 
president. In January, 1929, he ac- 
cepted the position of executive vice- 
president and membership on_ the 
board of directors at Binks, and in 
1936 was elected president of the 
company. His chairmanship of the 
board came in April 1949. 


Ernest McCarthy 


Ernest McCarthy 
Ex-Manager Harry P. Leu 


Ernest McCarthy, a former resi- 
dent of Jacksonville and known among 
industrial supply distributors of the 
South, died at his home in Gainesville, 
Ga., on Oct. 7. He was 67 years old. 

Mr. McCarthy at one time was 


| manager of the John G. Christopher 


Co. Since 1940 he had been a manu- 
facturers’ representative. Prior to that 
he was general manager of Harry P. 
Leu, Inc., Orlando supply distributors. 
He began his business activities as a 


| youth with J. D. Weed & Co., hard- 


ware jobbers, in his native city, Savan- 


| nah, 50 years ago. 





The marketing department is the 
mainspring of a _ business without 
which everything else fails to produce 
a profit. 

Saunders Norvell 








STANDARD 


These 3 sturdy parts com- 
prise the Aloyco Double- 
Disc Ball-and-Socket 
Wedge. 


The floating discs are free 
to rotate and thus wear 


evenly. 


Wedge ring forces discs 
against seat, sealing ports 
with double valve effect. 
Hf one disc should leak, the 
other would still maintain 


ALOYCO GATE VALVE, No. 111, 150 lb., 
Flanged, F and D. Sizes 2” to 12”. 


hen you install Aloyco Cor- 

rosion-Resistant Valves, their 
exceptionally long “‘life expectancy” 
makes substantial savings in your 
operating costs. 


Aloyco durability is due to the pains- 
taking development of the best 
practice in every step of the manu- 
facture of these valves—from the 
drafting room clear through to the 
test bench. Even after years of ser- 
vice they operate freely and posi- 


tively without external aids in the 
most severe applications. 


Take the No. 111 Gate Valve, for 
example. This valve with its re- 
markable split wedge construction 
has been imitated widely, but never 
equalled outside of the Aloyco 
shops. Its excellent workmanship 
in every detail is typical of all 
Aloyco Valves. 


Aloyco valves are furnished in 


Aloyco 20, 18-8S, 18-8SMO, Monel, 
Nickel and other alloys. They are 
manufactured in compliance with 
the new MSS Stainless Steel Valve 
Standards. 


Aloyco service is nation-wide. Field 
engineers, backed by complete met- 
allurgical and engineering staffs, are 
available to assist you in the selec- 
tion of the best valve and alloy to 
suit your requirements. This service 
is yours for the asking. 


ALLOY STEEL PRODUCTS CO., Inc. 


1306 W. ELIZABETH AVE., LINDEN, NEW JERSEY 


ATLANTA — CHICAGO — HOUSTON —LOS ANGELES —NEW YORK — PITTSBURGH — WILMINGTON 
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EMA 


INDUSTRIAL 


BRUSHES and BROOMS 


MATERIAL... 
CONSTRUCTION ... 
COOPERATION ... 


— combination for 
good business 


You can’t miss with that combination 
. materials used give longer wear— 
construction of all brushes and brooms 
is excellent—we give full cooperation 
in helping you to get all the business in 
your territory—your prospect list has no 
limits. 
@ We urge users to buy thru their local 
distributor. 


INDIANAPOLIS BRUSH AND BROOM MFG. CO. 


Corner Brush and Broom Streets Indianapolis 7, Indiana 
Est. 1890 











CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Sponge iron 
section acts as 
a wick, iubri- 
cating the 
shaft by capil- 
lary action. 


SELF-ALIGNING PERMANENTLY LUBRICATED 


= Lubralife Bearing still operating after 860,760,000 revolu- 
ions! 


Vibration proof rubber grommets with static 
dissipator available for type A pillow blocks. 


ACTUAL 
SIZE 
This 414" test tube 
TYPE F, Flange type ome @ sana 
Lubralife bearing with in a 5%” bore Lubra- 
heavy duty cast body. NO OILING! life Bearing 


CONGRESS DRIVES DIVISION 


3705 E. Outer Drive, Detroit 34, Mich. 
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D-A-T-E+5 
TO REMEMBER 


Nov. 27-Dec. 2—19th National Ex- 
position of Power & Mechanical 
Engineering, American Society of 
Mechanical Engineers, Grand Cen- 
tral Palace, N. Y. 

Dec. 10-13—Store Modernization 
Show, Stevens Hotel, Chicago. 


1951 


Jan. 15-18—Plant Maintenance Show, 
Auditorium, Cleveland. 

Jan. 16-18—Northwestern Lumber- 
men’s Convention, Minneapolis, 
Minn. 

Jan. 21-25—National Association of 
Home Builders, Chicago, III. 

Jan. 22-25—Concrete Industries Ex- 
=e Public Auditorium, Cleve- 
and. 

Jan, 22-26—10th Heating & Ventilat- 
ing Exposition, American Society 
Heating & Ventilating Engineers, 
Bellevue Stratford Hotel, Philadel- 
hia. 

toi 24-26—Southwestern Lumber- 
men’s Convention, Kansas City, 
Mo. 

Mar. 19-23—-Western Metal Congress 
& Exposition, Oakland, Calif. 

Apr. 17-20—20th National Packaging 
Exposition, Atlantic City. 





FROM THE 


wo FILES. 


25 YEARS AGO 


H. Channon Co.’s (Chicago) sales- 
men were the first to have a long look 
at the new Black & Decker motor 
coach, on tour to give demonstrations 
—a classroom on wheels. 

It was time to “stop, look and 
listen,” warned Frank O. Lincoln, 
vice-president in charge of sales, Morse 
Twist Drill & Machine Co., New Bed- 
ford, Mass., who felt “false economy” 
in business would prove costly all 
along the line. 

One mill supply distributor had 
worked out a schedule for broken 
packages of machine, set and cap 
screws, nuts and bolts, and other mis- 








GED DRIVER © 


IN 
of PHILIPS T 


APERED R 
Yi bei. 


ECESS 





PHILLIPS HEADquarters 
...always AMERICAN 


Sell the profit-protection of easy-handling, straight- 
driving, non-skid Phillips Screws...the modern fasten- 
ings that cut assembly time as much as 50%. 


And sell, too, the uniform quality, top “know-how,” 
and unmatched research facilities that are the special 


AN’T SLIP out advantages of AMERICAN Phillips Screws. 


What's more, the Phillips recess is now being sold 
(every month, through the Saturday Post) as a buyer's 
guide to quality in all types of Phillips-fastened 
products. 

Whenever you think of Phillips Screws, remember that 
it pays to say (and sell): “AMERICAN Phillips Screws!” 


AMERICAN SCREW CO., Willimantic, Conn. 





Lr 





ALL TYPES 

ALL METALS: Steel, 
Brass, Stainless Steel, 
Aluminum, Monel, 
Everdur (silicon 
bronze) 
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Pacific Coast Heating & Appliance Co., Seattle, Wash. Sold 
51 SUPER-SAWS IN SEPTEMBER 


A JOURNEYMAN’S 


TOOL, BUILT TO STAND UP UNDER CONSTANT, 
ON-THE-JOB CONTRACTOR OR INDUSTRIAL USE 


@ NO STARTING HOLE NEEDED...Simply place guide next to 
material and ‘“‘rock”’ tool into an upright position. 

@ CUTS RIGHT THRU IMBEDDED NAILS . . . wood, plaster, iron 
pipe, sheet metal, ‘‘Transite” and most other materials— 


even in cramped quarters. 


@ FITS ANY HEAVY DUTY 4” or %” DRILL...as easy as changing 
bits! Overall length only 10%”; weight only 3 lbs. 6 ozs. 

@ ANTI-FRICTION REPLACEABLE BEARINGS—BUILT-IN BLOWER... 
Blower keeps tool comfortably cool even under continuous 
use — blows dust and chips away from cutting line. All fric- 
tion surfaces are of ‘‘Oilite,”” phosphor bronze or high speed 
ball bearings. Ail wearing parts are replaceable. 


Write for Bulletin No. 12M today. 


R.C.S. TOOL SALES CORPORATION sorties, tinois, usa 








GIVE RECORD BREAKING 
PERFORMANCE 


Three basic CMC innovations are responsible for the 
inherent superiority of CMC DUAL PRIME PUMPS. 


1. Improved open thrash type impeller 
2. Rotary double shaft seals 
3. Double jet method of priming 


These improvements combined with ad 
vanced centrifugal design guarantee fas 
ter self-priming and greater capacities. 


The extra air handling ability of CMC 
DUAL PRIME Centrifugal Pumps permits 
constant and dependable performance 
when the ordinary centrifugal pump 
loses prime and becomes air bound. 


Available in 3 basic assemblies, close 
coupled, flexible coupled and_ skid 
mounted pump only. CMC DUAL PRIME 
PUMPS range in sizes from 12" to 10”— 
up to 240,000 G.P.H. 


Write today for latest Bulletin No. 


(  ONSTRUCTION Mone 
WATERLOO, i a 
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| cellaneous items. He merely doubled 


the net price on five cent items; added 
a graded percentage to other net 
prices; maintained a minimum price of 
15 cents for full packages of screws, 
nuts and stove bolts. 

W. W. French, in the tenth and 
concluding article in his series on 
“Mill Supply House Advertising,” 
thought those mill supply firms which 
had a definite and consistent plan of 
sales promotion would also be found 
to have the fewest slow movers in 
their stocks. 

The T. B. Rayl Co. of Detroit was 
celebrating its 50th year in business. 

Samuel Harris & Co. of Chicago 
had opened another Chicago branch 
under Edward Lodding, store man- 
ager. 

The National Supply & Machinery 
Distributors’ Association was asking 
an interesting question: What new 
lines can be handled by mill supply 
distributors which will increase vol- 
ume and, more particularly, net mar- 
gin? 

L. B. Mize was declared first place 
winner of the sales contest held at 
James McGraw, Inc., Richmond, Va. 


10 YEARS AGO 


Decorators did quite a job on the 
offices of Frank Tracy, Inc., New York 
City; ended up with something one 
step this side of Hollywood. 

Stanley Sheldon, Chase, Parker Co., 
Boston was on his way to his first 
million. Any salesman that anxious to 
see him had to deposit ten cents in a 
dime bank on his desk; sales managers, 
two dimes. 

“Defense” was the keynote of the 
mid-year meetings of the various asso- 
ciations in Philadelphia, Chicago, 
Memphis and Atlanta. 

C. A. Miedel, sales manager of the 
W. H. Kiefaber Co., Dayton, Ohio 
turned a drab brick building into an 
attractive, eye-catching edifice (the 
Kiefaber facilities)—with a few pots 
of paint—and incidentally boosted the 
industrial accounts on_ Kiefaber’s 
books three to four hundred percent. 

[he Congdon & Carpenter Co., 
Providence, R. I., was 150 years old, 
with the fifth generation in the saddle, 
and still going strong as a major sup 
plier to New England industry. 

Members of the Colonial Supply 
Co. met in Pittsburgh for a sales meet 
ing, to consider how to cooperate with 
customers hard pressed to keep ahead 
of defense orders. 

Cordes Supply Co., Milwaukee had 
an attractive display for visitors to the 
Milwaukee Purchasing Agents Show. 

After a three-year training period in 
the warehouse of the W. P. & R. S. 
Mars Co. in Duluth, Al Peterson 





stepped forth as an outside salesman. 
J. E. Haseltine & Co. of Portland 
Ore. opened a branch in Seattle, 
Wash. The firm hoped to make the 
branch the leading welding supply 
headquarters in that city. 








NEW LINES 
taken on by 
DISTRIBUTORS 








The Sales Engineering Co., Glens 
Falls, N. Y., has been named a dealer 
for Allis-Chalmers motors and controls 
in Warren County. 


Following are distributors recently 
authorized to sell power tools man 
ufactured by the Boice-Crane Co., 
of Toledo, Ohio: 


e W. D. Deckert Co. 
Dubuque, Iowa 


e Gregory & Gregory 
St. Marys, Pa. 


e Tepper Hardware Co. 


Urbana, II. 


@ Majestic Hardware Co. 
West Warwick, Artic, R. I. 


e Malcolm Mfg. & Supply Co. 
Abilene, Texas 


e Dependable Machine Co. 
Greensboro, N. C. 


e Acme Tool & Mchy. Co. 
Cleveland 3, Ohio 


eB. Holtzman & Sons Mchy. Co 
St. Louis, Mo. 


@ Sales Service Machine Tool Co 
St. Paul, Minn 


e@ B-H-S Mchy. Sales Co. 
San Francisco, Calif 


e ©’Brian-Debman Co 
Florenc c, > © 


e Power-Tool Supply Co 
Tampa, Fla. 


e Martin Mill Supply Co 
Stamford, Conn 


e Mullins Hdwe & Supply Co. 
Johnson City, Tenn. 





peak Katto... 
Kerk Kong wvr... 


THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets a Seaaet Me 
Philadelphia 37, Po, CC BELMONT 
There’s a Belmont Packing 
for every service 
Rings - Spirals + Coils + Reels 


Spools + Sheets - Gaskets ° 
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cuTtr YOoOUWUR 
OWN GASKETS 


GASKET 
CUTTER 


A portable tool for cutting 
1%" dia. to 19” dia. circular 
gaskets from all kinds of soft 
sheet packings. Rigid and 
simple to operate. Larger 
sizes only require cutter bar 
replacement. om 


Steam - Water - Oil + Gas - Air 
Acids - Alkalies - Ammonia 








nminte 
readable 


WESTON 


ALL-METAL THERMOMETERS 


An accurate temperature record requires more than just 
instrument accuracy. It requires instrument readability as 
well. That’s why WESTON Thermometers are so widely 
used for critical applications. A quick glance at their bold, 
open scales gives you the exact reading...no question or 
doubt about it. Combined with the long-time accuracy and the 
ruggedness for which they are famous, this feature of read- 
ability can be worth dollars to you. Why not send for complete 
literature today. Weston Electrical Instrument Corporation, 
682 Frelinghuysen Avenue, Newark 5, New Jersey... Manu- 
facturers of Weston and Tagliabue Instruments. 
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e Wm. K. Stamets Co. 
Cleveland, Ohio 


e John E. Kandler Co. 
Kalamazoo, Mich. 


e McGregor Hdwe Co. 
McGregor, lowa 


e Mack Engineering Co. 
Minneapolis, Minn. 


e Production Mchy Sales Co., Inc. 
Detroit, Mich. 


e Barker-Jennings Hdwe Corp. 
Lynchburg, Va. 


e Kilter Hdwe Co. 
Santa Barbara, Calif. 


eC. G. L. Supply Co. 
Erie, Pa. 


@ Mississippi Valley Hdwe Co. 
St. Louis, Mo. 


e Steinman Hdwe Co. 
Lancaster, Pa. 


¢ Chapman .Mchy. Co. 
Tampa, Fila. 


e Acme Tool & Supply Co. 
Cleveland, Ohio 


e Machinery Sales Co. 
Los Angeles, Catif. 


e Machinery Sales Co. 
San Francisco, Calif. 


e Summers Hdwe & Supply Co. 
Johnson City, Tenn. 


eH. H. Senger Hdwe 
Portage, Wis. 


e Fred H. Kessenich Co. 
Madison, Wis. 


e@ Vondrak’s Hdwe Co. 
Cicero, Il. 


e Harry L. Stern Hdwe 
Bedford, Pa. 


e Critchfield Hdwe 
Somerset, Pa. 


e Ottis Green Hdwe Co. 
Asheville, N. C. 


e Franklin Supply Co. 
Providence, R. I. 


e Fleming Equipment Co. 
Ann Arbor, Mich. 


eC. C. Hubbard Machine Co. 
Decatur, Ill. 





The Murray Equipment Co., Detroit, 


Mich., now is authorized to handle | 


Worthington Pump & Machinery 
Corp. Multi-V-drives and fractional 
horsepower belts and sheaves. 

The following companies have been 
named distributors of power trans- 
mission equipment manufactured 
by The American Pulley Co: 


e Abrasive & Supply Co. 
Detroit, Mich. 


e Central States Ind. Supply Co. 
Cleveland, Ohio 


e Crown Industrial Supply Co. 
Hoboken, N. J. 


@ Dabney-Alcott Supply Co. Inc. 
Memphis, Tenn. 


@ Harry P. Leu, Inc. 
Orlando, Fla. 


e Manitoba Bridge & Iron Works, Ltd. 
Winnipeg, Can. 


@ Newark Pulley Co. 
Newark, N. J. 


e Northwest Chain & Sprockets, Inc 
Portland, Oregon and 
Seattle, Wash. 


e Power Transmission Equipment Co. 
Chicago, Il. 

The company also has recently ap- 
pointed the following companies as 
distributors of American materials 
handling equipment: 


e Beals, McCarthy & Rogers, Inc. 
Buffalo, N. Y. 


eR. H. Brown Co. 
Portland, Ore. 


eS. D. Calloway Co. 
Kansas City, Mo. 


e Albert E. Cayne Equip Co. 
New York, N. Y 


e Martin A. Cedar 
Louisville, Ky. 


@ Clark Materials Handling Co. 
Harrisburg, Pa. 


e Coate Equipment Co., 
New Orleans, La. 


e Dabney-Alcott Supply Co. 
Memphis, Tenn. 


e Dietz Industrial Supply Co. 
Aurora, Il. 


e William H. Fisler Co. 
Camden, N. J. 





Standard Industrial Type V-Belts for general 
applications; Fractional Horsepower V-Belts for 
lighter drives; Open End V-Belts for “fixed center” 
drives; and Steel Cable V-Belts, having greater 
strength with practically no stretch and adaptable 
to a large range of belt speeds. Write for detailed 
information. 


Power Transmission Equipment Engineers and Manufac- 
turers since 1857. 


T. B. WOOD'S SONS CO. 


CHAMBERSBURG, PA. 
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e John M. Forster —HARRIS — 
‘ . _ Rochester, N. Y. 
Or igina | by | ¢ Garlands, Inc. Industry's Supply House for 


Minneapolis, Minn. 


ae e Fred Hill & Son Co. FLOATS 


Philadelphia, Pa. and @ tanks @ coils @ bends @ expansion 
joints @ kettles @ dippers @ evaporators @ 

e Hustler Equipment Co. coolers @ heaters © chemical apparatus @ 
They All Want Trenton, N. a We can give you FLOATS in Stainless Steel— 
Copper — Aluminum — Monel — Nickel — 

This All- Purpose \ W.H + Co Everdur. Our more than 65 years in this busi- 
“WwW h’’! ea. ee ooper 0. ness is yours to help you give your customers 

renc Birmingham, Ala. the best and to enjoy good business. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 








_ | TheBuyer Looks 
mecca ween || at BUSINESS 


It’s a handy wrench with “micrometer adjust- 
ment’. Grips hex, square, burred or battered 
nuts—holds till the nut comes off. Use it for 
setting dies, as a hand vise or clamp. It’s the 


handiest factory wrench ever. Over 150,000 » j inio hasing | 
sold. In 6, 8” and 10” sizes, the last two for | C omposite Opini n of Purcha id 


industrial use | Agents Who Comprise the N. A. 


PARK METALWARE CO., Inc P. A, Business Survey Committee. 
Dept. F Orchard Park, N. Y. Purchasing Executives report that 


, | October, for the second consecutive | 

Quality Tools month, recorded a slowing down in 

PREFERRED BY EXPERTS the pressure to book new orders. Fur- 
THIS IS “ANOTHER XCELITE FIRST” ther growth of future production com- 
mitments is reported by only 33%; 
compared to the top of 80% in Aug- 
ust. 52% continued to maintain their 
high level of bookings, while 15% 
report some liquidation of the peak 
back order position. New military 
BELT WAX business increased during the month, 
but the volume was not sufficient to 
cover the decline of new civilian or- 
ders. 

Production trends, which usually 
lag behind the trend of new orders, 
turned down in October. Increased 
production was reported by 45%, 
compared to 72% in August and 65% 
in September. In the heaviest swing Standard Type 
since March, 10% report lower pro- ee 
duction. The trend is being influenced 
by seasonal conditions, shortages of ¢: O L L I S 
materials, and a smattering of small 


strikes throughout the country. So COLLET EQUIPMENT 


far, priority orders have not had COLLIS Taper Products are made by men 
much impact on industrial schedules. skilled in this particular type of manufacture. 
’ . Our more than 40 years of experience in the 
They are largely concentrated in the manufacture of small tools is at your service 


» > nels s a to help solve your customers’ reaming, drilling, 
metals and metalworking industries. et taeke pabhan We aus give tamales 


— ; Prices continued the inflationary delivery. 
an 7 trend, but the force seems to be de- 
~ , ete. : . : 
tile . clining. Industrial inventories were 
keeps belting pliable in all kinds o down again. Employment is leveling 
= again. ploy ‘ g 
ermeeghere end ender of condillons off at the high rate of the year. Buy- Drill Drift 
© good for all types of belting ing policy is unchanged, being sched- 


Th \ ¢ CANTOL BELT WAX will not ; cove ae ; siete 2 
pis Ay. 8 ‘better traction but will oy pn uled to cover only planned require cours 
lease on the life of the belt itself. CANTOL spells ments. 
Sse ‘and enan In on thom to ‘your advantagn Purchasi A 1 ing t 
.t cas n on r a " je. - 5 go ve . a ay 
We urge users to buy through their local distributor. - urcnasing 4 gents, enc eavoring to | 
1 AX PRODUCTS C0 weigh the effects of continued govern- innit 
CANTOL W . ment stock-piling of critical materials, | THE COLLIS co 
| . 


ae - 1OWA 
BLOOMINGTON + INDIANA the use of priorities and credit re- 
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strictions, are extremely cautious in | 
forecasting conditions for the im- | 
mediate future. 


Prices 


The price structure continues to 
climb, but the movement is slower. 
Principal increases were in manufac- 
tured goods as raw materials have not 
moved appreciably during October. 
Escalator clauses are becoming more 
common. No reduction is reported 
in the premium prices being exacted 
for aluminum, copper, zinc, nickel 
and steel. Easing in these galloping 
markets may be near, however, as the 
force of credit limitations reaches back 
to the point of production. 


Inventories 


Industrial inventories went sub- 
stantially lower in October—in many 
instances, below safe operating stocks. 
Slow and extended deliveries of criti- 
cal materials have put many indus- 
trial consumers on a day-to-day basis 
and are causing increasing maladjust- 
ments in inventories. Expediting is 
now a major function of purchasing. 
Coxversion to substitutes is reported 
risky; for, today’s substitute may be- 
come tomorrow’s critical item. — 


Employment 


The over-all picture shows continu- 
ing high employment. Pay rolls ap- 
pear to be leveling off at the top rate 
of August. Skilled workers are hard to 
find. There is some shifting into de- 
fense factories. Some relief can be 
expected, as agricultural workers move 
into industry this Winter. Where 
materials are available, many plants 
are increasing the work week. 


Buying Policy 


There has been no change in buy- 
ing policy during the past month. 
Seventy percent are able to keep their 
principal buying range within 90 days. 
Che other 30% are predominantly on 
a four-month schedule, with a few 
going on up to six months. Very few 
have had to reduce or cancel orders 
to bring inventory and commitments 
within the limits prescribed by N.P.A. 
Buyers are critical of suppliers who, 
having established voluntary allot- 
ments, are insisting on reducing them 
by the amount of any priority orders 
submitted by the purchaser. 


Specific Commodity Changes 


Prices edged up this month along a 
wide front. The most important ones | 
were bearings, benzol, brass, butyrate, 
cadmium, chemicals, containers, cot- | 
ton, dyestuffs, electrical equipment, 
fuel oil, pig iron, machinery, paper, 
plastic moulding, rubber, steel prod- | 
ucts, textiles, tin, tungsten. 


\ bp 


MAKE MORE MONEY 
ON SOCKET SCREWS? 


we know 
how 

other 
distributors 
are 


doing it 


Bristol ads 
appearing in 
MILL 
Factory, 
MACHINERY, 
ELECTRICAL 
MANUFACTURING, 
Propuct ENGINEERING, 
MACHINE DESIGN, 
INDUSTRIAL 
EQuIPMENT 
News and Propuct 
Desicn & 
DEVELOPMENT 







Only With Bristol Can 

You Sell the RIGHT 

Socket Screw for 
Every Application 
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profit. In the first place, Bristol’s 
100% distributor policy means full profit 
on all the business to be had. 


Volume. Second, there’s more socket 
screw business to be had because Bris- 
tol’s line is complete—choice of hex or 
multiple-spline . . . cap or set . . . sizes 
from No. 4 wire to 1 in. diam. 


selling. Third, your salesmen get the 
most out of their sales opportunities. A 
“‘correspondence course”’ that’s as pain- 
less as it is effective shows them how to 
create new socket screw business and 
how to turn it into Bristol business. 


customers. Fourth, your market is 
kindly disposed toward Bristol because 
of Bristol’s advertising in magazines 
and direct mail. Offer of free sample 
brings leads for your salesmen. 


A Bristol representative will tell you more about our 
100 % distributor policy . . . profit structure . . . pro- 
motion plans. Send the coupon to THE BRISTOL 
Company, Mill Supply Division, 126 Bristol Road, 
Waterbury 91, Connecticut. 


Multiple-Spline and Hex Socket Screws . . . Cap and Set 


BRISTOL’S 


SOCKET SCREWS 


Sam Lyons, Sales Manager, Mill Supply Division 
The Bristol Company 
Waterbury 91, Connecticut. 


' 

i 

1 
| Yes, we would be interested to talk with you j 
i about your socket screw franchise. " 
J} NAME TITLE I 
1 cOMPANY i 
1 appress i 
CITY STATE 
——— Sew ow woo EE ET EE eee ee ee ee ee oe 
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tO 


PYRAMID 1 SALES | 


wit Fairbanks’ 3 lines! 


Capitalize on the profitable combination of Fairbanks’ three 
lines—Trucks, Casters and Valves. Many of your customers may 
be unaware of the fact that all three lines are made by the same 
Fairbanks Company. Yet a number of users of hand and plat- 
form trucks, for instance, also buy casters and wheels —and 
bronze and iron bodied valves—turning elsewhere for sales that 
should be yours. 

So make three calls in one — pyramid your profits by selling 
all of these famous Fairbanks products to every customer. 


VALVES 


Full Line of Bronze and Iron 
Body Valves in all types — 
Gate — Globe — Angle — Check 
—"Sphero” Ball Valves —Sol- 
der Joint—Brazed Joint. Sizes 
Ye" to 24”. 


TRUCKS 


Hand and Platform Trucks in 
over 200 standard styles and 
sizes. Dollies, Carts, Skids,also 
specially designed equipment. 


CASTERS and WHEELS 


Swivel and Rigid Casters in 
both Pressed Steel and Semi- 
Steel in sizes 2’ to 8. Wheels 
for casters and trucks in 2” to 
18” diameters. Rubber Tired, 
Semi-Steel, Solid Rubber and 
Pneumatic types with Plain or 
Anti-Friction Bearings. 


OVER 21/, MILLION ADVER- 
TISEMENTS IN 1950 ARE 
HELPING YOU SELL FAIR- 
BANKS PRODUCTS. 





THE 


al rb a nks 


- ROME, GA 


YO 
re street ¢ NEW 


FAYE noe 
393 LA PITTSBURGH 22 


ranches NEW ve 


BOSTON 10 
RK 3° 
8 


DART & PIC UNIONS - VALVES - TRUCKS - CASTERS 
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A few were down: Used cars, build- 
ing materials, some clothing, food 
products, some lumber. 

Hard to get: Alkalies, aluminum, 
brass, cadmium, cement, containers, 
copper, better grades of lumber, nickel, 
pipe, soda ash, steel, tin, wire, zinc. 


Canada 


During October, new orders and 
production increases were stronger in 
Canada than in the United States. 
Prices were up all along the line. In- 
ventories were higher. Employment 
rate a little lower, mostly due to sta- 
sonal conditions. Buying policy is ex- 
tending beyong the average United 
States range. No inventory controls 
and no priorities, as yet. Open mar- 
ket for Canadian exchange is ex- 
pected to be favorable for dealing 
with the United States. 


‘SALES HELPS 
from 


MANUFACTURERS 


SODA ASH MANUAL —This 64 page 
manual gives a completely detailed 
history of soda ash, one of the most 
important basic chemicals. Chapters 
discuss soda ash production and uses, 
methods of manufacture, forms and 
grades, unloading and handling, and 
other pertinent data—Pittsburgh 
Plate Glass Co., Chemical Division 
and Southern Alkali Corp., Pitts- 


burgh. 


ABRASIVE GRAIN—This bulletin, 
No. ESA-198, describes the manu- 
facturer’s aluminum oxide abrasive 
grain for polishing operations. This 
material is described as triple tested 
for grain size, capillary rise and grain 
shape. The bulletin contains abrasive 
grain size recommendations for typi 
cal polishing operations and includes 
detail on polishing wheel set up data. 
—Simonds Abrasive Co., Philadelphia. 


LUBRICATION SYSTEMS -— An 
eight page catalog discusses the manu- 
facturer’s centralized lubrication sys- 
tems as they apply to the metal pro- 
ducing, textile, food processing, metal 
working, mining and construction in 
dustries. Types of systems and their 
characteristics and specifications are 
detailed—Lincoln Engineering Co., 
St. Louis. 





POWER BRUSHES—Complete _in- 


structions for ordering and .specifica- | 


tions for use of the manufacturer’s re- 
cently developed line of power brushes 
are contained in this four page book- 
elt. Inserted in each booklet is an 
application data sheet which can be 
filled out by a company which has a 
cleaning, scrubbing or finishing prob- 
lem which could be solved by 
brushes.—Osborn Mfg. Co., Cleve- 
land. 


MOTOR AND SPEED REDUCER 


Its easy to sell—3 times 





the productive capacity 





for the same tool investment 


—The manufacturer’s all steel right | 


angle motor and speed reducer which 


combines the advantages of his stand- | 


ard speed reducer with the adaptable 
right angle head is described in this 
booklet. This unit is furnished in 
either the integril type or the all 
motor type, which is adaptable to 
any foot mounted motor and simpli- 
fies standardization of motors——The 
Falk Corporation, Milwaukee. 











ANTI-FRICTION BEARING 
GREASES-—This folder covers the 
manufacturer’s full line of greases for 
anti-friction bearings. It gives use and 
application data for 25 different densi- 
ties ranging from liquid greases to 
heavy cup lubricants. Also given are 
facts on lubrication maintenance and 
the selection of a lubricant.—Master 
Lubricants Co., Philadelphia. 


RUBBER MOUNTING CATA- 
LOG-—This catalog features a step by 
step description of installation meth 
ods of the manufacturer’s rubber 
mounting pad, designed to muffle the 
shock, noise and vibration of machin- 
ery. Photographs of typical machines 
on which the mountings have been 
used are included.—The B. F. Good 
rich Co., Akron. 


ELECTRIC TOOL CATALOG—A 


new universal electric tool catalog is 


SHELDO 


CHICAGO 


W.. most shops facing the prob- 
lem of greatly increasing production capacity 
without excessive cost, il’s easy to sell these 
modern moderate priced Sheldon Precision Ma- 
chine Tools, in batteries as well as singly. 
Just point out that for the cost of a larger 
lathe for pl f can now 
have 2 or 3 Sheldon Lathes. These new mod- 
ern lathes with “Zero Precision’ Taper Roller 
Bearings will work to the closest tolerances, 
will operate at any commercial speed and 
will hold their own and stand up in any 
production schedule. Today, not only large 
plants but small shops are 
interested in knowing how 
to put 3 operators to work 
where 1 worked before. 

Talk batteries of Sheldons 
for multiple profits. 





SHELDON MACHINE CO., INC., 4222 N. Knox Ave., Chicago 41, Ill. 
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Oue of, these four Wells Saws 
is the answer to your | 
metal cut-off problems 


f= 
No. 5 with wet 


Model 49A cutting system 


No. 8 with wet 
cutting system 





IN the recently expanded line of Wells horizontal metal cutting band 
saws there is a standard model to meet every cut-off need up to 
12” x 16”... and special models for larger jobs. This means that the 
cost-cutting advantages of modern, continuous band saw cutting are 
available for all shops, regardless of size. Choose from the following, 
the saw that best suits your requirements: 
MODEL 49A—Portable, economically priced unit yet capable of a man- 
sized job in any shop. Capacity: 31/2” dia., rounds; 31/2” x 6” rectangular. 
No. 5—All purpose utility saw. Capacity: 5” dia., rounds; 5” x 10” 
rectangular. Available with or without wet cutting system. 
No. 8—General maintenance or production saw. Capacity: 8” dia., 
rounds; 8” x 16” rectangular. Available with or without wet cutting 
system. 
No. 12—Heavy-duty wet cutting production saw with automatic cutting 
cycle. Capacity: 1234,” dia., rounds; 12” x 16” rectangular. 
For automatic precision repetitive cutting Wells 
Our No. 8 and No. 12 saws can be equipped with 
25th Wells-O-Bar Feed Master stock projection units. 
year Write today for descriptive literature and infor- 
mation on the Wells Saws which you need for 
your job requirements. 


The Pioneers of Horizontal 


METAL CUTTING 
BAND SAWS. 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 
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now in production and will be ready 
for delivery early in Decembcr. The 
new edition will supersede the present 
No. E-2 condensed catalog and sup- 
plementary circulars. — Independent 
Pneumatic Tool Co., Aurora, III. 


GRINDER CATALOGS~—Bulletins 
1010, 1020 and 1030 describe and 
illustrate the manufacturer’s complete 
line of bench and pedestal grinders 
and grinder buffers. Complete de- 
scriptions and information on_ per 
formance, construction and accessories 
are given.—The Brown-Brockmeyer 
Co., Dayton, Ohio. 


FASTENER BULLETIN-—This bul- 
letin gives complete information on 
the manufacturer’s new _ pre-assem- 
bled nut and lock washer. Types, 
method of manufacture, applications 
and advantages of the fastener are 
presented in detail. Tables give size 
data.—Shakeproof Inc., Chicago. 


HOIST BULLETIN—This 20 page 
bulletin, printed in two colors and 
illustrated with nearly two dozen 
large installation pictures, contains 
full descriptions and specifications of 
the manufacturer’s hoists. A large cut- 
away drawing shows construction fea- 
tures of these electric hoists —Harn- 
ischfeger Corp., Hoist Div., Mil- 
waukee. 


PRESSURE REGULATOR, PUMP 
GOVERNOR-—Bulletin 102 covers 
the manufacturer’s pressure regulator 
and pump governor. The valve is 
simple in design and is suited to in- 
stallations where the close regulation 
of a pilot operated valve is not neces 
sary. The valve also can be used as a 
pump governor and is in service in 
many installations similar to that il- 





lustrated in the bulletin——The C. E. 


Squires Co., Cleveland. 


MECHANICAL TUBING — This 
catalog tells what to expect when de- 
signing and building welded mechani- 
cal tubing; applications; tubing for 
construction purposes; gages, sizes, 
diameters and tolerances of tubing 
being produced by the manufacturer. 

lubing Div., Brainard Steel Co., 
Warren, Ohio. 


GRINDING WHEELS—Form ESA- 
197 and Form ESA-196 describe 
wheels for tool and cutter grinding, 
horizontal surface grinding and car- 
bide tool grinding, and grain and 
grade specifications for sharpening 
various types of circular and band 
saws as used in the lumbering and 
woodworking industries. — Simonds 
Abrasive Co., Philadelphia. 


SLING SAFETY-—A pocket size card 
gives tips on proper care and use of 
slings for safe handling. Safety di 
rectors and engineers voiced approval 
of the card at the recent National 
Safety Congress—Macwhyte Com 
pany, Sling Dept., Kenosha, Wisc. 





Poretamis Toots 











PORTABLE 


the manufacturer’s electric and pneu- 


matic tocls are completely illustrated | 


this catalog. The 
catalog includes complete  specifica- 
tions and features, applications and 
uses on saws, drills, sanders and many 
other types of portable power tools.— 
Skilsaw, Inc., Chicago. 


and described in 


STEAM TRAP 
mation on the 
and air traps, 
bles, sizing 
attachment, 
nism is included in this bulletin. 


BULLETIN-—Infor- 
manufacturer’s steam 
including capacity ta- 
information, blast trap 


The 


TOOLS—Over 135. of 


and double valve mecha- | 


'o. 400 
4” capacity, Speed- 
Drill specially wound, 
air-cooled universal 4 h.p. 
motor delivers 365 watts at 
chuck. Ball bearing thrust. Re- 
movable handle die cast with 
formed grip. Jacobs geared 
chuck. 3 wire cord. Weighs 
only 9 Ibs. 


4%" 
ity Speed Drill 
with power of 
ordinar it, 
price o' 
lifetime die cast alu- 
minum “‘revolver frame” 
construction. Ball thrust 
and self- =x oilless 
bearings. cord. 
With Jacobs canes chuck 


$9950 


jo. 2 
\%” capaci 
Fast ieiting. Tight 
duty drill. Beautifully 
styled die cast aluminum 
case. Trigger switch and 3 
wire corc 
With Jacobs geared chuck $19.50 


Write for Catalog Sheets 


Far advanced in design and 
construction, these new Speed- 
Tools are lighter and handier, 
yet more powerful than the 
more cumbersome, more costly 
tools of ordinary types. Speed- 
Drills are die-cast aluminum 
with air-cooling systems and 
all supporting members cast- 
in. Because of their extra 
power, strength, light weight 
and handiness, these are to- 
day’s finest drills for installers, 
builders, service and mainte- 
nance men, as well as today’s 
best drill buys. They are a logi- 
cal adjunct to your major line of 
“heavy-duty” production tools. 


No. 150 Motor o. %” — mo- 
tion, S Cast i rome 
plated. 3450 r. p.m., air cooled induction 
motor is direct-connected — no gears. 
Sealed ball bearings thruout. 10 ft. 3-wire 
cord. Uses any t abrasive three 4 4" 
x64" covers from any 9x11" sheet. In 
hand weight 5 lbs. No better finishing 
sander at any price. 





$3250 


No. 128 \ h.p. Portable Bench Grinder 
in overall cast aluminum housing. Adjust- 
able tool rests have formed-in guides for 


grindi Lee my 3450 2 pole shaded —_ 
at ba sealed cilless 
6” wheels (46 grit and 


. Plastic eye shields. Me ny 
feet and mounting ts. uilt in 
switch and 3 wire — 


[14 MANUFACTURING CO. 
Speed Wi 7 1832 South 52nd Ave., © Cicero 50, III 


manufacturer’s new venturo valve is | 
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WEINBERG & McKEE 


wt VE THESE MODERN FEATURES| 


ict SPEED steel 


4 





a in red 


Action illustrations demonstrate the use 
of many products. 


Nationally Advertised Lines ar 
with manufacturers 
of their trade-marks, 


e tied up 
advertising by use 








IT’S EASY TO SELL) Arbor Spacers and Shims 


Get extra, profit-building busi- 
ness from every shop in your territory! 
Tell them how “De-Sta-Co” all-steel 
Arbor Spacers save setup time on 
milling machines, slitters, gang-saws 
. Sell them two sets for each 
machine in the shop! 
For 20 arbor sizes (%” to 4”) 
. 19 graduated thicknesses (.001” 
to .125") . . Complete sets —or in 
bulk. We suggest stocking "De- 
Sta-Co” Ready-Packaged sets in 
the five most popular arbor sizes, 
Ye", 1", 1%", 1%", 2”. They're 
easy to stock, packed in individual, 
heat-sealed, clear polyethylene en- f ¥i2 “| 
velopes for rust-proof stocking. Each — : F a 
set plainly identified by arbor size. All “De-Sta-Co" Arbor Spacers have standard 
keyway. Special arbor spacers, thicknesses over .125”, available in popular sizes 
and thicknesses machined from solid bar stock, hardened 
and ground, with standard keyways. 

“De-Sta-Co” all-steel Shims furnished in same sizes (in 
sets or in bulk), stamped and coined to close tolerances, 
without keyway. Preferred by machinists for over 

ARBOR SPACERS SHIMS thirty-five years for shimming gears and bearings .. . 
Keywayed NotKeywoyed asked for by name, “De-Sta-Co”. 


“DE-STA-CO” QUANTITY DISCOUNT PLAN gives you extra 
D £ T R .@) | T profits for handling this fast-selling, easily stocked line. Write 


today for ““De-Sta-Co" Arbor Spacer and Shim Stock Price List 
STAMPING 
eh 0.4. RANE 332 MIDLAND AVE., DETROIT 3, MICH. 


ts 





CON 
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also described—The C. E. Squires 
Co., Cleveland. 


MATERIALS HANDLING EQUIP- 
MENT-Basic specifications of the 
manufacturer's complete line of ma- 
terials handling equipment are in- 
cluded in this condensed catalog. 
Models listed include fork lift trucks, 
industrial towing tractors, — truck 
tractor models for handling bulk ma- 
terials, and the complete line of 20 
special attachments for particular 
needs.—Clark Equipment Co., Battle 
Creek, Mich. 


PACKAGING — Packaging uses to 
which the manufacturer’s plastics and 
resins can be put are presented in an 
eight page booklet. The booklet cites 
the advantages of using various forms 
of these materials 21 different ways in 
packaging and display. Photographs 
show typical examples——Bakelite Di- 
vision, Union Carbide and Carbon 
Corp., New York. 


POWER AUGER BIT-—This circu- 
lar lists and illustrates a new type of 
power auger bit. Principal features of 
the bit are discussed, and several uses 
illustrated. The circular also lists 
sharpening instructions. — Whitman 
& Barnes, Div. of United Drill & 
Tool Corp., Plymouth, Mich. 


JAW CLAMP FOLDER —This folder 
explains how these jaw clamps elimi- 
nate the need for U clamps and straps 
by providing force in two directions 
simultaneously, and speed set up time 
by enabling the operator to control 
both forces with one socket screw. 
Shows typical set ups, illustrations of 
the four available sizes and chart of 
T nut sizes—J] & S Tool Co., Inc., 
East Orange, N. J. 


MOTOR STARTERS-—This 12 page 
bulletin describes the manufacturer's 
motor starters for 2300 to 5000 volt 
squirrel cage, wound rotor, synchro- 
nous and multispeed motors. The start- 
ers are built for full voltage or re- 
duced voltage, reversing or non-revers- 
ing, with plugging, dynamic braking 
and multi-speed features. — Allis- 
Chalmers Mfg. Co., Milwaukee. 


FILING MANUAL—“A Yardstick of 
Filing Cost and Efficiency’ presents 
costs broken down in detail and 
clearly substantiated by charts and 
tables relating to the creation and op- 
eration of files. Performance statistics 
from operating files are summarized, 
characteristics of equipment reviewed, 
and simple criteria developed to assist 
management in appraising the cost 
and performance of their own files.— 
Remington Rand Inc., New York. 











TAKING DICTATION from Ralph 
Bingham, president of The Bingham 
Tool & Supply Co., Cincinnati is Mrs. 
Pearl Ackerman 





Otto Herrmann, Inc. 
Traces 30-Year History 


In a new, photographically illus- 
trated booklet of 15 pages, Otto Herr- 
mann, Inc., Long Island distributors, 
reviews the history of the firm since its 
founding by Otto Herrmann and his 
sons in 1920. In those days the store 
specialized in paint and auto supplies, 
but it wasn’t long before it found itself 
in the hardware and mill supplies 
fields 

The building occupied by the firm 
today is on the same site which it 
occupied in 1920, but it has been 
greatly enlarged. In 1920 the display 
section of the store occupied 1,000 sq. 
ft. Today it occupies 16,700 sq. ft. 

Officers of the company include 
Otto Herrmann, Sr., president; Cor- 
nelius Herrmann, vice-president; Otto 
Herrmann, Jr., treasurer; and Gustave 
D. Herrmann, secretary. The entire 
family is active too in local civic 


affairs 


Bay State Abrasive 
Plans Plant Expansion 


The directors of the Bay State 
Abrasive Products Co., Westboro, 
Mass. have voted an appropriation of 
$100,000 for factory expansion and 
manufacturing equipment. The sum 
is in addition to $250,000 that was 
appropriated in May of this year for a 
similar expansion program that now is 
being carried out. 

Contracts for the additional 
already have 


work 
been released and work 
now 1s in progress, including addi- 
tional factory space of 6400 sq. ft. to 
house a new tunnel kiln already pur- 
chased 





IM cHAIN 


Complete Line! 
Nationally Advertised! 


r / 


Many sales possibilities are in store for you when you sell the 
complete TM line of welded chain. Men in all types of metal 
working plants, trucking concerns, stone quarries, highway 
departments, lumber mills and the petroleum industry are 
learning the advantages of TM Hi-Test and TM Alloy Steel 
Chain through Taylor Chain’s national advertising in the Sat- 
urday Evening Post, Collier’s and leading trade publications. 
You are supported further by a wide range of sales helps and 
technical literature. Cash in on these fine products and this 
great program. Investigate these sales and profit possibilities 
today. Send coupon for details. 


S. G. TAYLOR CHAIN COMPANY 


HAMMOND, INDIANA 


TavtOr Mae 


@eeeeeeeeeeeeeeeeeeeeeeeees 
S. G. TAYLOR CHAIN COMPANY 
Dept. 6, Hammond, Indiana 


Rush details on the OTM Hi-Test Chain 
Alloy Steel Ct 


OTM 
Name 


Address 


City Zone : 
@eeceeeeeseeesessseseseseeeese 


State 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 





TOP QUALITY means 
| More Sales for YOU... 


. The line is complete in popular 
types and sizes. 

. Once you sell a customer he 
stays with you. 

. Chicago Saws are tough and 
durable. 

. Proved dependability since 1921. 

. The complete line precision heat 
treated. 

. All are evenly balanced and 
accurately fitted. 

. Keen cutting edges. 

. Each saw checked for 
tension. 


proper 


ERE is saw quality that makes possible 
better earnings from any territory. 
Chicago Saws have, through the years, 
earned a reputation for ability. long life and 
economy that can prove valuable to you 
now, in your efforts to build better business. 





Now is the time to find out about Chicago 
Saws and let them go to work for you. 

You'll find this organization fully cooperative 
and the line will back you up all the way. 


Write for full de- 
tails. Bulletin No. 
107 features the 
line and gives par- 
ticulars. Ask fora 


or CHICAGO SAW WORKS 


5040 S. Wentworth Ave. Chicago 9, Iilinois 


MOTOR DRIVEN 


PRESSURE 
BLOWERS 


THREE SIZES 
YM, Ya, | HP. 


READY TO RUN—IMMEDIATE DELIVERY! 


CENTRIFUGAL TYPE designed to deliver an even, non-pulsating flow of air for blowing 
or exhausting. Universal as to rotation and discharge. Direction of discharge may be 
changed to any of eight 45 degree positi ing, base, support, and impeller 
are constructed of cast aluminum alloy to reduce weight and 
increase strength. Straight wall construction reduces windage 
and increases efficiqncy. 


@ Powered by standard 3450 r.p.m. direct-connected 60-cycle ball 
bearing motor in choice of open or totally enclosed types. Three 
sizes, %4, % and 1 H.P. with capacities from 100 to 800 cu. ft. per 
min. at static pressures from 42” to 6”. 


WRITE TODAY FOR LITERATURE 


sullon Yajuiutring low 


112 W. WILSON AVENUE NORFOLK, An 





FOR 
UseD yst from 


remo’ ing — (fine. 
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Raymond T. Porter 


Heppenstall Co. 


Names Porter To Sales 


Raymond ‘Tl’. Porter has been ap- 
pointed eastern sales manager of Hep- 
penstall Co., Pittsburgh. Mr. Porter 
now is in general supervision of die 
block, shear knife, tongs, rings and 
other forging sales throughout the 
company’s Boston, Bridgeport, New 
York and Philadelphia sales districts. 

Mr. Porter makes his headquarters 
at the offices of Heppenstall Co., 
Bridgeport, Conn. 


New U. S. 


Rubber Building 
In New Orleans 


A new building to house offices and 
warehouse for the United States Rub- 
ber Company is being erected at 900 S. 
Jefferson Davis Parkway. The new lo- 
cation is to be headquarters for the 
distribution of products for Louisiana, 
and parts of Alabama, Florida and 
Mississippi. 

One-story high, the building will 
contain 70,000 sq. ft. of floor area and 
will be constructed of brick and steel. 
It will be equipped with a sprinkler 
system. 

Ihe office portion is to be air- 
conditioned and part of the office will 
be electrically heated by rubber ceiling 
panels. 

Ihe new building is located about 
one-and-one-quarter miles from the 
heart of downtown New Orleans. It 
will have facilities for receiving and 
shipping merchandise whether by rail 
or truck. 

A truck loading platform with 
recessed docks will be located on one 
side of the building to facilitate the 
flow of merchandise to customers and 
a five-car siding of the Illinois Central 
Railroad will handle incoming freight 
from the other, opposite side 





CONSULTING the catalog at Mad- 
dock & Co., Philadelphia, Albert H. 
Miller checks prices to keep on top of 
almost daily changes. 





The word “RAWLPLUG” used 
in connection with Jute Fibre Screw 
Anchors is exclusively the property 
of The Rawlplug Company, Inc. For 
forty years it has been secured to them 
by common law and by trade mark 





registry. It is the corporate and trade 
name of the company and specific 
product of their manufacture, 











ASTE Annual Meeting 
Has Ambitious Program * 


Ihe most ambitious technical pro 
gram in the history of ASTE national 
meetings will highlight the 1951 
annual meeting of the American So- 
ciety of ‘Tool Engineers, March 15-17, 
in New York City. Some 30 technical 
sessions are planned for the three days. 
Headquarters will be at the Hotel New 
Yorker. 

Chairmen of the various New York 
host chapter committees in charge of 
the meeting plans include H. S. Hunt, 
Sipp-Eastwood Corp., host chairman; 
H. L. Horton, Industrial Press, chair- 
man of technical activities, assisted by 
J. P. Schneider of National ‘I'wist Drill 
on plant visits, and J. L. G. Fitz 
patrick, Fitzpatrick Co., in charge of 
technical sessions. 

Chairmen for other activities in 
clude Julius Schoen, chief engineer, 
Wetter Numbering Machine Co., and 
W. H. Lentz of American Machine & 
Foundry Co. 

“Production Know-how” subjects to 
be treated at the various technical ses 
sions are being selected by the Na- 
tional Program Committce of the So 
ciety, on the basis of their importance 
regardless of the international situa- 
tion at the time. The committee is 
headed by G. A. Rogers, Rudel Ma 
chinery, Inc. 3 


Bertram V. Jones has been ap En ce tiy 
pointed advertising manager of Link- FS 
Belt Co., manufacturer of materials 
handling and power transmission 
equipment. He succeeds Julius S. 
Holl, deceased. 

John F. Kelly will continue in the 
capacity of assistant advertising man 
ager 





CAN PROVE DANGEROUS 


Buy—Stock—Sell and Use Only the Original / ' 
and Genuine RAWLPLUGS . . . There are 


i 
\ 


many imitations . . . so look for the trade \ 
mark “Rawlplug” on the Blue Box. 


S reEpal 





Link-Belt Names Jones 
Advertising Manager 





For Further Information Write Dept. | 


THE RAWLPLUG CO,, INC. 


271 Church Street, New York 13, New York 


AR ELE R A AND A 
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KEY GRAPHITE 
PASTE 


«..an excellent 
sealer for all lines 
carrying oil, gas- 
oline, kerosene 
and high-pressure 


a 1WO WELL KNOWN 


FAST SELLING 
SEALING COMPOUNDS 


KEY-TITE 


... for sealing pipe 
joints on lines car- 
rying water, gas, 
low-pressure steam, 
compressed air. 
Does not affect 


steam. Lubricates taste or odor of 
as it seals. potable liquids. 


Your Key to Added Profits 


Pipe joints sealed with Key Pipe Joint Sealing Compounds 
positively will not leak, yet are easily opened, for Key will 
not freeze in the joints. A profitable repeat item. Nationally 
advertised. Attractively packaged. Immediate delivery. 


inquire about cvailable territories for distribu- 
tors...ask for free samples and full information. 


KEY COMPANY 


2621 McCarland Ave., East St. Lovis, Ill. 























THREAD 
RESTORERS 


OTHER 
QUICK-MOVING 
ITEMS 


<— 


...and watch the sales ring UP! 


Just a few turns of a Buckingham Thread Restorer fixes up 
battered, distorted, rusted conditions on any male threads — 
SAE, ASME, pipe, or tapered. Models easily adjustable to 
wide range of root diameters. Require no change of dies. 

This exclusive type tool is creating substantial sales. More, 
Buckingham Thread Restorers are consistently advertised to 
a big list of industries. So, hitch onto Buckingham demand. 
Attractive discount! Get extra profits now! Order today or 
write for complete 
details and sales 
proposition. 





” to 1” root diam. $ 6.50 
” to 1” root diam. 8.50 
” to 2%" root diam. 12.00 
" to 4” root diam. 27.50 
" to 2%" root diam. 21.00 











BUCKINGHAM MANUFACTURING CO., INC. 
69-71 Travis Street a 
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“Protecto” Grips 
Tubular dielectric 
plastic grips, for slip- 
ping snugly onto pli- 
ers handles. Provide 
insulation and sure 
grip. Display card 
makes them self- 
sellers. 


Tool Pouches 
Different types with 
variety of pockets. 
Supported by belt. 
Heavy leather, stitched 
and riveted. Thousands 
of workmen and hob- 
byists want them. 


WRITE 
for Literature! 








O. F. Heslar 


Directors Re-Elected 
At E. C. Atkins Meeting 


At the annual stockholders meeting 
of E. C. Atkins & Co. held recently, 
all directors were re-elected. Follow- 
ing this, the directors re-elected all 
present officers and named two new 
ones. 

QO. F. Heslar is executive vice- 
president and J. G. Martin, assistant 
secretary treasurer. 

A. L. Martinson has been promoted 
to merchandise manager and general 
sales manager of the hardware division. 
Others who will work under the direc- 
tion of K. W. Atkins, vice-president in 
charge of sales, include: Ray F. Ellis, 
general sales manager, industrial di- 
vision; Harold Waddle, manager of 
mill sales; Augustus Vogel, manager of 
the file division and Elsner Hilton, 
manager of the export division. 

John B. Watson was appointed ad- 
vertising manager. 





“Oh—a catalog! Can | keep it? 
I just love to page through ‘em.” 





AUSTIN C. ROSS manager of the 
Buffalo works of Worthington Pump & 
Machinery Corp. has been elected a 
vice-president of that company. He will 
continue to serve as Buffalo manager. 





U. S. Mobilization 
Year Ahead, Says Batt 


Management understanding of how 
to deal with the complex problems 
of production in a war economy has 
put the United States ‘‘at least a year 
nearer full-scale mobilization than at 
any time prior to World War II,” 
according to William L. Batt, presi- 
dent of SKF Industries, Inc., who is 
retiring after +3 years with the ball 
and roller bearing firm he has headed 
since 1922. Mr. Batt has become 
chief of the Economic Cooperation 
Administration mission to Britain. 

“Our nation’s industrial potential 
ind its ability to endeavor to meet the 
demand of military requirements in 
the event of emergency is as much in 
advance of 1940, 1941, and early 1942 
as those hectic months, in turn, were 
ahead of 1916-17,”’ Mr. Batt observes. 

As for controls, Mr. Batt terms 
them “absolutely inevitable.” 

“The sooner we impose’ them, the 
fewer will be our over-all production 
problems, and the fewer the disloca- 
tions and irritations in our domestic 
economy.” He added that he did not 
believe the present emergency mobili- 
zation program would impose an “‘im- 
possible” strain on the national econ- 
omy or that the lack of manpower 
is “‘too critical.” 

“We have one characteristic which 
no one but an American fully appre- 
ciates,”” Mr. Batt reminds. “That is, 
in the face of a real emergency, we 
very rapidly drop the inefficiencies we 





The Seal of Approval 


Thousands of firms specify ‘‘Blue Devil’’ socket screw 
products because the highest standard of quality is 
consistently maintained. 


“Blue Devil” socket screw products are made in a 


modern plant devoted exclusively to the manufacture of 


socket screw products. They are products that both 
he distributor and manufacturer are proud to endorse. 


et 


Socket Stripper Bolts 
—also used for cam 
motions, link attach- 
ments, and other ap- 
plications which re- 
quire a long-wearing 
stud. 


ee 


Flat Head 
Socket Cap Screws 


New flush type sock- 
et cap screws — fit 
standard counter- 
sink. 


Socket Screw Keys 


In all sizes—short or 
long arm series. 





—_— 


Socket Cap Screws 
Sturdy, cold formed 
head continuous 
fibre structure 


Socket Pipe Plugs 

Safer and stronger 
than common malle- 
able iron pipe plugs. 
Heads don’t pro- 
trude. Made of high 
grade alloy steel. Pre- 
cision-cut threads 
provide excellent seal. 


Sold only through authorized 
Industrial Supply Distributors 


SAFETY SOCKET SCREW COMPANY 


bcuaeaes rai 


Socket Set Screws 
New precision- 
ground threads 
assure finest su- 
per-smooth finish. 


6500 AVONDALE AVE. 


New York Office—11 Park Place 


cling to during peace time and go all 
out in our production effort.” 


* CHICAGO 31, ILLINOIS 


West Coast Warehouse—2022 E. 7th St., Los Angeles 
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WIPING 
CLOTHS 


e STERILE ¢« SOFT ¢ DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 
THESE INDUSTRIAL WIPING CLOTHS ... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized. . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary, germproof, dustproof 

cartons attractively labeled and stcting exact de- 
scription of contents. You can build a fine, profitable 

business supplying the right wiping cloth for indi- 

vidual jobs. Get all information now 

on this money-making line which gives 

you repeat business over and over again. 





individual Labels to Jobbers read— 
“SANATEX Wiping Cloths expressly 
packed and prepared for... your name— 
your address” 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 
“A facturers repr tatives wanted—some territories open. 














KELLER mK SAWS 


EVERY 
HACK SAW JOB! 


No. | Bench Model 


EASY TO SELL... 
the COMPLETE line . 


Whenever a power hack saw is needed think of the KELLER 
complete line first. KELLER has a fast selling line of 8 power 
hack saws awaiting for you to name the job. They are built 
for power, speed, economy and satisfied customers. 

You'll get prompt service on any of the long line of KELLER 
POWER HACK SAWS. 

WRITE TODAY FOR DEALERS’ 
DISCOUNTS and COMPLETE DETAILS. 


No. 3C Wet Cut 
with Automatic Lift 


No. | Bench Model 


with Automatic Lift 


erp ma dif he 2347 UNIVERSITY AVENUE 
, SHAPERS ito saws ST. PAUL 4, MINNESOTA 
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“ABOUT THIS BIG,” George Mur- 
phy, inside salesman at Delaware Hard- 
ware Co., Wilmington, describes the 
lathe bed. Store manager Harvey Hall 
and salesman Jim Wilson try to help 
out on a customer’s specifications 





Stewart-Warner Corp. 
Elects Fennelly 


John F. Fennelly, partner, Glore, 
Forgan and Company, Wednesday 
was elected to the board of directors 
of Stewart-Warner Corporation. His 
election fills the vacancy caused by 
the death of Charles F. Glore on 
October 6 

Mr. Fennelly has been with Glore, 
Forgan & Co., and the predecessor 
company, Field, Glore & Co., since 
1931. He became a partner in 1935. 
He is vice president of the Investment 
Bankers Association of America and 
secretary of the Commercial Club of 
Chicago. He was executive director 
of the Committee for Economic De- 
velopment in 1943-44, and was vice 
chairman of the Requirements Com- 
mittee and Director of the Program 
Bureau of the War Production Board 
in 1942-43 

\ native of New Orleans, he is a 
graduate of Princeton, from which he 
holds a doctorate He taught at 
Columbia and was an economist for 
National City Company, New York, 
prior to joining Field, Glore & Co. 





ASSOCIATES for more than 30 years 
at Murray W. Sales & Co., Detroit, 
are J. J. Kennedy, industrial sales 
manager, and N. T. Tifft, president 





Warner Succeeds Ruf 
In Sales At Ohio Injector 


John C. Ruf, for 10 years Philadel- 
phia district sales manager for The 
Ohio Injector Co. of Wadsworth, 
Ohio, has retired from active partici 
pation in the company. He 1s suc- 
ceeded by Paul E. Warner in the 
Philadelphia post. 

A familiar figure in the mill supply 
business for many years, Mr. Ruf is a 
past president of the American Supply 
and Machinery Manufacturers’ Asso 
ciation, Inc. 


Morse Appoints Becker 
Factory Representative 


Carlton R. Becker has been ap- 
pointed western factory representative 
for the Morse Chain Co., Division of 
Borg-Warner Corp., Ithaca and De- 
troit. He will supervise the sales of 
Morse mechanical power transmission 
products in the eleven states west of 
and including Montana, Wyoming, 
Colorado, and New Mexico. 

Mr. Becker will make his headquar- 
ters at 1571 Harding Ave., Pasadena, 
Calif. Formerly he was associated with 
the J. W. Minder Chain & Gear Co., 


Los Angeles. 


Randall Heads Brazil Branch 
Of Independent Pneumatic 


Donald E. Randall has been ap- 
pointed manager of the Sao Paulo, 
Brazil branch of Independent Pneu- 
matic Tool Co., manufacturers of 
Thor portable power tools. He will 
supervise sales and service through dis- 
tributors throughout South America. 

Prior to his appointment, Mr. Ran- 
dall had been a service engineer in the 
Chicago branch, covering downstate 
Illinois and sections of Kentucky 





' 





Prompt Shipments are important to distributors .. . 


YOU CAN GET 
DELIVERIES ON 


KECKLEY 


FLOAT VALVES 


at once 


There is no sales resistance to over- 

come. Your prospects recognize 

the name Keckley as representa- 

tive of the highest quality. It gives you 
greater prestige in the territory you cover 
and helps you to sell other lines 


Keckley Float Valves—Temperature 
Regulators—Pressure Regulators—Steam 
Traps—Water Gauges—Gauge Cocks— 
Strainers—Safety and Relief Valves are 
nationally advertised and have the repu- 
tation of giving years of uninterrupted 
service with minimum repair require- 


ANGLE OR GLOBE 
e - 14—Single Seat—Pilot 


tem 
© No. 15—Balanced Double 
Seats 


ments. The price is right. Your margin 
of profit is generous. Our experienced 
engineers are always at your service. 


We can still make prompt shipment. 
This is your opportunity to acquire a 
stock at present prices. 


Write for Book No. 65 “Steam and 
Liquid Control Equipment’. 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET 


CHICAGO 6, ILLINOIS 








BELT 
FASTENERS 
and 





RIP PLATES 


FOR HEAVY 
CONVEYOR 
AND 
ELEVATOR 
BELTS OF 
ANY WIDTH 


%& FLEXCO Fasteners make tight butt joints of 


great strength and durability. 


%& Trough naturally, operate smoothly through 


take-up pulleys, 


% Distribute pull or tension uniformly. 
%& Made of Steel, “Monel,” “Everdur.” 


“Promal” top plates. 


% FLEXCO Rip Plates are for bridging soft 
spots and FLEXCO Fasteners for patching or 


joining clean straight rips. 


Also 


Compression Grip distributes 
strain over whole plate area 


Order From Your Supply House. Ask for Bulletin F-100 
FLEXIBLE STEEL LACING €O., 4633 Lexington St., Chicago 44, ‘Ill. 
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Finding the m@n who needs a ‘Tugit’ 
Hoist as part of his toolbox equipment 
isn't hard. 


He's the farmer working alone, re-’ 
pairing farm machinery, stretching 
fences! Utility workmen laying water 
mains, cables underground conduits! 
The truck body manufacturer with 
door frames to square! The foreman 
of shop, mill, and factory maintenance 
crews who install and dismantie ma- 
chinery and equipment! The foreman 
of the county road crew! The man in 
the railroad repair shop who lifts 
journal boxes into their frames or 
couplings into place on gondola cars! 
The telephone crew putting in new 
telephone lines! And, anybody — any 
place — who has lifting, pulling, 
tightening jobs to do in close quarters! 


Yes, find the man with such jobs to 
do and you'll make a sale of a ‘Tugit’ 
Hoist every time you tell them of the 
superior features these small lever- 
operated hoists have over old-style 
ratchet lever hoists when it comes to 
spotting loads accurately, safety in 
operating them, small size but great 
strength. 


Bulletin No. 388 will help you! 


MAEWELL 


A 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box’ Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties, Makers 

of ‘Ashcroft’ Gauges, ‘Han k’ Valves, ‘Consol 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 


Hansen & Yorke Treats Suppliers 








JACK BENNETT (W. O. Barnes), Ken Yorke of the host form, Jack Frey (Ray- 
bestos-Manhattan), and Al Redlich, also Hansen & Yorke, form another group at 
the dinner party. 


BILL NICHOLSON (Alemite) talks to Bill Edwards of Hansen & Yorke, as John 
McGinley, (Nicholson File) looks on. More than 50 suppliers were represented at 
the dinner party. 





JACK HANSEN of the host firm welcomes Ed Neal (Nicholson File). Charles 
Minard, Hansen & Yorke salesman, William Green (L. S. Starrett Co.) and Charles 
Pincus (Stanley Works) form the remainder of the group. 
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FOR LONG SERVICE in behalf of 
Caterpillar Tractor Co., Peoria, IIl., 
C. L. Best, chairman of the board, pins 
an award on President B. Neumiller in 
recognition of the latter’s work since 
1915. Looking on are Executive Vice- 
Presidents A. T. Brown, left, and Har- 
mon S. Eberhard. 











Ad Budget Problems 
A Conversion Headache? 


Sales managers attending the 1950 
Upper Midwest Sales Conference in 
Minneapolis, recently were urged to 
determine immediately what adver- 
tising allowance their companies will 
be permitted by the government when 


their organizations convert to military 


production. 

The recommendation was made by 
Frederick B. Heitkamp, vice president 
of ATF Incorporated, Elizabeth, N. J., 
and an internationally known author- 
ity on sales, marketing and advertis- 
ing, who gave the keynote address at 
the one-day meeting of sales execu- 
tives. 

Stressing the need for long-range 
planning to meet the uncertainties in 
a period of transition from partial to 
full mobilization, Mr. Heitkamp de- 
clared that most companies will find 
it imperative to continue aggressive 
advertising when they have few or no 
units to sell. 

“Find out now from your com- 
pany’s legal and tax consultants what 
portion of your company’s income 
may be allocated for advertising and 
plan now to use it most advanta- 
geously to protect your long-term in- 
vestment in your products,” Mr. Heit- 
kamp said. 

Forecasting severe fluctuations in 
the supply and demand for civilian 
products before the full impact of 
mobilization is felt, Mr. Heitkamp 
suggested that the alert sales manager 
“must be prepared to jump any num- 
ber of ways and add a certain amount 
of guesswork to his usual good judg- 
ment, experience and facts in plan- 
ning ahead.” 








LARGE in VALUE.. 


LONG in LIFE... 
BIG in QUALITY... 


FACE PLATE 


SERIES 3900 SELF-CENTERING SCROLL CHUCK 


3o-JAW 
SCROLL 


LARGE IN VALUE... becouse 

Skinner 3-Jow Self-Centering Scroll 
Chucks ore made with the most modern machines 
and by the most modern methods—there is 
more for your money in Skinner Chucks becouse 
accuracy is built in to last. 
LONG IN LIFE... becouse every moving part is 
made of alloy steel, properly heot-treated, then 
ground to gage—oand every moving port is 
grease lubricated from a single Alemite fitting, 
Interchangeobility is ao “must” in every Skinner 
Chuck. 
BIG IN QUALITY... because, for 61! years, 
Skinner has provided chucks to meet the lotest 
machine tool requirements. Skinner quality starts 
with modern design and makes itself evident in 
every step of construction. There are no better 
chucks made. 


Write for your free copy of Catalog No. 61, 


CONSULT YOUR SKINNER DEALER FOR DETAILS 


NEW BRITAIN, 


JAWS—MACHINE VISES 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 


THE SKINNER CHUCK COMPANY 


346 CHURCH STREET, CONN. 


HAND & POWER OPERATED MACHINE CHUCKS—AIR CHUCK EQUIPMENT 


189 








acne AT EO TOIET 


Take advantage of 


the preference for 


MARSH 
Instruments 


Few products rank as high in the 
minds of users as Marsh pressure 
gauges and dial thermometers. 

And why shouldn't they? For more 
than three quarters of a century Marsh 
has been concentrating on the ways 
and means of making ever better 
instruments. 

No wonder they are everywhere 
recognized as the instruments that are 
accurate and stay accurate. No wonder 
they are recognized as the instruments 
that offer the most in quality and 
downright value. 

This natural preference is being 
stimulated by advertisements, like that 
above, straight aimed in a big list of 
business publications at your custom- 
ers and prospects. Take full advantage 
of this preference. It means sales and 
profits! 


MARSH INSTRUMENT CO. 
Sales affiliate of Jas. P. Marst, Corp. 
Dept. C., Skokie, Ill. 


Export Dept.: 155 E. 44th St., New York 17, N. Y. 


. nd 
« — quickest & 
’ i tor been 
h “Recalibra that hos be 
vey toe oct Setment—the finishing 
a 


yperlative gouge: 


The M 


GAUGES * VALVES © TRAPS 
DIAL THERMOMETERS 


HEATING SPECIALTIES 


OFFICE PERSONNEL at the Syracuse office of R. C. Neal Inc 


Goss, Al 
Dorothy Kirkpatrick. 


includes Arthur 


Williams and Truman Lynch; Rosalie Kreuzer, Evelyn Kingsley and 


SALES FORCE of the R. C. Neal Co.’s Syracuse office includes Ray Slossman, Paul 


Rockwell, Ed. Short and Fred Bower. 


R. C. Neal Co., Ine. 
Moves In Syracuse 


Ihe Syracuse office of the R. C. 
Neal Co., Inc., after 20 years at 569 
South Clinton St., has moved to a 
new location at 119 Crescent Ave., at 
South 

here was no interruption of service 
to customers, the move being accom 
plished over the week-end, from clos- 
ing time Friday, to opening time 
Monday. 

[he company’s new location pro- 
vides many advantages for both cus- 
tomers and employees. Warehouse 
space has been doubled, and stocks 
greatly augmented. The present lo- 
cation also makes for more convenient 
parking for those customers calling at 
the office to pick up their orders or to 
transact other business. Larger office 
space has been provided for personnel, 
as well as pleasant surroundings and 
better facilities. 

Truman R. 


Lynch, recently pro 
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moted from the Buffalo office, has 
been named office manager. His office 
staff consists of Al Williams, Arthur 
Coss, Evelyn Kingsley, Rosalie Kreu- 
zer and Dorothy Kirkpatrick. 

The sales force consists of veteran 
Syracuse salesmen Paul R. Rockwell 
and Ed Short; Ray Slossman, recently 
transferred from Buffalo; and Fred 
Bower, resident salesman in Ilion. 


National Electric 
Names Rush To Sales Post 


Harold L. Rush has been named 
district sales manager in the Rich- 
mond, Va. territory for National 
Electric Products Corp., Pittsburgh. 

Mr. Rush has been associated with 
the electrical supply business since his 
discharge from the Navy in 1945. He 
joined National Electric in 1948 as a 
sales representative in the Charlotte, 
N. C. territory. 





LIGHTING by fluorescent tubes is 
under discussion here by S. H. Middle- 
brooks and H. E. Donald, at C. W. 
Farmer Co., Macon, Ga. 





Geist Sueceeds Haker 
At Allis-Chalmers 


Kenneth R. Geist, who has served 
as assistant to the director of pur- 
AllisChalmers Mfg. Co. 
for the past two years, has succeeded | 
Fred E.. Haker as director of pur- 
chases. Mr. Haker had served with 
the firm for 50 years 

Kenneth Geist, 32-vear old son of 
the president, began working at the 
company in 1936 as a summer em 
In 1946 he was transferred to 
the blower and condenser department 
ind in the same year was named tech- 
nical engineer-in-charge of the depart- 
ment’s precision casting section. He 
was named assistant to the director of 
purchases in 1948 


chases for 


} 
ploye 


Stafford Retires 


Richard T. Stafford, assistant to 
W. C. Johnson, executive vice-presi 
dent of Allis-Chalmers’ general ma- 
chinery division, has retired after 
nearly 47 years of with the 
firm 

Mr. Stafford, who has been located 
in the company’s New York office, 
started with Allis-Chalmers on Feb. 1, 
1905 in the Buffalo district office. He 
was transferred in 1911 to the San 
Francisco district office and in 1912 
to the Seattle district office, where he 
later became district manager 

In February, 1928, Mr. Stafford be 
came assistant manager of the elec- 
trical department in charge of sales 
ind engineering at the Pittsburgh 
Works. He served there until Janu- 
irv, 1947, when he was named as- 
sistant to the executive vice-president 
with headquarters in New York. 

In 1949, Mr. Stafford was awarded 
the 50-year certificate by the National 
Electrical Manufacturers Association 
for having completed a half-century of 
service in the industry 


SeTVICe 


YOUR TOP NOTCH LINE 


Your customers will always need the best fastener they 
can get for the money. Stock the TOP NOTCH line of 
these four 


Chicago “Safety Plus” Socket Screws for 
reasons: 


® EASY TO SELL—The Chicago line of socket 
screws can be your “‘leader’’, because it’s uni- 
versally recognized as the quality line—you can 
get a re-stocking order on every call. 


© CONSTANT DEMAND — No long selling talk 
needed when you feature the Chicago ‘‘Safety 
Plus” line because it is the specified line for 
original assembly in ALL FIELDS OF MANU- 
FACTURE. 


® LOWER COST — Chicago Socket Screws are 
stronger so your customers can fasten their 
products more securely with fewer screws, sav- 
ing up to 25% on production costs. 


© GREATER PROFITS — ‘‘Easier to sell’, plus 
**Constant Demand’’, plus ‘‘Lower Costs to 
your Customers” means more, larger and con- 
tinuous repeat orders—and MORE profits for 
you. 

Yes, Chicago ‘Safety Plus’? Screw products 
offer « better line to follow—to push—to sell for 
all four steps. 


Remember—our merchandising policy is based on 
complete cooperation with the distributor. Ask for 
interesting, full details. 


CHICAGO “SAFETY PLUS” PRODUCTS INCLUDE: 
Socket Head Cap Screws * Socket Set Screws ° Stripper Bolts 
* Square Head Dog Point Set Screws * Socket Pipe Plugs * 
Keys for “SAFETY PLUS" Socket Products * Hexagon Head 
Cap Screws, Steel and Brass * Square Head and Headless Cup 
Point Set Screws ° Fillister and Flat Head Cap Screws * Taper 
Pins * Milled Studs * Semi-Finished Hexcjon Nuts, Steel and 
Brass * Semi-Finished Hexagon Casteilated Nuts. 


Tae CHICAGO SCREW COMPANY 


2503 WASHINGTON BLVD. - BELLWOOD 
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THIS MAN WOULDN'T NEGLECT 


A MACHINE IN HIS PLANT 


...yet he hasn't 
had a Chest 
X-Ray ! 


H. checks every piece of mechanical equipment he 
owns for wear, lubrication, efficiency. 





Yet he fails to take the simple precaution of a Chest X-Ray to make sure 
he does not have tuberculosis. Not because he’s opposed to the X-Ray. 
Simply because he is not sufficiently informed—or just hasn’t taken the 
time and trouble, or does not realize the seriousness of the problem. 


A Chest X-Ray is the first step toward detecting tuberculosis in its early 
stages. And in its early stages it can be cured with the least loss of time 
from work. 


So, if you’re the man above, that one simple reason should make you 
get your Chest X-Ray—today. But listen, see how serious this really is: 


Between the ages of 15 and 34, tuberculosis leads all other diseases as 
a cause of death—although at no age are you safe from TB. Yet, if everyone 
does his part by getting a Chest X-Ray periodically, and the majority of 
cases thus discovered are followed up, we can eliminate TB entirely as a 
public health hazard! 


Will you do your part today? Get a Chest X-Ray. It may mean your life! 


Published in the public interest by: 


McGRAW-HILL PUBLICATIONS 
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NATIONAL 
ADVERTISING 





and Leading 
Trade Magazines 





7" HEAVY DUTY 


Mab 


POLISHER-SANDER 


For Commercial © Industrial 
© Home © Farm Use 


Operates Over 
50 Attachments for: 
© Polishing 
© Sanding 
© Drilling 
Metal Shearing 
and Many Other Jobs 


Built to stand up under continuous use, 
this rugged, lightweight (only 71% Ibs.) tool 
has a powerful 115V AC-DC motor which 
delivers uniform high speed for the oper- 
ation of all attachments. Furnished with 
7” backing pad, polishing bonnet and 
assorted abrasives. 


Lightweight Model 127 Mall 
(With All Features of Polisher- 
Sander Shown Above) 
An all-purpose drill, 
equipped with 14” Jacobs 
Chuck. Operates at 500 
r.p.m. with capacity of 
1%” for metal, 1” for 
wood. 


~~ Wea 
MODEL 127 PS 


$39.50 


LIST PRICE 


Rugged, 
Drill 


37 Factory-Owned Service 
Stations from Coast to Coast 
provide immediate, depend- 
able repair service. 


$39.50 


LIST PRICE 


Write now for details, distributor discounts and 
complete catalog. 


MALL TOOL COMPANY 


7802 South Chicago Ave . Chicago 19, tt 


Paul J. Roddy 


Roddy Succeeds Neal 
At Nicholson File Co. 


Paul J. Roddy has been appointed 
issistant manager ot! 
Nicholson File Co., to assume the du 
ties of Edmond A. Neal. The latter 
has been advanced to the position of 
domestic sales manager. 

Mr. Roddy joined Nicholson in 
1935. He finished a six months’ inten- 
sive training course at the Providence 
factory and went to upstate New York 
ind western Pennsylvania area, wher 


domestic sales 


he represented the company as a serv 
ice engineer and salesman 

In 1942 he was recalled to the Provi 
office to supervise the rotary 
file division of the company, which was 
put into operation during that year 
In 1947, he was appointed district 
manager of the Metropolitan New 
York-New Jersey territory, from which 
point he has been recalled to the home 
office to assume his present duties 


dence 


New Outdoor Area 
At Materials Handling Show 


Actual in-use demonstrations of ma 
chines for visitors in a new outdoor 
area will be a big new feature of the 
Materials Handling Exposition sched- 
uled for the International Amphi 
theatre, Chicago, April 30-May 4. 

The new feature will make possible 
actual yard han 
dling machines, something not avail 
able heretofore. Cranes, conveyors and 
similar equipment which can be dis 
played but not moved indoors will be 
on actual in-use demonstration. An- 
other feature will be the use by some 
companies of both indoor and outdoor 
exhibits. 

Huge canopies over all major 
will permit demonstrations in the 
event of rain 


demonstrations of 


isles 
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Harrisburg 
Couplings and 
Flanges 


STAND UP UNDER 
ROUGH TREATMENT! 
Li °) 
ae 4, 
AK C. 


SAY 


HARRISBURG seamless steel pipe coup- 
are manufactured to A.P.I. and 


They are threaded 


lings 
A.L.S.1. specifications 
on special machines to assure accuracy 


of form, height, angle, and lead. 


0@, 


HARRISBURG drop-forged pipe 
flanges are made to A.S.A. standards 


steel 
They ore machined under constant in 
spection to meet exacting requirements 


of engineers ond production men 





State your requirements. Prices and 


catalogs will be furnished on request 











* 
Harrisburg 
a STEEL CORPORATION 
DH) 


Harrisburg 18, Penna 
Q7 YEARS IN PENNSYLVANIA'S CAPITAL 


Custom-Built Quality Products in Quantity 








FOR SALE: 
Set-up time! 


“YANKEE™ 


ANGLE VISES 


One look at this “Yankee” Angle 
Vise and any shop man sees a set-up 
shortcut. It’s the quick way on small 
jobs. Just two easy steps. (1) Lock 
work in the vise, machined square 
and true on base, sides and front end. 
(2) Tilt for any angle up to 90° and 
lock, 
Work is then set up for any job, or 


engage positive adjustment 


series of jobs... hand work on the 
bench; for drilling, milling, grinding 
or sawing at the machine. 
Quick-release swivel base for bench 
Work 


machine, transferred to next opera- 


use. moved from bench to 
tion, without disturbing alignment. 
No mistakes, no waste. 

and 


with or without 


Available in two sizes... 2” 
234° jaw widths... 
swivel base. Each vise equipped with 
hardened steel V block for holding 
round stock. 


Sold through industrial distributors 
NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE TOOLS 
NOW PART OF 


THE TOOL BOX 
OF THE WORLD 








| in the 


C. J. Gerker 


Midway Tool Co. 
Advances C. J. Gerker 


C. J. Gerker has been elected vice- 
president and general manager of The 
Midway Tool Co., Inc., Melvin, Ohio. 

Formerly, Mr. Gerker was general 
sales manager of the company. He will 
continue to direct sales in addition to 
management of all factory operations. 
Prior to joining the company, two 
years ago, Mr. Gerker was associated 
for more than 20 years with The 
George Worthington Co., Cleveland. 


| December 31 Closing 
| Bad for Business? 


Business men could save time and 
money is they switched from Decem- 
ber 31 as a date for closing their books 
to a fiscal year ending when their 


| business activities are at a seasonal 


Edward Mezner writes 
Ac- 


low point. 
November Journal of 
countancy. 


Even if a company has no well- | 
defined ‘‘natural business year,” Mr. | 
| Mezner, a certified public accountant, | 


believes it can benefit from a closing 


| date other than the last day of the | 


calendar year. Among the disad- 
vantages of a December 31 closing 
date, he says, are the following: 

(1) Midwinter weather is usually 
bad and this increases the cost of 
inventory taking especially when the 
stocks to be checked are stored out- 


doors 


Since January and December | 
government | 
reports must be prepared and state- | 


are months when many 


ments of earnings furnished to em- 


ployees, bookkeeping staffs are usually | 


heavily burdened with work. 
3) Most accounting firms are ex- 
tremely busy at this time. 

4) Banks are also “engulfed by the 


mad January rush.” They could de- 





auiy, 
SELLERS 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 
Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles. Two types: 
ries, mines and oil 
fields for moving 


3 ton(5 ton with sheave block), 15 ft. load 
chain, 314 ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly LOCKING CAM 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 
dustries are big 
users. 


NOLAN TRACK BRACES 


(formerly Anchor Track Braces) 


PATENT 
NO.1468103 


Holds railway tracks 
to desired gauge - 
where service is ‘i 
severe. Can ‘Ss 
be used ° 
again and 

again for 

quick, 

easy, low 

cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 


vote more study to the business man’s | #8 PENNSYLVANIA STREET » BOWERSTON, OHIO 
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HERE’S WHY IT PAYS YOU 
TO READ THE ADVERTISING 


IN YOUR MAGAZINE... 





The advertising in InpUsTRIAL DisTRIBUTION is a rich source of valuable 
information. In this magazine you will find new lines and selling ideas that will 
apply advantageously to your business. 


Every issue is a catalog of products, services, and ideas — quickly available 
to you — just for the reading. 


Leaders in the supply business and their salesmen turn to the advertising 
because they’ve discovered it helps make their businesses more profitable. 


When you read all the ads in this magazine, the chances are good that you'll 
get leads that will materially help you do a better job. For example, you may find 
how a specific piece of equipment will answer the problem that one of your cus- 
tomers has been worrying about. Or a tool that’s made to order for many plants 
you call on. That’s why it pays to read the advertising. It’s good business. 


And remember, the manufacturers who advertise regularly in this magazine — 
which is the only magazine published to you and for you — believe in the indus- 
trial distributor. They advertise to help you sell. They are your co-partners in the 
job of serving industry efficiently and economically. 


Industrial Distribution 


A McGraw-Hill Publication 
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help vour CUSTOMERS 
SELECT THE BEST... 

hand them 

CHANNELLOCK 


Wade only by 
f 





CHAMPION 
DeARMENT 


Channellock pliers are made by skilled 
craftsmen of a company known for nearly 
3.4 of a century for its highest quality pro- 
ducts The outstanding features of Channel- 
lock pliers such as Longer Wearing, No Wear 
on the doint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

Whenever your customers ask for pliers 

help them select the Best Hand them 
Channellock 

nd remember, Only 
ment makes Channellock 
today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’* 


Champion DeAr- 
Send for Catalo, 


credit and other problems at another 
date. 

Ihe advantages of changing from 
December 31 as a business “closing 
date”’ to another time of the year, as 
listed by Mr. Mezner are: 

(1) Businessmen would have more 
accurate books, with more reliable 
knowledge about their activities since 
they would have less need to rely on 
“estimated” figures. ‘This advantage 
would flow from the fact that they 
were closing their books at a time 
when their activity was at its seasonal 
low point with relatively few uncom- 
pleted transactions pending. 

(2) Use of “a natural business year” 
would permit inventory taking when 
stocks are lowest. ‘This would pro- 
mote accuracy this 
task. 


> 
(>) 


and economy in 


ebb 
year 
with 


Inventory 
point in the 
would offer 
production. 

(+) Auditing expenses at the end 
f the natural business year would 
be less than in December because in- 
ventories would be low and _ business 
volume down. 

(5) Over-time expenses involved in 
closing the books would be avoided 
because the natural business ending 
would come when employees had the 
least work. 

Another article of current interest 
in the latest Journal of Accountancy 
offers a check list of 144 points for 
business men to review in order to pay 
minimum taxes under the higher 1950 
1951 rates. It is written by J. K. 
Lasser, well-known C.P.A. 

The Journal is the official publica- 
tion of the American Institute of Ac- 
countants, national professional so- 
ciety of certified public accountants. 


taking at the 
natural business 


less interference 





PRICE CHANGES occupy E. T. 
Green and A. N. Abend at Sterling 
Supply Co., Detroit, Mich. 





| A consistently 


Bring @m back 





-B-RIGHT-ON 


Nu-Process Quality 


SOCKET SCREW PRODUCTS 


When you fill socket 
screw orders with 
B-Right-On products, 
you’re building repeat 
business. B-Right-On 
Socket Screws are now 
better than ever. Cou- 
pled to famous “Uni- 
Quality” (every screw 
exactly the same — 
highest quality) are 
additional _— strength 
and hardness. Made 
possible by an entirely 
new metal - working 
process, selected alloy 
steels are formed into 
screws with continu- 
ous unbroken fibers 
and fine, compact 
grain. 


improved product 
makes the B-Right-On line tops with 
careful buyers . . . brings them back 
for more. Brighton service backs you 
up... helps you keep these contented 
customers 


A dealer franchise may be 
available in your territory. 
Write for full details. 


Ze 


BRIGHTON 


Screw & Manufacturing Co. 
1827 Reading Rd. 
Cincinnati 2, Ohio 
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WAYNE E. WILLIAMS has been ap- 
pointed western district manager for 
Tube Turns of Canada Ltd. 





Round Appoints Firms 


In Leading Cities 


David Round & Son, manufacturers 
of hoisting equipment, have appointed 
the following sales organizations to 
represent the firm in their respective 
territories: 

George E. Cuigley Co., Detroit; 
Peterson Bros., N. Y.; M. M. Davis, 
Philadelphia; K. Lester Wilson, Balti 
more; Seiferd Sales Co., Memphis; H. 
G. Gray, Kansas City, Mo; Hirsig 
Irazicr Co., Dallas; George C. Prest, 
St. Paul and R. R. Lancaster, Salt 
Lake City and Denver 

W. J. “Bill” McSherry has been 
named sales manager for the firm. 
He has been with the company for 
twelve years as district sales representa 
tive and more recently as assistant 
sales manager. 

W. G. Holley, formerly sales man 
iger, has been elevated to the post of 
gencral manager. 





MISS S. SHERRY is secretary to Alex 
Fayne, partner in Fayne & Co., Brook- 
lyn, N. Y., distributors. 





UGGED, powerful, compact— 
the mew Bob-Cat Hoist is the 
streamlined mighty midget that 
increases your customer's plant eff- 
ciency ... increases your Customer's 
satisfaction ... increases your sales. 
Designed for busy plants where 
space is at a premium and top per- 
formance an absolute necessity, the 
Bob-Cat weighs substantially less, 
‘ . , 6 to 1 factor of safety 
size for size, than other high-grade iheteengh Ge tater entered 
hoists. It is built to handle loads in cable drum 
from 12 to 5 tons... built to give Epicyclic gear reduction 
1n.f res Weston-type load brokes 
extra years of trouble-free service. ; 
= f f Solenoid motor brake 
You can fortify your sales talk Reibbeiten a: ene. eonied 
with facts when you sell the new Lug, hook or trolley suspension 
line of low-cost Bob-Cat Hoists. 


Write for information today. ass 


|THE OHIO ELECTRIC MFG. CO. 


Chester Bland, President 


5900 MAURICE AVENUE + CLEVELAND, OHIO 


The Obio Electric Mfg. Co. also makes lifting magnets 


and controllers, small motors, nail making machines. 
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45,512 PIECES PER GRIND 
ws = 


with WILLEY’S 
SOLID CARBIDE BORING BAR 








@ On the typical alloy cast iron valve 
guide bushing at the right, a Willey’s 
Solid Carbide Boring Bar produced 
45,512 pieces per grind during 50 
8-hour shifts. 


After this period the tip was still Stevens At Edward Valves 
Will Assist President 


| John E. Stevens, Jr. has been named 
assistant to W. F. Crawford president 
WRITE for CATALOG of Edward Valves, Inc., East Chicago, 
Ind. 
| Mr. Stevens, a native of New York 
WILLEY’S CARBIDE T (ole) lam of oF | City, is an engineering graduate of the 
SOLE MAKERS OF WILLEY'S METAL | Polytechnic Institute of Brooklyn and 
1342 W. Vernor Highway Detroit 1, Michigan | took advanced work in the New York 
| University Graduate School of Busi- 
| ness Administration. 
Before joining Edwards, Mr. Stev- 


John E. Stevens Jr. 


usable by rebrazing and regrinding. 











ens was vice-president of the Bergen 
| Genspring Corp. of New York City. 
Previously, he had been assistant man- 


ager of engineering of the M. W. 
Complete Line Including | Kellogg Co. and in sales engineering 


with Eagle-Picher Co. and the Sarco 


HINGED PIPE VISES ‘~ WOODWORKERS’ VISES | Co., Inc. During World War II he 





served with the Engineers Corps. 
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EXCLUSIVE 
FEATURES 





Write for catalog. Sold 100% through distributors 


ALTON C. KENDALL has been ap- 
pointed plant manager for the St. 
Mary’s Pa. incandescent lamp plant of 
Sylvania Electric Products, Inc. 
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PATRICIA SCHEIHING, soon a can- 
didate for orange blossoms, is secretary 
to R. G. Mowbray, president of The 
James Walker Co., Baltimore, Md. 





Henderson To Represent 
Irvington Varnish 


L. V. Henderson, 140 Walker St. 
S. W., Atlanta, Ga. has been named 
southern states representative for the 
Irvington Varnish & Insulator Co., 
Irvington, N. J. 

Mr. Henderson will handle Irving- 
ton products for Florida, Alabama, 
Georgia, and most of Tennessee. 


The Electric Service Co., Fort 


Smith, Ark. has been named a dealer | 


for Allis‘Chalmers controls in 14 
counties in Northwestern and western 
Arkansas. 

The Central Electric Repair Co., 
Fairmont, W. Va., has been appointed 
a certified service shop for Allis- 
Chalmers motors and controls in 
eleven counties in north 
central West Virginia. 





LOUIS KLEIBER is the man in 
charge in the shipping and receiving 
department at Maddock & Co., Phila- 
delphia, Pa. 


and east | 





MODEL 400 
Orbital Action Air Sander 
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DERS 


National has a complete line of 
portable sanders... air or electric 
driven with either straight-line 

or orbital action. When you 

sell the National line you have the 
right sander to recommend to your 
customers whether they are work- 
ing with metal, plastic, wood, 
leather, stone, or other materials. 
Below are illustrated various models 
in operation on different kinds 
of materials and types of work. Sell 
the only complete sander line. 
See how you can fit into National's 
selective distribution system. 

Write for details today. 














FACTS to help you sell Deming Pumps are 
covered in the bulletins listed below. Check 
the ones you want and attach this list to 
your letter. This service is gratis, of course. 


CENTRIFUGAL PUMPS 

Bulletin 3900-B. Side Suction, Single and 

Two Ball Bearing Pumps. Capacities up 
to 200 GPM. 

Bulletin 4303. “Motor-Mount" Pumps. 63 

standard sizes. Capacities from 5 to 
650 GPM. 

Bulletin 4010-A. Side Suction, Single Ball 

Bearing Pumps with separate liquid end 
construction. Sizes 1” to 10” discharge. Ca- 
pacities 10 te 3600 GPM. 

Bulletin 4013-A. Side Suction, Single 

Stage, Two Ball Bearing Pumps. Sizes 1” 
to 6” discharge. Capacities 10 to 1200 GPM. 

Bulletin 4012-A. Side Suction, Single 

Stage, Two Ball Bearing Pumps with 
seporate liquid end construction which can be 
either standard cast iron or of special alloys, 
as specified. Capacities 10 to 3600 GPM. 

Bulletin 6000. Two Stage Side Suction, 

Two Ball Bearing Pumps. Capacities from 
40 to 500 GPM. 

Bulletin 3300-A. Self-Priming Pumps. Ca- 

pacities from 10 to 300 GPM. 

Bulletin 5004. Single Stage, Side Suction, 

Split Case, Single Bali Bearing Pumps. 
Sizes 1” to 10” discharge. Capacities 10 to 
3600 GPM, 

SUMP PUMPS 

r] Bulletin 4607. Vertical Sump Pumps and 
“—' Cellar Drainers. Wide range of types 
and capacities up to 3200 GPM. 

SLURRY AND SEWAGE PUMPS 
Bulletin 4810. Slurry Pumps for capacities 
from 25 to 750 GPM. Sewage Pumps for 

capacities from 60 to 1200 GPM. 

CONDENSATION RETURN UNITS 

AND BOILER FEED PUMPS 
Bulletin CR-1-B. Various types of standard 
Deming Pumps are used on these units 
to meet a wide range of conditions. Full range 
of capacities. 

DEEP WELL TURBINE PUMPS 
Bulletin 4700-8. Water Lubricated, Deep 
Well Turbine Pumps. Vertical, Multi-stage 

construction. Capacities up to 3000 GPM. 


THE DEMING COMPANY 


511 BROADWAY ®@ SALEM, OHIO 





ESTHER SCHAEFER, clerk at E. M. 
Hanson & Co., Philadelphia, Pa., notes 
down some data on an order just 
phoned in. 





Will Highways “Move” 
In Future Wars? 


I'he belt conveyor is about ready to 
be used as a method of speeding-up the 
flow of battlefield supplies, and the 
conveyor industry and the military 
should give serious study to incorporat 
ing the traditional mover of bulk ma 
terials into the military transportation 
set-up, according to one well-known 
materials handling expert. 

Harold Von Thaden, vice president 
and general manager of the Robins 
Engineers Division of Hewitt-Robins 
Incorporated, New York, recently told 
the Westinghouse Materials Handling 
Conference meeting at Buffalo that the 
50-year-old belt convevor had reached 
a stage of development where it could 
be utilized effectively to transport mili 
tary supplies faster and in greater 
quantities than is now possible, and 
with a considerable saving in man- 
power. 

Pointing out that Korea has shown 
that we need not only more combat 
troops but more supplies as well at the 
front, Mr. Von Thaden proposed that 
“belt conveyors might supplement— 
and in some cases even supplant—other 
forms of military transportation. The 
convevor would assure a greater and 
faster flow of supply and at the same 
time free Service Force troops for 
combat duty. 

“Connect supply bases with a sys- 
tem of overland belt convevors that 
will cut straight across the country 
side. Further, the use of convevors to 
transport supplies would release trucks 
for other uses and reduce traffic conges 
tion on anv roads that already exist,” 
he said 

This supply conveyor, Mr. Von 
Thaden pointed out, would be (1) 
easier and quicker to build than a 
truck road, (2) simpler to operate, 
more economical, faster and would 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 





ATLAS 














CAR MOVERS 


Modern Improvements 
Make Them 
Outstanding .... 


Sturdy .. . reliable 
++. easy to use—this 
is the combination 
together with modern 
improvements, based 
on the same funda- 
mentals of construc- 
tion that have built 
up the reputation of 
A Car Movers. 


The secret of the 
ATLAS lovers” 
efficiency is the fa- 
mous “compound lev- 
erage” construction 
which is the principle 
of a forward thrust 
instead of an uplift. 
Now is the time to 


Let us send facts. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St., Milwaukee 4, Wis. 





with the famous 


Libbey 


Coppel. 


STRATAFLO | 
FOOT & CHECK VALVES 


end leakage troubles ... save their 
cost many times over in service calls 


they eliminate. Ideal for jet type 
pumps. Ask for bulletin 401. 


STRATAFLO PRODUCTS, INC. 
FORT WAYNE, INDIANA 








carry greater loads than a fleet of hi d 

trucks, and (3) would present less of veryt ing you nee eee 

a target than a truck-filled road, but in 

the event of a bombing could be ° 

repaired faster. ’ in safety, power and convenience! 
A 30-mile belt conveyor system, 

manned by 100 soldier-technicians, : ee 

would carry 5 tons of supply every et i eee 


minute at a continuous speed of 5 ‘3 

miles-an-hour. To do the same job by 4 N FW 
vehicle, 400 trucks, manned by 1,200 the 

drivers, would have to be loaded at a ; 

rate of one a minute. Trucks might | # C/p 


travel in convoy at an average speed of 


30 miles-an-hour, but because of ter- ey 
rain would probably have to travel ABS | pe: 
over a distance of 45 miles to the con- | [i 


veyor’s straight-line of 30 miles, Mr. 


Von Thaden pointed out. Re . 
Using the estimate of seven men 
six of them in supply and maintenance Pte 


—required in the rear echelon to keep 


one man at the front, Mr. Von Thaden 
predicted, “with conveyors working in 
every place possible, we could cut 


down that ratio to five men in the rear 
area to one at the front.” 

In the current rearmament program, 
he noted, conveyors are playing an in- 
creasingly important part in the stock- 
piling of raw materials to keep indus- 
trial production at record high levels. 
Most vital part is in the acceleration of 
strategic ores—particularly iron ore 
from newly developed sources in South 
America, Liberia and Labrador—to the 
nation’s industrial plants. “One of the 
main factors in making this whole for- 
eign ore operation practical is the im- 
aginative use of the belt conveyor,” 
Mr. Von Thaden said, “for only 
through the most modern and _ in- 
genious handling and _ transportation 
methods can this ore be brought eco- 
nomically to the nation’s blast fur 
naces for conversion to steel for mili 
tary supply. 

“The program to supply our produc- 
tion lines with enough steel to build 
a defense stockpile appears about set 
and conveyors fit in as an integral part 
of this expanding plan. and the poten 
tialities of convevors in ore handling 
and processing, particularly in these 
overseas installations, are tremendous,” 


Mr. Von Thaden said 


C/R’s new Jaw-Head rawhide hammer 

has everything. It protects fine finishes and 
delicate machine parts. Delivers powerful 
controlled blows for long periods. Tightly 
coiled rawhide faces are changed with 
amazing speed and convenience. Simply 
loosen nut. replace faces, tighten. and the 
hammer is ready for use. C/R Jaw-Head 
hammer faces are made of tough, resilient 
water buffalo hide, proved to be the most 
durable of all “soft” striking surfaces. 
Safety-Flare grip handles are easy to hold — 
prevent slipping. For maximum power, 
durability and protection, use C/R’s new 
Jaw-Head rawhide hammer! 


Out with the old face — in with the new! 


i - = “5 


To release jaws, Change to new C/R To tighten nut, use 


SKF Makes Changes loosen this nut Rawhide faces wrench for best results 
In Sales Personnel an Bap gre fg men 
Stuart H. Smith has been named 
manager of industrial development and 
John H. Tipton Cincinnati district 
manager of SKF Industries, Inc. 
Emerson D. Ogle, manager of the 


industry division, was advanced to as- CH fq: Vere) 


sistant district manager at Cincinnati , esas 
, t Ave. Chicago 22, Illinois 
and B. K. Lathbury, industry section 1205) Elston ° g , 


supervisor, to assistant manager of in 
dustrial development. 


Available from leading industrial suppliers 
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The line that 
backs up your 
sales effort... 


The extra heavy weight and the even distribution of that weight MISS LOIS VOGELSANG is on tap 
makes MORGAN Vises practically unbreakable. Tough production at the switchboard at M. L. Foss, Inc., 
jobs require this important equipment. You can set up a Profitable Denver, Colo. 

Sales Program by putting MORGAN Vises on [— 
your sales staff. We give you the advantage | * Machinists’ bench 
of our more than 56 years of experience in ! + combination pipe 
making and selling vises. MORGAN Vises are woodworking 
sold only thru authorized distributors and we 








American Steel & Wire Co. 
Advances Eisenhardt 
sheet metal 


| 

| 

| 

| 

| 
urge users to buy thru their local distributor. workers ; Charles H. Eisenhardt, who started 
© All Handles and Side Locks now Nickle-Plated quick action | por oe Steel & W “a7 om : 
he ey i| sales department as a stenographer 25 
\' years ago, has been named manager of 
| the electrical products sales division of 
j the U. S. Steel subsidiary. He suc- 
ceeds T’. F. Peterson, who has resigned. 
Mr. Eisenhardt started with the 
company in May 1925, in its Balti- 
more sales office. For the next 16 
years, he held a succession of positions 
in that office, including price clerk, 
correspondent, and salesman. In 1941, 
he was transferred to the company’s 
Washington office, and two years later 
to Cleveland, headquarters of the 

company. 


garage vise 


MORGAN VISE COMPANY waco 


108-112 N. JEFFERSON ST. CHICAGO 6, ILL. 























IMMEDIATE 9 
DELIVERY a 





We can't promise for how long—but right now our stepped-up produc- 
tion of Grinders enables us to make immediate delivery of 6” and 7” 
sizes, both bench and pedestal types, for 110 or 220 volts, 50 or 60 
cycle, 1 phase—or 220 or 440 volts, 50 or 60 cycles, 3 phase. 


Exceptionally prompt delivery can be made on 8”, 10”, 12”, 14”, 18” 
and larger size Grinders. Write for complete details today. 


, oa DRILLs - GRINDERS 
g , S+ PORTABLE TOOLS 


UL IR MASTER DUST COLLECTORS 


SS ee le rele MOR ivi has been appointed gen- 


Division of THE R. K. LeBLOND MACHINE TOOL CO eral sales manager of Lipe-Rollway 
2686 MADISON ROAD s CINCINNATI 8, OHIO Corp., Syracuse, N. Y. 


ae 
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BUDA BALL BEARING 


Are Easier to Sell 


@ Sealed Against Grit 
or Dust 


© Operate in any Position 


| © Low Height 
Worthi Names Beck m a 
Coumuuair vp “ Zi | eS © Positive Safety Stop 


Harold K. Beck has been appointed | ‘sil @ Large Bearing Plate 


commercial vice-president, in addition / ' 
to his present post as manager of the Fey @ No Maintenance 
Washington office of Worthington 
Pump & Machinery Corp. 

A 25-year veteran of the com any, 
Mr. Beck joined them in 1925. Origi- ~ : You'll find Buda Ball Bearing 
yon to a a = Mo Journal Jacks easier to sell in every type of industry because 
taiten elite Ge-eui-eam api Gee these compact ' ‘Jacks of all trades’’ handle heavy loads—up or 
caida en appointed in 1933, spe- down—in precise increments-—are fast, smooth-operating and 
oan representative for governm fal tile, absolutely reliable. Users like their heavy duty, totally enclosed 
tracts; and in 1934 was appointed dis- | construction that means no maintenance-—compact design that 
trict ” manager of: ie Washington | permits close-quarter work, and the built-in “Postop’’ safety 
pr ' feature which prevents lifting beyond safe limits. Get complete 
details and illustrated Bulletins today. 

The Buda Company, Harvey, Illinois. 





Harold K. Beck 


© Capacities to 50 Tons 





He is a member of the American | 
Society of Naval Engineers, Society 
of Naval Architects and Marine Engi- 


neers, American Ordnance Association f : | Bada Gall Searing Journal Jacks 


and the U. S. Naval Institute. oe Height 


Capacity | Closed Rise Base Head Weight 
| Model Tons inches | Inches | Diameter| Diameter | Pounds 
; /1510 1 | 5 | 5% 2% 
Wahler and Harmon = 2510 a 
; k : [2510-A*| | 10 | 5% 5 3% 
Paul W. Wahler has been named ; a 3510 _10 | 5% 5% | 3% 
service manager and Robert A. Har- _ }eo19__ = = —1e_| a 3 oA | i rin 
mon dealer sales supervisor of The ‘ leo] . 


Twin Disc Clutch Co., Racine, Wi —— $n _\_2m 
win SC . utch 0., ac ne, S. *No. 2510-A has Aluminum-Alloy Shell. Lever Bar furnished with each Jack 
Both men will make their headquar- 


ters in Racine. _ Simplified design a 
, Mr. Wahler joined the engineering | assures trouble-free dt 
department of the company in 1937 “ 

as an engineering assistant. In 1940 operation 

he became a district service engineer | *2-4 

stationed in Seattle, Wash. He also 


has been a district service engineer in 
the New Orleans area and was assis- 
tant district manager on the West 
Coast. 

Mr. Harmon has been connected 
with sales engineering since joining 
Twin Disc more than three years ago. 
He served as field representative and names . 
as eastern district sales engineer before Journal! Jocks peed Type Ratchet Hydraulic Jacks 
promotion to his present duties of co- r ies »  rllllagonpnenenn 


“ age 5 to 15 tons 15 te 50 tons 1 ae 
ordinating all dealer sales activities. 


samme 








Twin Dise Appoints 






























































INDUSTRIAL DISTRIBUTION * DECEMBER, 1950 203 








extra “Sell” 


Better toothing is just one rea- 
son why customers come back 
again and again for Victor 
Blades. Teeth are always uni- 
form — from blade to blade — 
from tooth to tooth. That’s be- 
cause they're cut by a special 
machine using scores of indiv- 
idually ground toothing tools 
that are always accurately set. 
No other manufacturer cuts 
teeth this way. 


And Victor backs up quality 
with hard-hitting sales helps. 


Victor Molyflex Display Cards — hold 
ten shatterproof high speed steel 
blades. 


Victor Wall Chart — free and full of 
facts on hack saw selection and 
use. 


Victor Metal Cutting Booklet—handy 
pocket-size guidebook to better 
hack saw results. Also free. 


Victor National Advertising — 
reaches your biggest customers 
through eight leading industrial 
magazines. 


Victor's Complete Line—hand and 
power blades, frames and bands 
in all steels, tempers, 

pitches and sets. 

Steelrite Metal 

Marking Crayons 

co go with them. 


COMING SOON 
“Blades of Gold” 
—sound slide film 

for distributors’ 
sales meetings. 





SAW WORKS, INC., Middletown, WY. U.S.A. 


aw Blades 


ind Band Saw Blades 








William A. Blume 


Thermoid Directors 
Elect Blume 


William A. Blume has been elected 
a vice-president of the Thermoid Co., 
Trenton, N. J. Mr. Blume will be in 
charge of Thermoid’s original equip- 
ment business for the automotive in- 
dustry in Detroit Mich. 

Previously, Mr. Blume was _presi- 
dent of the American Brake-blok Di 
vision of American Brake Shoe Co. 
and a vice-president of the parent 
company. He had joined that com- 
pany in 1915, 





CanxBosBor @ 
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“You can tell anybody with lots of tough 
spot lifting jobs all over his place that I'm 
able to handle them all for him any dey 
and every day in the week. That working 
over the yard crew at the plant gave me 
when they wanted to see how good | am, 
convinced me that I'm just a very tough 
lightweight — able to stand anything, no 
matter how rough it is.” 


This ability of the new ‘Budgit’ 
Chain Block to take every kind of 
rough treatment and still function per- 
fectly, makes a good selling point for 
you when talking to managers and 
their foremen, men on receiving and 
shipping docks, and every place 
where back-breaking manual lifting 
of loads is the order of the day. Be- 
ing light weight, it's easily carried by 
one man from one spot lifting job to 
another. 


These outstanding features of this 
most modern of chain blocks — all 
working parts sealed in tough alumi- 
num alloy housings; ‘‘full-jeweled” 
load brake that never needs adjust- 
ing; steel alloy heat-treated link- 
type chain so tough, you can’t cut it 
with an omy hacksaw; no keys 
for f plined shafts, anti- 
friction bearings throughout — make 
good talking points. Bulletin No. 398 
will give we others. 





ik i; BUDGIT 


" Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box’ Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties, Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, "Consol- 

dated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 








3A Series — 
Single Ball Race Swivel Caster 


23A Series — 
Double Ball Race Swivel Caster 





C. M. WOODWARD (fills the func- 
tions of secretary-treasurer at Johnson 
Supply Co., Denver, Colo. 


built-for-the-job 


Conlon, Meade C A * T € R © 


Advanced By U. S. Rubber : ; 36A Series — 
right ey g every job ! Double Ball Race Swivel Caster 





Joseph A. Conlon, formerly district 
sales manager, Chicago branch, has 
been appointed manager of allied sales 
for the mechanical goods division, 
United States Rubber Co. 

Edwin D. Meade, formerly manager 
of western railway sales, was appointed 
district sales manager, Chicago branch, 
replacing Mr. Conlon. 

Mr. Conlon will make his head 
quarters at the company’s offices in 
Rockefeller Center, N. Y. and be re 
sponsible for sales and merchandising a ee ae pecial types that 
activities of the Eureka fire hose di Sl desioned and Bond-built 1A Series— 
vision; L. H. Gilmer division; New See fielie sn. Stationary Caster 
York Belting & Packing Co., and the 


card clothing sales division. 





BOND FOUNDRY |& 
MACHINE COMPANY 


MANHEIM, 
PENNA. 


40A Series— Double Ball Race 
Structural Steel Swivel Coster 


Spring Action 
Swivel Caster 


“Have a cigar? Cigarette? Pipe? 
Wanna drink? A sandwich? | hear 
there’s a shortage developing in a 
line we need a good deal of—” 


Dual Wheel 
Swivel Caster 
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Fatt Manian Cotas tii FEF h) 


—LS2=SS__===_E__ 


SLING CHAINS | 


and how to use them 


i$ TYPE 
(With ring 
on each end 


“S" TYPE 
i a) 


pear-shaped link) 


) 


“S" TYPE 
sling hook 
and ring 


{ “D" TYPE 
(With peor 
shaped link) 


“M-4" TYPE 
(Four-ring 
branches) 


\y 


ee Se oe 


I Sd lee baad haan aa 


Engineered CHAIN 


Get to know the standard sling-chain 
types and their functions. Jt wil] save 
you time for—with the right sling 
you can hook onto loads better, faster 
and easier. Jt will save you money 
for many ‘‘standard” slings are avail- 
able for doing jobs which you think 
call for “specials.” Next time you 
need chains, check with McKay. The 
McKay “Engineered” line gives you 
the exact type, size and grade of iron, 
steel and alloy chains for every need. 


Send for the 


SLING-CHAIN KIT 


sling-chain 
ws how 

pecifications an > 

F ecity sling a" _—_ 

pee used in plants 6 

chains 


THERE'S A 
McKAY CHAIN 
FOR EVERY JOB 


PITTSBURGH 22, PA. 





Thomas E. Skilling 


| Edward Names Skilling 
District Sales Enginéer 


Thomas E. Skilling has” been ap- 
pointed Pittsburgh district :8ales? engi- 
neer for Edward Valves, Iiic. of East 
Chicago, Ind. As Edward representa- 
tive in the area, he succeeds the Herr- 
Harris Co. 

|. Mr. Skilling has been with Edward 
in home office engineering and sales 
work since 1947. He is a member of 
the "American Society of Mechanical 
Engineers and the Engineers’ Society 
of Western Pennsylvania. 


Mobilization Problems 


Also Confront Russia 


The United Statés is not alone 
when it comes to mobilization prob- 
lems—the Kremlin has them too, says 
Business Week. 

Mobilization is mobilization any- 
where, and although answers may 
vary, the choices that must be made, 
the questions to be asked are ap- 
proximately the same—whether you 
ask them in English, in German or in 
Russian. 

What are some of the questions 
which both America and Russia are 
trying to answer? Here are some. 
How much can you squeeze people’s 
living standards without - destroying 
their will to work? For the long pull, 
how smart is it to weaken peacetime 
industry by diversions to defense 
work? How do you decide how 
much of your resources you should 
put into immediate munitions, how 
much should be ploughed back into 
extra capacity for future munitions? 

I'he article points out that in one 
fundamental way, the Russian mobili- 
zation problem is easier than the 
American. The hardest thing about 
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WITH VICTOR'S. 
COMPLETE LINE! 
i i) : 


Years of consumer acceptance and 
Victer dependability are just a few of 
the many reasons why Victor is con- 
stantly making new customers... re- 
peat sales! And when you add Victor's 
complete textile belting line, you’ve got 
a combination that’s hard to beat for 
volume sales! 


You can broaden your sales horizon 
when you sell Victor’s complete line 
of textile belting—solid woven cotton 
— Neoprene impregnated — canvas 
stitched and Balata, plus a complete 
variety of belting specialties. They're 
made in a full range of widths and 
plies, and are available with special 
treatment to meet specialized service 
requirements. Always sell Victor Belt- 
ing...the first choice for conveying, 
elevating and power transmission. 


ee & Texttte Being Ca 


53 Pork Pl, N.Y. 7 «© 300-6 W. Hubbard St., Chicago 10 


Factory: Easton, Po 





U.S. mobilization today is that it 
comes at a time of booming prosperity. 
Even a moderate increase in armament 
has to be chopped ont of people's MR. INDUSTRIAL DISTRIBUTOR: 
living standards, either by rationing or 
by inflationary price increases. Arrow Tool & Reamer Company Offers 

Russia’s position is more nearly 


equivalent to this country’s in World YOU A COMPLETE LINE OF 


War II when it started from a depres- " ” 
sion level and was able to raise living fp t END MILLS 
standards at the same time that it ascu eee 
armed. So today some of the in- x 
creased Soviet industrial capacity has Including our popular 3 FLUTE SERIES 
been allotted to raising living stand- 
ards, particularly in the Moscow area. 
“But on an equally fundamental 
point,” the article adds, “the Soviets 
have a harder row to hoe. Just as in 
the U.S., Soviet planners have to de- 
cide whether to allocate limited ma- 
terials to production of munitions now 
or whether to feed material back into 
the basic industries to increase their | 
future capacity. This is about the | 
toughest decision any planner has to 
make; it forces him to bet on whether | 
war is close at hand or far away. It’s | 
harder for the Russians than for us | 
because Russia’s heavy industry is its 
weak spot.” 
The article adds that the Russian | 
»lanners seem to be placing their bets 
manienaly ona distant = NEW SALES OPPORTUNITIES IN 
With all their expansion, the Rus- 
sian planners still “2 at a fearful dis- THE SPECIAL TOOL FIELD THROUGH 
advantage any time things get seri- 


4 | 4 
ous. It will still take them five years ARROW S 


to get another | 5-million tons of steel 





a ‘ 
capacity. The U.S. could break that INDUSTRIAL DISTRIBUTOR’S 
much free whenever it wanted to stop | 


auto production. PLAN FOR SELLING SPECIALS” 





Arrow’s 34 year old record as an unusually competitive and experienced 
source on special cutting tools has provided many Arrow Distributors 
with sales opportunities not previously fully utilized by Distributor 
Organizations. 


Arrow’s plan is tailored specifically to fit into any Industrial Distribu- 
tor’s sales program. 


WRITE TODAY FOR COMPLETE INFORMATION! 
— > 
Here's another Arrow PLUS! 


ARROW LIVE CENTER 


@ Adjustable for wear 
@ Tapered, interchangeable inserts 





Rugged, accurate and durable, the Arrow 
LIVE CENTER has been shop tested and is 
equipped with Timken precision roller bearings. 








EDMUND FITZGERALD, president | 
of the Northwestern Mutual Life In- | 
surance Co., has been elected a direc- 
tor of Chain Belt Co. of Milwaukee. 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1950 





STRANDFLEX 
Gear Shift 
Machine 
Illustrated 


STRAND Flexible Shaft 
Equipment Offers a Wide 
Choice of Models... 

When you handle the STRAND line of 


flexible shaft equipment, you are prepared 
with a wide selection of models to meet 


customer demands. Sales are dependent 
varied HP 


single speed or 


upon complete stocks 

various mountings 
direct drive or pulley or 

These are a few of the features 


three speed 
gear shift 
made available 

Write today for full information on dis 
tributor arrangements—it pays to handle 
a quality line, a complete line 


STRAND 


Flexible Shafts and Flexible Shaft Machines 


LEADING ISRAELI INDUSTRIAL MEN, including executives and labor leaders, 
in America for a six weeks’ study of American production techniques, learn the fea- 
tures of a new electric truck at The Yale & Towne Mfg. Co.’s Philadelphia Division. 





Stock Numbers Code 
Adopted by Saw Makers 


Ihe Hack Saw Manufacturers Asso- 
ciation of America has announced that 
the hack saw blade industry has 
adopted a standard stock numbers 
code for “‘power” sizes of hack saw 
blades. 

(Prior to adoption by the manufac 
turers, the code was submitted to the 
National and Southern Associations 
and has been endorsed by them.) 

The industry standard stock num- 
bers code will be included in printed 
matter or otherwise used by an indi 
vidual hack saw blade manufacturer as 
and when desired by him. However, 
the new code does not conflict with 
any previously used code and will be 
understood by all manufacturers of 
hack saw blades. Hence the code can 
be used immediately by any distribu- 
tor or user of hack saw blades. 

The standard stock numbers code 
consists of six figures, arranged in 
sequence as follows 

Length—first two figures 

Number of teeth—third and fourth 

figures 

Chickness—fifth figure 

W idth—sixth figure. 


The complete formula, together 
with code numbers for all domestic 
standard power sizes, is as follows: 


Length—actual catalog length 
Teeth—actual number of teeth per 
inch. 
When number of teeth is a 
single digit, precede this 
digit by the figure “0”. 
When number of teeth con- 
tains a fraction, disregard 
the fraction. 
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Thickness—Middle figure of number 
of thousandths of thick- 
ness 

Width—Less than 24”:—Number of 

quarter inches in actual 

width. 

23” or more—Last figure of 
number of quarter inches 
in actual width. 

Exception:—For %” 
use figure ‘‘2”. 


wide 


Associated Equipment 
Distributors Meeting 


Registrations for the 32nd Annual 
Meeting of the Associated Equipment 
Distributors, scheduled for Jan. 28- 
Feb. 1, 195] at the Stevens Hotel in 
Chicago, are expected to approach the 
record-breaking total of 1700 distribu- 
tors and manufacturer members who 
attended last years’ convention. 

For the third year, a manufacturers’ 
convention suggestion committee will 
assist the convention committee in 
formulating convention plans, includ- 
ing arrangements for a Manufacturer- 
Distributor Day program, to be held 
closing day. 


Manhattan Rubber 


Promotes Frey, Hilton 


John T. M. Frey has been appointed 
assistant manager of the New York 
branch and Lamar S. Hilton assistant 
sales manager of the abrasive wheel 
department of Manhattan Rubber Di- 
vision, Raybestos-Manhattan, Inc. 

Mr. Frey has been a member of 
Manhattan’s New York sales organiza- 
tion for many years. 

Mr. Hilton formerly served in the 
capacity of sales engineer 





Contractors Buy On Sight 


Exclusive Milwaukee HOLE-SHOOTER combines 
Straight and Right-Angle drilling . . . full /s H. P. 
... 3 speeds . . . Unit-built for safe, easy use. 


Approved by the | Saale & 
Underwriters Laboratories ny be ——— ~—aes 
No other Right-Angle 
drill made gives your 
customers correct 
speeds for many ap- 
plications ... wonder- 
tool for close quarters. 





HAPPY BIRTHDAY! Arthur Graseck 


greets Jack Sturgis on the occasion of 
his 50th year on this mortal coil, and 
presents him with a watch, gift of their 
firm, W. S. Wilson Corp., New York. 





American Brakeblok 
Names Kelly President 


William 'T. Kelly, Jr. has been ap- 
pointed president of American Brake 
blok Division of the American Brake 
Shoe Co. In addition to his new du- 
ties, Mr. Kelly will continue as presi- 
dent of the Kellogg Division. 

Vice-President Maynard B. Terry, 
located at the division’s headquarters 
in Detroit, will continue in charge of 
Brakeblok sales. 

Since joining the company in 1928 
as a molder’s helper at the National 
Bearing division plant in St. Louis, 
Mo., Mr. Kelly has had wide experi- 
ence in the company’s divisions. He 
became general purchasing agent in 


Nationally Advertised 
, ee demand among contractors for 
this exclusive 3-speed Milwaukee 
wer-tool is growing by leaps and bounds. 
t represents today’s Solution sales-and- 
profits opportunity in portable power tools. 
No other tool can match the time-and- 
money-saving performance of the S-412 
HOLE-SHOOTER in close quarters, or 
provide its 3-speed versatility — suitable 
speeds and power for drilling in wood, 
metal, masonry, concrete, and tile. All con- 
tractors are your prospects — building, 
plumbing, heating, electrical, air-condition- 
ing, insulating, as wellas plant maintenance. 

Write us TODAY 

Get complete details, FREE sales helps .. . 
and instructions on the many uses of this 


wonder-tool. 


MILWAUKEE ELECTRIC TOOL CORP. 
5340 W. State Street, Milwaukee 8, Wisconsin 


1940 and was successively; vice-presi 
dent and president of the Kellogg 
Division, vice-president and director of 
the Canadian Ramapo Division, presi 
dent of Engineered Castings Division 
ind vice-president of the Brake Shoe 
Co. 





TRI-SPEED 412 KIT 
for Contractors contains... 


$-412 V2" HOLE-SHOOTER, ball 
and roller bearing equipped .. . 
Jacob's geared Chuck .. 450 R.P.M. 
2 *Two-speed “Right-Angle- 
Drive” . . . low speed, 
300 R. P.M... . high 
speed, 675 R. P.M. 
©) 3 special bits — 34”, 
e ve, 2%6". 
Special wrench for “Right 
Angle Drive" and chuck. 


‘B72 


Adjustable “‘Long Arm” Accessory . . . 
$24.50 EXTRA *Pat. Pending 





ROLLIN B. PLUMB, formerly vice- 
president in charge of sales of Eagle 
Lock Co., Terryville, Conn., has joined 
Russell, Burdsall & Ward Bolt & Nut 
Co., Port Chester, N. Y., in an execu 
tive capacity. 


QUALITY TOOLS 
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TRADE ARRO MARK 
esectrrrernt> 


FLEXO-FLUTE SPIN DRILL 


B vccasaael 


LAG SCREW EXPANSION SHIELD 


DOUBLE EXPANSION SHIELD 


A.C.E.MACHINE BOLT EXPANSION SHIELD 


ein 
—— he 


O-E MACHINE BOLT EXPANSION SHIELD 


. 


MACHINE SCREW EXPANSION ANCHORS 


STUD BOLT ANCHOR 


MAL-LEAD BOLT ANCHORS 


LEAD SCREW ANCHORS 


je 


WING TYPE TOGGLE BOLT 


SPRING HEAD STEEL TOGGLE BOLTS 


ARRO STAR DRILL 


LITTLE MAJOR TURNBUCKLES 


— SEE YOUR JOBBER — 


ARRO EXPANSION BOLT CO. 


MARION, OHIO 








Gerry J. Dietz 


| Son Succeeds Father 


At R. E. Dietz Co. 


For the fourth consecutive genera- 
tion, a son has followed his father to 
the presidency in the 110-year old 


R. B. Dietz Co., Syracuse. Robert E. | 


Dietz has been made chairman of the 


board, and his son, Gerry J. Dietz, was | 
promoted to presidency of the com- | 


pany. 


The new chairman of the board was | 


elected president in 1936 and installed 
many new streamlined operations that 
were of value to the government dur- 


| ing the war. Gerry J. Dietz, new presi- 


dent, has served with the company in 


| various capacities for the past 13 years | 


and worked in the plant summers, 
during his student days at Yale. 

The advancements followed the re- 
moval of the firm’s general offices and 


_ warehouses from New York to the 
| plant location so all facilities would 


be concentrated in one spot. All 


| members of the Dietz family active 
| in the business and executives of the 


company now are residents of Syra- 


cuse, N. Y. 


Livingstone Joins 
Steel Advisory Committee 


Edward A. Livingstone; vice-presi- | 
dent in charge of sales of The Bab- | : 


cock & Wilcox Tube Co., has been 


named to the Steel Products Indus- | 


try Advisory Committee to advise in 
the administration of the Defense 


Production Act as it affects the iron | 


and steel industry. 

The committee was established by 
the National Production Authority of 
the U. S. Department of Commerce. 
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J 


Produce more 
SALES easier 
with the 
ORIGINAL 
and ONLY 


J 
“MORE POWER 
PULLER” 


Here’s a strong, durable utility tool thet 
appeols instantly to your customers for 
moving, loading or handling heavy machin- 
ery and equipment, opening car doors, 
pulling stumps, wrecking buildings, etc. 


This compact, light weight puller is easily 
carried as a part of your tool kit or equip- 
ment. It is hand operated—requires no 
electrical or fuel connections—is quickly 
available for service where more power is 
required. 
Comes equipped with 20, 30 or 40 ft. of cable. 
List Price $27.75 to $33.80 
Write, wire or phone 


Distributor & Dealer Openings 


The WYETH-SCOTT C0. 


NEWARK, OHIO 














SODERING 
BRAZING 
WELDING 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO. inc. 


6731 BRYN MAWR AVE. 
CHICAGO 31 ILLINOIS 














Gaither E. Baker 


Baker Will Represent 
Stanley Electric Tools 


Gaither E. Baker has been ap- 
pointed sales representative for Stanley 
Electric Tools of New Britain, Conn., 


working out of the company’s Los | 


Angeles office. 


In June of this year, Mr. Baker | 
joined the Stanley Electric Tools | 
Vest Coast sales force, working out | 


of the Los Angeles office. Since 1948 
he has had considerable experience in 


the selling of portable electric tools of | 


various makes, and in representing a 
manufacturer in Southern California 
and the Northwest. 


Mr. Baker was a Captain in the 
Anti-Aircraft Division of the U. S. 
Army and served in the South Pacific. 


Davis Will Represent 
Hose Accessories Co. 
Price M. Davis, Jr., Milwaukee, 


Wis., has been appointed factory rep- | 
resentative for Michigan, eastern | 


North Dakota, including Bismarck, 
and eastern South Dakota, including 
Pierre, by Hose Accessories Co., Phila- 


delphia, ‘Pa. Mr. Davis also will con- | 


tinue to cover Minnesota, Wisconsin, 


northem Illinois and northern Indi- | 


ana, for Ilose Accessories. 


He has been active in the Midwest | 


mill supply field for a number of years, 
both as a distributor’s salesman and as 
a factory representative. 


John T. Everett & Co. 
To Represent Westcott 


The Westcott Chuck Co., Oneida, 


N. Y. has appointed John T. Everett | 


& Co., Memphis, Tenn. a district 
representative of the company. 

The Everett company will serve 
Westcott in Alabama, Arkansas, Okla- 
homa, Louisiana, Mississippi and 
Texas. 





This True Ball Joint Makes the Difference 


BONUS NO. 1 

Because of the precision-machined, true ball joint, 

a Dart can be made leakproof without excessive 
wrenching. Installation is fast — no need to jam a Dart to get a 
tight joint. 

BONUS NO. 2 

A Dart stays tight — bronze-to-bronze seats give 
longer wear — have higher resistance to pitting and corrosion. 
And body and nut of high test, air-refined, malleable iron are 
practically indestructible — shrug off wrench abuse and punish- 
ment in use. 

BONUS NO. 3 

Because they never require jamming, the seats in a 
Dart union retain their true bearing surface — stay unmarred. 
Thus you can reinstall a Dart again and 
again — yet be sure of a tight joint. 

Build extra dividends in customer 


goodwill with Dart — the union 
that gives longer, better service. 


E. M. DART MFG. CO. 
Providence 5, Rhode Island 


lilly 
i 
inn” 


Ps 
mil 





UNIONS 
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NEW FEATURES 
MORE SALES! 


LOWELL 
SOCKET 


REVERSIBLE RATCHET 


Easier, Safer, Faster to Use! 








New Snap Ring 

holds socket more securely. (Roughly tested in pipe 
line work for over a year.) Removed easily with 
narrow screw driver or any pointed object 


All Steel Cap 


instead of cast. Collar press fitted and swaged to 
form one-piece integral unit with larger all steel 
bearing for much longer wear. Cap locked into 
head by internal projection and screw. (Even with 
screw lost and cap swung 90° parts cannot fall out.) 


High Tensile Alloy Handle 
New Tough Synthetic Finish 
Enlarged Hole for Lanyard 


Send for Catalog #60 
schedule of 
distributor discounts. 


Lowell 


WRENCH CO. 


WORCESTER 


and new 


MASS 
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S. B. Lindh 


Carr Will Direct Sales 
For Morse Twist Drill 


A. L. Carr has been appointed to 
succeed J. C. Kuhn as vice-president 
and director of sales of the Morse 
I'wist Drill & Machine Co., New Bed- 
ford, Mass. 

C. F. Myers, formerly midwest dis- 
trict manager, has been appointed to 
the position of sales. manager. 

S. B. Lindh will continue his activi- 
ties as assistant sales manager. 

Mr. Kuhn, who was director of sales 
for Morse since 1948, is retiring from 


| active business life 


Carboloy Names Strom 


S. B. Strom has been appointed to 
the newly established post of comp- 
troller of Carboloy Co., Inc., Detroit, 
in which position, however, he will 
continue to act as assistant to the 
president, K. R. Beardslee 


Cc. F. Myers 





Third Quarter Sales 
Reach All-Time High 


Consumers spent more money for 
goods and services in the third quarter 
than ever before, Business Week re- 
ports. 

The President's Council of Eco- 
nomic Advisers puts the figure at a 
$195-billion annual rate as compared 
with $1844-billion in the second quar- 
ter. This is a record rise for a three- 
month period. 

The magazine says spending on non- 
durable goods rose from $99-billion to 
$104-billion or almost exactly 5 per- 
cent. On durables, it went up from 
$26.7-billion to $31-billion or 16 per- 
cent. Services took in $60-billion 
against $58.8-billion. 

“Money that isn’t spent for new 
homes or new autos probably will find 
its way into soft goods,” says the pub- 
lication. “That should backstop gen- 
eral merchandise sales as long as such 
goods remain abundant.” 


Edward F. Doty 
Joins Warren Pump Co. 


Edward F. Doty recently became 
associated with the Warren Steam 
Pump Co. Inc., Warren, Mass. Mr. 
Doty formerly was with Quimby 
Pump Co. of Newark and New Bruns- 
wick, N. J. 

He is the designer of numcrous 
pumps for the process industries, 
building construction, sewage disposal 
and various other usages. 

The Warren Steam Pump Co. pur- 
chased the Quimby Pump Division of 
H. K. Porter Co. in August of this 
vear and all manufacturing has been 
moved to the Warren plant. 





O. P. Robinson 


Cutler-Hammer Sales Post 


For O. P. Robinson 


O. P. Robinson has been appointed 
manager of the Pittsburgh district 
sales office of Cutler-Hammer, Inc., 
Milwaukee, Wis. 

An electrical engineering graduate 
of Armour Institute of Technology, 
Mr. Robinson joined Cutler-Hammer 
in 1936 as a member of their Chicago 
district sales office. In 1940 he was 
transferred to the company’s Pitts 
burgh district sales office. 

As manager of the Pittsburgh dis 
trict sales office, Mr. Robinson also 
will supervise their Youngstown office 
in the sale of Cutler-Hammer motor 
control and allied electrical apparatus. 


Industrial Control 
Instrument Orders Soar 


Industrial process control instru 
ment makers who are now facing the 
possibility of an all-time production 
record are ready to repeat or better 
the emergency production peaks they 
made during World War II. The in 
dustrial instrument outlook was re 
vealed recently at the mid-yearly meet- 
ing of the Recorder-Controller section 
of the Scientific Apparatus Makers 
Association. 

Process contro] instruments orders 
for the first eight months of 1950 
climbed from a post-war low in 1949 
to a steadily increasing production 
which, in the third quarter, reached a 
new peak. During the past three 
months, incoming orders exceeded by 
about five percent the highest com- 
parable period during the peak war 
vears in 1942 

The increased business is estimated 
to have come from the capital goods 
industries, from widespread expansion 
and modernization in industry, and in 





It’s Easier to Sell 
the Sprout-Waldron 


blue face’ 





£ 





Because of their widespread use and recog- 

nition by American industry, Sprout-Waldron’s 

“Blue Face” Pulleys are fast-moving distributor's items. 

W hether it’s a rough materials handling job which demands 

the ultimate in belt-saving features...or a simple task of 

power transmission—there is a wide selection of “Blue 

Face” Pulley types and sizes to choose from...with di- 
ameter sizes up to 72” available. 


wt 
gPno re) 


Write for your copy of Bulletin 33 which contains 
full information about the Preamp “Blue 
Face” line. Address: Sprout, Waldron & Co., 
Inc., 3 Waldron Street, Muncy, Penna. 


146-A 


Sprout-Waldron 
W/ laniofe la a “9 Cngtnes td 


_MUNCY 7 PENNS YEVANIA ) 
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ALLIGATOR 


in Long Continuous Lengths for Conveyor Belts ... 
%& Excellent for Package Conveyors, Portable Loaders, Trenching and Ditching 
Machines, etc. 


% In canneries where corrosion or rust is a problem specify Alligator made 
of Monel. 


% For magnetic separators or anti-sparking specify Alligator made of Everdur, 
% Separable and smooth on both sides. 
% 12 sizes, For belts from 1/16” to 5/8” thick—and any width, 
Order from Your Supply House. Ask for Bulletin A-60 
FLEXIBLE STEEL LACING CO.,.4633 Lexington St., Chicago 44, Ill. 


JUST A HAMMER TO APPLY IT 





| 
| 


Perhaps you've never pushed shim stock. The 
©) R D E R S customer will order it himself, you say. 
But, maybe he doesn't know you handle this 
b '@) R T b4 E outstanding line of shim stock. REMIND him! And 
ask for the order! 


A S 4 I N G : IT’S A NICE PROFITABLE LINE, TOO 





| Brass and . Heavier 
{ steel rolls stock in 

in dispensing one a sturdy, flot 
| cortens packets 


| 


Arbor Spacers in Economy Carton 
moisture-resist- of 4 popular 
ont envelopes ae 


| 


Metal Rack holds 
four rolls 





LAMINATED SHIM COMPANY, Inc. 
SHIM STOCK ARBOR SPACERS 


| creasingly from the federal govern- 
ment or for emergency projects. A 
| large demand also has come from 
| smaller manufacturers and processors. 
| The latter have found it advisable to 
| add new processing instruments, con- 
| trols and systems to maintain an equi- 
table economic position with larger 
processors. 
The overall rise in process control 
| instrument orders was said to be a 
| reflection of a widespread demand to 
offset increased material costs and 
operation costs and losses. Manufac- 
turers have now gone through a period 
of transition, from hand operations to 
mechanization and, now, to tech- 
| nological improvements of mechaniza- 
tion. 


Two Distributor Firms 
| Cited By Insurance Fund 


The Syracuse Supply Co., Syracuse, 
N. Y., and Beals, McCarthy & Rogers, 


| Inc., Buffalo, have both received 


awards from the New York State In- 


| surance Fund. 


Syracuse Supply received a trophy, 

in recognition of its accomplishments 

| in the field of plant safety during the 

fund’s 1950 Accident Prevention Con- 

test, Beals, McCarthy & Rogers re- 

ceived a safety award for its record 
| during the past year. 


| Stewart Heads Committee 


| Frank G. Stewart, president of 
Standard Automotive & Supply Co., 
Washington, D. C. will be heard dur- 
ing the Motor & Equipment Whole- 
salers Association’s Annual National 
Business Conference at the Stevens 
Hotel, Chicago, reporting on the ac- 
tivities of the Automotive Wholesalers’ 
Washington Committee on Selective 
Service. 








A. C. MARTIN, purchasing agent at 
William J. Burns, Inc., Providence dis- 
tributors, answers a customer inquiry 
between times at the “will call’ desk. 
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JOHN DAVIDSON is order and price 
clerk at Delaware Hardware Co., 
Wilmington. 





Dirks Succeeds Jones 
At Y & T In Canada 


George L. Dirks has succeeded Ellis 
H. Jones as general manager of the 
Canadian Division of The Yale & 
Towne Mfg. Co. Mr. Jones retires 
under the company’s pension plan 
after 57 years of service. 

Mr. Dirks has been associated with 
the Canadian Division since June 1949 
as a resident consulting engineer. He 
had had considerable experience in or- 
ganizing and operating a metal prod- 
ucts manufacturing plant before he 
became a consulting engineer. As such 
he served management in the rubber, 
steel, metals manufacturing and chem- 
ical industries on problems of organ- 
ization, industrial relations and gen- 
eral industrial engineering. 

Mr. Jones started work with Y & T 
in 1894 as messenger for the Stam- 
ford, Conn. Division. In 1912 he was 
transferred to the Canadian Division 
to direct its manufacturing operations. 
In 1930, he was advanced to become 
general manager, taking overall charge 
of sales and all other operations as well 
as manufacturing. 


Ohio Equipment Co. 
Now in New Quarters 


The Ohio Equipment Co. has com 
pleted its move into its larger, mod- 
ern quarters at 1220 West 9th St., 
Cleveland, Ohio. The firm will con 
tinue to represent Economy Engineer- 
ing Co. for the full line of portable 
elevators, tiering machines and _ stor- 
age racks. 

Ohio Equipment Co. was founded 
40 years ago by E. M. Abramson, who 
still heads the organization. 





PERFECT SEAL 
EVEN WITH PIPE 
T IN 


GOOD, TIGHT 
LEAKPROOF 


CATAWISSA ends 
guesswork in union require- 
ments—ot a price to compete 
with better grade malleable iron 
unions! SELL CATAWISSA HOT FORGED 
STEEL UNIONS and you sell cost-cutting satis- 
faction—sure-fire dependability that means 
profitable repeat business for youl 
WRITE FOR BULLETIN & COMPLETE ENGINEERING DATA 
- » standord and double extra heavy, male and female, orifice and spe- 
cials—screwed or socket weld, there's a CATAWISSA type for every usef 


ATAWISSA 
300 MILL ST. 


E & ITTINGS CO. 
CATAWISSA, PENNSYLVANIA 








MOVING? 


Don’t make the mailman chase you 


Send us your new address at least three weeks before you move 
and you'll continue to get your copies of INDUSTRIAL 
DISTRIBUTION without a hitch. Just fill in the change of 


address form below and mail to: 


Director of Circulation, Industrial Distribution 
330 W. 42nd St., New York 18, N. Y. 


Name 


Street and No 
City. . .Zone 


NEW ADDRESS 


Street and No.........eee8 


New Company Name. 





New Position 


Don’t forget to notify your postmaster, too 
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gatdiner, 
SOLDER 


Your solder sales go up when you stock na- 
tionally advertised Federated Gardiner brand 
Acid Core Solder. Listed by Underwriters’ 
Laboratories, Inc. 

Packaged in colorful blue cartons on metal 
spools. Tin-lead analysis prominently dis- 
played on outside of box. Available in all 


commercial sizes and compositions. 


Ditton 
AMERICAN SMELTING AND REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 








Sa 
dit \ bw 


—* 


CARES 


about the manhours lost when fasteners aren’t 
accurately made. That’s why 


mM. 7 
Ht Oetomblor Co: 
of YORK, PENNA. 


has acquired such a reputation for making the finest in: 


CAP SET COUPLING MILLED 
SCREWS e SCREWS e BOLTS e sTUDS 


\\ 


\\ 
AN 


Ss 
ss 


= 


\\\tt 


Build up customer confidence and profitable repeat sales 
by stocking the Ottemiller line of ‘‘milled from the bar’’ 
screw machine products. 
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Charles M. Simmons 


Parker-Kalon Names 
Simmons Field Engineer 


Charles M. Simmons has been ap- 
pointed to the staff of field engineers 
of the Parker-Kalon Corp., New York 
City. He will be assigned to the upper 
New York State territory. 

Prior to joining Parker-Kalon, Mr. 
Simmons was director of writing in- 
struments for Eversharp, Inc.,; plant 
manager of the Roberts Numbering 
Machine Co.; chief engineer of Akeley 
Camera, Inc.; and plant manager of 
Maguire Industries. 

He also has served as a consultant 
engineer specializing on manufactur 
ing methods of assembly and produc 
tion engineering. He is a member of 


ASTE. 


Borg-Warner Elects Keck 


Mathew Keck has been elected a 
vice-president of Borg-Warner Corp., 
Chicago and will continue in his pres 
ent post as treasurer. 








“ 


DORIS HALL helps to make things 
attractive around the offices at Bovd 
Supply Co., Philadelphia, Pa 








CONTROLLED 
TENSION 


...built into every 
lock washer by 
exclusive manvu- 
facturing process 
and precision heat 
treating. 


DIAMOND G 


SPRING 


LOCK WASHERS 


POSITIVE 
HOLDING 
POWER 


... under all con- 
ditions is assured 
by torture-tests in 
Garrett's labora- 
tories ... perform- 
ance-proof on all 
types of products. 


DIAMOND G 


SPRING 


/LOCK WASHERS 


LONGER 
SERVICE 


. with correct 
tension on bolt, 
nut and assembly 
parts prevents 
loosening, pro- 
vides extra pro- 
tection on every 
product. 


DIAMOND G 


SPRING 


LOCK WASHERS 


AT YOUR 
SERVICE 


Garrett's line of 
lock washers, en- 
gineering service 
and quick deliver- 
ies... plus many 
other metal parts. 
Write for lock 
washer hand- 
book. 


G.K. GARRETT CO., INC. 
D & Tioga Sts. 
Phila. 34, Pa. 


WM. A. MARSTELLER has resigned 
as vice-president of the Rockwell Mfg 
Co. of Pittsburgh and as vice-president 
and director of Edward Valves, Inc. to 
establish The Marsteller Co., consult- 
ants in marketing and advertising 





Ohio Electric 
Purchases Equipment 


Purchase by The Ohio Electric 
Mfg. Co. of all tools, dies, fixtures, 
patents and rights to manufacture the 
complete line of Taylor & Fenn drill- 
ing machines recently was announced 
by Chester Bland, Ohio Electric presi 
dent. 

Che Taylor & Fenn Co., located in 
Hartford, Conn. was established in 
1846 and is one of the country’s 
pioneer machine tool builders. 
and dies for building the 
Fenn line now are 


Tools 
l'aylor & 
being transferred 
to Ohio’s Cleveland plant where the 
drilling machines will be 
tured 


manufac 


Weston Appoints Healey 
District Manager 


William J. Healey has been named 
manager of the New York district office 
of Weston Electrical 
Corp., Newark, N. J. 

Mr. Healey joined the New 
sales staff of Weston in 1929, and 
earlicr this year was made assistant 
manager of the New York district. 

Prior to his association with Wes 
ton, Mr. Healey, a graduate electrical 
engineer, served as instrument design 
engineer and specialist with several 
large manuf 


Instrument 


York 


icturers 


Hollis & Co. Buys Firm 


The Mill supplies of the Central 
Supply Co., with locations at 115-117 
Scott and 201-207 East Markham 
Streets, has been sold to Hollis & Co. 





IN SELF-PRIMING 


Pumps 
ONLY THE NEW 


Goulds 


GIVES ALL FIVE 
IMPORTANT ADVANTAGES 


Fig. 3639-3678 Self-priming centrifugal 
Patents Pending 


Absolutely no vaives of any kind in pump 
—nor are any needed in installation. 


No recirculation of liquid after comple- 
tion of priming action. 


Efficiencies 
straight centrifugal pumps. 


comparable to quality 


- Positive fast-acting self-priming like 
priming ability of positive displace- 


ment pumps. 


No large or bulky priming chambers or 
reservoirs —a compact unit at low 


cost. 


SIZES AND CAPACITIES 


39 models and sizes, 14 to 5 H.LP. ratings, 
Capacities to 120 G.P.M,. Heads to 135 ft. 
depending on capacities. Suction lifts to 
) 


25 ft Open and closed impellers. Flexible 


coupling or Close-« upld motor drive. 


WRITE for full details —Bulletin 636.1 


PUMPS INC. | 
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GREATER PROFITS 
CLIPPER 


¥ Constant Consumer Demand 
¥ YNo Factory Sales to Users 
WNationally Advertised 
Firm Resale Price Policy gf 
JV Highest Uniform Quality 283 | ac mses apis ie 


nors Steel Co., Division of H. K. 
Porter Co., Inc., Birmingham, Ala. 


)))))\ 


y) 


\\ 
y} 
LID, 


MANS 
yy» 


! Sold ONLY 


Through Authorized Distributors 





Engineering Companies 
To Meet In Detroit 


A general mobilization meeting of 
engineering companies will be held in 
Detroit on December 12, sponsored 
by the National Association of En- 
gineering Companies. The meeting is 
open to non-members as well as mem- 
| ber companies. 

The industry comprises some 1500 
| companies in the United States who 

do engineering or design work on 
| either mechanical products, machines, 
| or tools or who do production, process 
| or methods engineering. 

At the meeting, advisory committees 
| representing all engineering companies 
| will be organized to cooperate with 
| various government agencies in line 
| with the 1950 Defense Production Act. 


~~ 
ee 

















Office Administration Costs 
Outrun Factory Costs 


The number of clerical workers re- 
quired to handle the same amount of 
production as that put out in 1920 has 
increased more than 125 percent to 
date; a fact that indicates office ad- 
| ministration costs are too high, com- 
| pared with factory production costs. 

A comparison of required workers 
vs. required office personnel shows the 
ratio for office clerks is 25 to 100, com- 
pared with factory workers; whereas in 
1920 the ratio was 11 to 100. 





Wilton Combination Bench and Pipe Vises enjoy unusual patronage by vise experts becouse 
of their improved design, extra strength and depth. Their attractive eye appeal quickly 


turns reluctant buyers into actua! sales. 


WILTON TOOL MFG. CO., 925-D Wrightwood Ave., Chicago 14 
Diamond Names Sutherland 


K. Sutherland has been re- 
appointed to the position of sales man- 
ager of Diamond Machine Tool Co., 


Los Angeles, Calif. 
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James H. Lucas 


Hanshaw and Lucas 
Will Represent Disston 


Ellsworth S. Hanshaw will —— 
Henry Disston & Sons, Inc., Philadel- 
phia manufacturers, in Southern Cali- 
fornia, with headquarters in Los Ange- 
les. 

James H. Lucas, who now is making 
his headquarters in Sacramento, Calif., 
will cover the saw mill accounts in the 
Feather River Canyon and throughout 
the Redwoods for Disston. 


Ellsworth S. Hanshaw 


Mr. Hanshaw has spent considerable 
time in the Disston plant in Seattle 
and is thoroughly qualified. He will 
be associated with Harold Spurgeon, 
Disston’s present representative. 

Mr. Lucas is a qualified cutting tool 
engineer, having had previous experi 
ence as a salesman of similar lines and 
as an expert on saw filing for mills in 
Michigan and in the South. 





Large Backlogs Lessen 
Effect Of Credit Curbs 


Recent credit curbs on retail buy- 
ing probably won’t affect metalwork- 
ing production during the fourth quar- 
ter since backlogs for both durable 
and consumer goods are so big, says 
American Machinist, McGraw-Hill 
publication. 

Instead of sales, the real worry 
centers around materials and man- 
power. The magazine reports that in 
some industrial centers manpower 
headaches are causing even more 
trouble than materials. 

lhe article notes that mass-produc- 
tion industries have drawn skilled men 
away from the smaller job shop indus- 
tries. As an example, the new Ford 
transmission plant at Cincinnati has 
taken men from local machine tool 
companies. 

Commenting on the steel situation, 
the article says that its getting even 
tougher. Certain users were told re- 
cently that they should give mills im- 
mediately their needs for second quar- 
ter of 1951. Tonnages promised dur- 
ing the current quarter are to be de- 
livered in the first quarter of next 
year. 

Meanwhile, mills are raising prices. 


A steel price boost of six to ten per 
cent is expected by December. Rising 
costs and anticipated wage boosts are 
blamed for this first industry-wide in- 
crease since last December. Some 
unions are now talking about an in- 
crease of as much as 20 cents per 
hour. 


Carboloy Co. 
Names Five Executives 


I. L. Wallace, formerly superin- 
tendent of the carbide metal division, 
has been named manager of engineer- 
ing on both carbide and other special 
metals for Carboloy Co., Inc., De- 
troit. 

J. A. Muldoon, formerly superin 
tendent of the carbide fabricating di- 
vision, has been advanced to manager 
of manufacturing for carbides and 
other special metals. 

A. J. DeCarlo has been appointed 
manager of purchasing and materials. 
Formerly p. a., Mr. DeCarlo’s new 
duties in addition to directing com- 
pany purchases, includes coordination 
and general supervision over inventory 
control, shipping, receiving, stores and 
process and finish stocks. 
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REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 


2. A definite distributor 
sales policy. 


3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 


4. Advertising and mer- 
chandising help to support 
your selling job. 


5. An established quality 
line recognized for depend- 
ability for over 35 years. 


Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let 
the complete Mac-it line 
help you give better, faster 
service to all your custom- 
ers. Write today for com- 
plete information. 


STRONG, CARLISLE & HAMMOND COMPANY 





D. W. McAtLen 
Manager, Distributor Sales 
SKF Industries, Inc. 
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"call before the call... 


“It’s a major ‘assist’ job for SKF advertisements 
to be directed to all buying power, in all facto- 
ries, in all industries,” says Mr. D. W. McAllen, 
Manager of Distributor Sales, SKF Industries. 

And who is the “buying power’? The Plant 
Operating Group—the men your salesmen have 
the toughest time seeing and selling—the group 
in which FACTORY has more paid circulation 
and more readership than any other industrial 
magazine. 

That’s why Mr. McAllen says, “We turn to 
FACTORY as an aid to performing such an 
‘assist’ to our Distributors. FACTORY becomes 
his ‘call before the call’— making a contact for 
him—arousing interest in the SKF product he 


(Wis! woentes Pa aaa 
THK Abou; MOBHIZATION Prot EMs 


~ j 


sells—creating preference. Thus enabling our 
Distributor to more quickly reach the stage of 
making a specific proposal and ‘clinching’ the 
order.” 

Before an outstanding manufacturer makes 
a statement like that, you can be sure he has 
spent a lot of time and money determining what 
publication will be of most help to his Dis- 
tributors. 

“FACTORY, in reaching the manufacturing 
men our Distributors want to sell, earns its own 
spot on our advertising schedule—year after 
year,’ Mr. McAllen concludes. 

On every product line you handle, be sure you 
get the right kind of assistance —through con- 
sistent advertising in FACTORY. 


A McGRAW-HILL PUBLICATION 


330 WEST 42ND. STREET, 


NEW YORK 158, N. Y. 


Member, Audit Bureau of Circulations 


Member, Associated Business Publications 





EMER GENCY or routine 


he hes 

ae aed 
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them ali 
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your guides 

to complete 

power transmission 
equipment 


A complete line from a single source 
... easier to sell... greater depend- 
ability... enables you to give better 
and quicker service to your customer. 
Three reasons that add up to more 
profit for you. Medart’'s outstanding 
advertising campaign in leading trade 
journals means a greater Medart 
market for you! 


No. 56-V 
V-Belts and 
V-Sheoves 


All other Power 
Transmission 
Equipment 


Not just catalogs... but informative, help- 
ful power transmission equipment guides. 
Minimize complicated engineering com- 
putations ... excellent for your reference 
files. Write for yours today! 


M EDART 


backfires 
THE PUBLISHER’S PAGE 


. where the views expressed are his own 





THE day after can be as hard on politics as on the fellow faintly 


remembering it was a nice evening up to the last drink. Labor 
took a beating in New York City, second only to Ohio, proving 
that politics and the labor movement don’t mix well as far as the 
individual laborer is concerned. Be interesting to see if the so-called 
labor leaders have learned a lesson. The Sunday night prediction 
specialist was about as right as he usually is. He-missed both of 
his special predictions in New York—Governor and Mayor. He had 
inside dope—dope is right. . Distributors can look for 
another sharp upward swing in business starting in late January, 
and continuing through at least March. What happens starting 
the second quarter of 1951 will depend on how world events shape 
up and their effect upon controls. In the meantime, sales should 
be well ahead of a year ago. ‘The feeling is that “excess profits tax” 
will not be voted by lame duck Congress, but will be passed on 
to the new Congress. When passed, it will apply to part of 1950— 
probably the last six months. Business Week reports: “Pay-as-we-go 
Mobilization”. Says a seven billion jump in government income, 
plus some windfall savings, will more than wipe out any increase 
in spending for defense for the period ending June 30, 1951. Thus, 
what looked like a $2.7 billion deficit should turn out to be a $500 
million surplus Demand for pennies is 26.4 tons per day. 
The mints are turning out 8 million a day and working 60 hours 
a week. They are good for taxes, cigarettes, gasoline and parking 
meters, in case you didn’t know—we question the cigarettes and 
gasoline except as a tax. . Washington has smiled upon 
nineteen vear olds. Wants all of them for two years—whether 
physically tops or not. There is a tremendous number of govern 
ment brass these boys could replace, to the benefit of America, 
but the idea is to make expendables of them If you haven't 
bought that new overcoat, there is still time. Cold weather isn’t 
expected to hit very hard this side of Christmas, if you can believe 
the long-range forecasts and the protective coverings of sundry 
worms and animals. Upper New England and northern plain 


states are excepted—it says here. 


ARCH MORRIS 
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TOPS IN 
SALES APPEAL! 


With Smart New Style and Convenient New 
Features to Match Their Unsurpassed Quality and Accuracy 


Always the first choice 
of mechanics, farmers, 
engineers, surveyors, 
contractors and oil men 
— Starrett Precision Steel 
Tapes now have new “eye 
appeai” and new selling 
features guaranteed to boost 
sales and profits. Show these 
new Starrett Tapes, display 
them, feature them in your 
advertising and selling. Right 
now when there’s a great need 
for steel tapes, make sure your 
customers know you stock and 
sell Starrett Steel Tapes for 
every need. 

Available in Both English 

and Metric Graduations 


i Steel 
4, We or 
7 e Black Back 





THE COMPLETE 


Starrett une 


TAPES FOR EVERY NEED 





| 
| 


NO. 510 CASE TAPES — A Quolity 
Tape With Genuine Hard Leather Case 
— Strongly Stitched Over Plated Steel 
Liner. 25, 50, 75, 100 ft. lengths. 





No. 500 POCKET TAPES 
“’"’ Wide Tape; Nickel Plated Case; 
Push-Button Spring Wind; 36, 60, 72, 
96 and 120” lengths. 





Go 


No. 537 FRAME TAPES 
Non-Clogging, Easy-To-Clean, 
Heavy Duty Nickel Ploted Frame 
with Removable Hardwood 
Handle; Flush, Folding, Winding 
Handle. 25, 50, 75, 100 ft. 
lengths. 














Specially De- 
signed for 
TAPES AND Tank Gaging 
Boss Heavy and 
Light Oils, 
Gasoline, etc. 
Bobs for 
Measuring In- 
nage or Ovt- 
age. in oll 
standard 
lengths. 











No. 705 
NEW TAPE 
WIPER 
Fits all Starrett 


Frame Tapes — 
Cleans As You | 
ind. 





THE L.S. STARRETT CO. . World’s Greatest Toolmakers . ATHOL, MASSACHUSETTS - U.S.A. 











We have sacrificed absolutely nothing 


to obtain this light portable hoist... 








1 A Rigger's Hoist—Light in weight, 
compact and rugged. Built to withstand 
wear and abuse as well as overloads. 
No protruding parts to snag on clothing. 


2 A Fully Enclosed Hoist—Handwheel, 
load oe and load wheel protected 
from harmful foreign matter by means 
of heavy steel stampings. 


3 Accessibility—Only a screw driver and 
a small adjustable wrench are required 
for repairing or dismantling. 


4 Load Chain—Chain is the heart of any 
chain hoist and we are proud of the 
quality that goes into every link. It is 
made in our own mills, the largest in the 
world, from materials selected and 
processed from billets to finished wire in 
our wire mill, guided by almost a half a 
century of experience with electric weld- 
ing and controlled by engineers and 
metallurgists keenly abreast with the 
latest developments. With SAFETY up- 
permost among our objectives, we have 
developed a product combining max- 
imum wear resistance with ability to 
withstand extreme impact. 


S Load Chain Guide shrouds load sheave. 
Effectively guides chain into load wheel 
and protects these parts from falling 
dust and dirt. 


6 load Whee!— Ferrous allo , reversible 
and with accurately form kets. A 
spline fit to the alloy steel load wheel 
shaft which is supported on sealed pre- 
cision ball bearings. Reverse when new 
chain is installed and you have a new 


21 Points of Superiority _ 


assembly. 

7 Automatic Wick-type Lubricator for load 
chain and load wae covers the links 
with a fine film of oil which is self- 
replenishing every time a link passes the 
wick. This high pressure oil film in- 
creases the life of the load chain tenfold. 
& Stripper —Fabricated steel. 


a Tep Heek —Nickel-chrome-molybde- 
num alloy steel, drop-forged and heat- 
treated. Rocks and swivels; will open 
before fracturing. 

10 Top Rroneions Sling sash, drop- 
forged and heat-treated. ks in steel 
straps which are projection-welded to 
hoist frames stronger than the hook they 
support. 

97° Heist Frame—Two drawn steel sec- 
tions of shock-resistant steel. 

12 Driving Spindle—Nickel-chrome- 
molybdenum alloy steel. Machine-cut 
teeth. Operates on heavy-duty roller 
bearings. No cantilever loading. 

13 ood Brake—Weston type. with uni- 
form composition lining and silent pawl. 
Effective whether hot or cold, wet or 
dusty. 

14 Geor Train—Center planetary sys- 
tem using modified involute stub tooth 
form with all gear teeth generated from 
solid steel blanks. 

15 internal Gear— Nickel-chrome-mo- 
lybdenum alloy steel with machine-cut 
teeth. Heat-treated and secured to 
frame by means of projection-welding. 


16 Gears and Pinions —Nickel-chrome- 


WRIGHT 1 LINE WITH THE GOOD NAME” 


co 





In Business for Your Safety 


York, Pa., Chicage, Denver, Detroit, Les Angeles, New York, Philadelphia, 
Pittsburgh, Pertiand, Sen Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 











molybdenum alloy steel with machine- 
cut teeth. Heat-treated and mounted 
on heavy-duty roller bearings. 


917 Gear and Pinion Shafts—Stationarily- 
mounted alloy steel, surface-hardened 
and ground. 


918 Pinion Coge—Ferrous alloy, is a 
spline fit to the load wheel shaft. 
19 Bottom Hook Coupling —Alloy steel, 
forged and heat-treated, permits easy 
replacement of load chain. Load carried 
on forging itself, not on bolt or pin. 
Stronger than the hook it supports. 
20 Bottom Hook—Nickel-chrome-mo- 
lybdenum alloy steel rocks and swivels. 
rates on a Timken thrust bearing 
which is enclosed in a heavy pressed 
steel cover and lubricated for life. Has 
wide throat opening, will open before 
fracturing. 


21 \ubrication—The gear train is en- 
closed in an oil-tight chamber. Those 
arts not lubricated for life are supplied 
rom the central oil pool. The hoist 
should operate for years with no atten- 
tion other than the replenishing of the 
oil in the wick oiler. 











